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Sound Insurance Is 
Essential For Sound 
Credit Says Heimann 





Fxecutive Manager of Credit Men’s 
Association Says Producers Must 
Know Their Business 


BACKS INSURANCE SURVEYS 


Says Analysis of ‘of Risks Brings to 
Light Need for Coverages That 
Often Are Overlooked 


Sound credit is the I life blood of mod- 
business and there can be no sound 


ut adequate sound insurance 





io protect credit against the individually 
hazard, said Henry H. Hei- 
ann, executive manager of = National 


\ssociation of Credit Men, when speak- 
g yesterday before the annual conven- 
f the National Association of Mu- 








tual Insurance Agents at Baltimore 
Brokers and Agents 


Many credit executives recommend to 
their firms that their own insurance pro- 
gram should be reviewed annually or at 
some othe r regular period, and that re- 
onsi ies for insurance analysis and 
uld be placed with one 
urce, although the actual 
olicies may be distributed 
brokers or agents, sai id 
1. Realizing the need for 
judge of their insurance re- 

i lave made 
se agents 
Cc 





_1 
sai 





the special problems that 
te clients have, many ag rents 
and broke Ts hone been stimul i 
‘ ig their knowledge of both the 
1 the insurance worlds so that 
better meet their joint re- 

















on meeting ground for these 
0 groups has been the series of insur- 
ance forums sponsored by the National 
Association of Credit Men and its 120 
ocal affiliates, Mr. Heimann explained. 
Even the annual credit congress, which 
‘ regularly attended by three to five 
lousand credit executives representing 
Wholesaling, manufacturing and banking 
s, has considered the subject of in- 

r a special addresses in 

ness sessions. And no 
it congress in recent years has been 

















ed ut a special group meeting 
___- (Continue d on Page 35) 
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The Pyramiding Option 


Many applicants, shown that use of the annual dividend 
to buy a paid-up addition, gradually, over a long term of 
years “painlessly” increases a policy’s protection by an 
almost startling amount. elect that dividend option. 


A current case:—A Twenty-Payment Life for $10,000. 
taken at age 41. The policyholder is now “well-stricken 
in years.” but not well-stricken by infirmity. His paid-up 
additions have mounted to $4.697. So that today the insur- 
ance protection stands at $14.697. At any time along the 
years these paid-up additions could have been surrendered. | 
in an emergency, for not less than the amount of the divi- 
dends used to buy them. without involving the policy face. 
If untouched, the family’s protection will be so far bet- 
iered that the combined policy face and additions may 
provide an ampler, needed sufficiency than the $10.000 
face could afford. 


The paid-up addition is one of several effective life 
insurance devices which extract from the premium dollar 
the last full measure of value and usefulness. 


THE PENN MUTUAL LIFE INSURANCE CO. 
Ww. H. Kincs ey, President 
Independence Square PHILADELPHIA 








Johnson Leading As 
Candidate For Head 
Of National Ass’n 


Crowded Week of Events for Those 
Attending Big Convention In 
Session at Houston 


ST. LOUIS FOR NEXT MEET 
Leaders From All Over Country 


Including Company Executives 














On Program 
By Clarence Axman 
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This full-page magazine advertisement is adding to 
the warm welcome Union Central men are receiv- 
ing these days, when they call with the Family- 
needs Forecast. 


Bridging the gap between 


“MAYBE. | 


OUGHT TO TAKE 


IT” and 


“| CAN’T GET ALONG WITHOUT IT!” 


Many a sale is lost because the underwriter suc- 
ceeds only in stirring up a vague, general uneasiness 
in the mind—rather than a_ sharp 
awareness of his family’s specific and vital needs. 


prospect’s 


But this difficulty vanishes, with Union Central’s 
new Family-needs Forecast. This potent new method 
of sellinggiot only spot-lights the seven vital needs— 
it gives the prospect a crystal-clear picture of just 


what would happen, if his present insurance had to 
care for those needs. 


The result is that the prospect se//s himself on 
adding protection to fill the gaps. The Forecast has 
given him, probably for the first time, a real under- 
standing of the job he’s got to do—has made it 
possible for him to arrive, by himself, at the con- 
clusion that he simply ‘can’t get along without it!” 


The UNION CENTRAL LIFE /nsurance Company 


CINCINNATI, OHIO 
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OLD POINT 





By W. L. 


Frederic H. Rhodes 


Chamberlin, Old Point Comfort, Va,and — the fine family spirit which is prominent 


accepted 


recommendation — of 
company’s 


Howes with them; while Nat C. Barrows, 


oa . fot eg Diary Brad omie this connection. The dates will be March 
Barbara, their delightful daughter, to the 10, 11, 12 and 13, 1940. The announce- 
Rhodes Club members. In each instance ""! hina > made by Manager of 
hey were bright additions to the con- Agencies L. B. Hendershot at the con- 1 
saci vention session Wednesday morning, was _ ¢ 
warmly acclaimed by the convention. v1 


Winings and Mrs. 
\gencies L. B. Hendershot and 
Hendershot and John McLaren, 


Winings, Manager of 
Mrs. 
of the 


the meeting in its history. S. S. 
called for a showing of hands in connec- « 
tion with agents and recruiting and was 





fcaesvanene 


ERE —— 


i raj ray ra arty 


ae ee ow 











general agents association in | 


sions into out side 


The Chamberlin Hotel, Old Point Comfort, Va., 1938 Rhodes Club, Berkshire 





RHODES CLUB OF 


BERKSHIRE 


LIFE 
1938 CONFERENCE 


at 


COMFORT 


VIRGINIA 


Hadley 


The 1938 convention of the Rhodes company’s real estate department, and assured of strenuous efforts on the part 

Club, made up of top producing units of Mrs. McLaren. These home office folk of both general agents and agents to 
he Berkshire Life, of Pittsfield, Mass., are held in affectionate esteem by the put the Berkshire Life selling kit in the 
vas held last week on Sunday, Monday, members of the Rhodes Club and their hands of the new production units dur- 
Tuesday and Wednesday, at the Hotel a tendance at conventions adds much to ing the coming months. 


S. S. W, the dais was turned 


Following 


was attended by more than 100 agents at the business conferences of the Berk- over to Rankin W. Furey, general agent 
who had qualified during the club year. — shire Life at Pittsburgh for the Berkshire Life, 
Many of the agents were accompanied To Meet in Miami Next who in a few minutes told the conven- 
by their wives, and in two instances It was decided to hold the next Rhodes on. of many places of interest in the 
‘hildren accompanied their parents. By- Club convention at the Miami-Biltmore territory bounded by Miami Beach with 
ron C. Howes, general agent at Chicago, Hotel. Miami. Fla. in March. 1940. The _ its alluring cabafias on the northeastern 
and Mrs Howes, had their popular son r¢ sponsible olfecrs of the Rorichire Life side ind the Miz wmi- Biltmore and Cor: il 
Byron C. Howes, Jr., and daughter Judith ‘he ; f the Gables on the southwestern side. R. W. 


some good licks for points 
northerly and southerly 


also got in 
f interest ina 
jirection. 
Getting back to the business and pleas- 
Ir of the Hotel Chamberlin, Old Point 
‘omfort, Va., convention, it is my con- 


iction that the entire program was high- 


From the home office of the Berkshire Following the announcement S. S ly successful. The business sessions— 
Life attending the convention were Pres- Wolfson, genial and loved general agent which are the prime reason for the con- 
ident Frederic H. Rhodes and Mrs. of the Berks hire Life, in the Empire vention—were ‘decidedly interesting and 
Rhodes, Vice-President Harrison L. Am- State Building, New York City, enlarged most valuable. It was planned to dis- 
ber and Mrs. Amber, Secretary Robert on the grandeur of Miami and urged cuss “How to Do a Real Selling Job 
H. Davenport and Mrs. Davenport, Med- the general agents present to get be- Today.” The program was designed to 
ical Director Dr. Frank Harnden and kind the 1940 Rhodes Club chariot and do just that, and L. B. Hendershot and 
Mrs. Harnden, Agency Secretary J. S. push over the largest qualification for J. S. Winings saw to it that no incur- 


territory was attempt- 


d. The discussion on the pro- 


panel 


gram were pertinent to the general sub- 


a. 
ul 


| 0 aca 


7 ll — 
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SEAS oe 





Drs 


Life Convention Headquarters 





Harrison L. Amber 


ject and pre vided fine material for use 
in the company’s selling activities. Note 
paper and pencils were much in. evi 
dence during all the bus a Ss sessions 
Holding the Khodes Club convention 
in the historically een section of old 
Virginia in which is situated Fortress 
Monroe, Old Point Comfort, with its 
modern army base, Yorktown, Williams 
burg, Jamestown and innumerable othe: 
well known points of interest, made it 
easy for the committee in charge to 
provide entertainment features for the 


ssible to get more 
and see more 
than any pl 


delegates. It is pr 
places in less time 


of sound interest ace 


very old conventioneer has ever known 
To say that everyone in attendance at 
the Rhodes Club convention had a pleas 


urable time in addition to a splendid bus 
iness meeting, is putting it lightly. Berk 
shire Life tradition was maintained, 
Berkshire Life prestige was enhanced 
and Berkshire Life progress assured, 
at this meeting at the Hotel Chamber 
lin, Old Point C mfort, Va 

In addition to convention snapshots ac- 
companying this story of the Rhodes 
Club meeting, there are several excerpts 


f-om interesting discussions throughout 


the meeting. 
(Berkshire 


Life on Pages 15-19) 
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Edward D. Duffield’s Death Removes 
A Great Lite Insurance Leader 


Duffield, 
Prudential, Saturday 
shock to the 
fraternity has been in excel- 
lent health, the full load of the 


heavy re sponsibilities as head of one of 


ath of Edward D. 
the 
creat 


The cd 
ident of 


pres- 
night 
came as a insurance 
because he 

carrying 


the great life insurance companies of 
the country, only Friday morning re- 
turning from Toronto where he had on 
the day before addressed a meeting of 
the company’s Canadian representatives. 
Mr. Duffield, overcome by a stroke, was 
seated at his desk in conference with 
Charles B. Bradley, who last week was 
made general counsel of the company, 
succeeding the late Alfred Hurrell. At 


attack was acute 
aid of George E. 


first it was thought the 
indigestion. With the 


Potter, long Mr. Duffield’s secretary and 
recently made vice-president, he was 
placed on a couch in his office, an am- 


summoned and he was removed 
home in South Orange, accom- 
Mr. Bradley and Mr, Potter, 
where he died at 6:45 Saturday night 
without wholly regaining consciousness. 
He was 67 years old. 

Mr. Duffield’s son, 
field, connected with the 
office, flew by plane from Hartford and 
arrived about the same time as Mr. Duf- 
field’s ag Mrs. Philip Yeatman, 
who motored from Princeton, her home 
tay a brief interval Mr. Duffield seemed 
» recognize his son and daughter at his 
beds ice Mr. Duffield had spent the 
Summer in Europe, his first trip abroad 
in a number of years, spending part of 
August also at his Summer home at 
Lake Compton, R. I., property that had 
been in the family for generations 

It is the sentiment of the life insur- 
ance business that in the passing of Mr. 
Duffield the institution has lost cne of 
its wise counsellors and great leaders 
Early ag ne 


Descendant of a distinguished Ameri- 
can family cuaele for its achievements 
in the field of education and civic activ- 
ity, Mr. Duffield was notable for his 
staunch Americanism. His father was a 
professor of mathematics at Princeton 
University for fifty-six years. He was a 
direct descendant of Rev. Jonathan 
Dickinson, the college’s first president, 
from whom he took his middle name and 
also gave the name of Dickinson to his 
son 

Born in Pri 
the university 
life trustee, acting 
vears from the 
Grier Hibben in 
f Dr. Harold W. 
of the board, a post he 
f his death. 

Preparing for college 
School and partly by private tutorship, 
Mr. Duffield, always large in stature, 
didn’t go in for athletics but was prom- 


bulance 
to his 
panied by 


Dickinson C. Duf- 
Travelers home 


, his association with 
lifelong as alumnus, 
president for two 
retirement of Dr. John 
1932 until the election 
Dodds, and chairman 
held at the time 


nceton 
was 


at Lawrenceville 


inent in the literary and debating socie- 
ties at Princeton, where he absorbed 
much political economy and parliamen- 
tary _ His interest in politics was 
lifelo He became a co nlhdnant of many 


natir aa leaders, was frequently suggest- 
ed for high offices, among them U. S 
Senator and Governor of New J: rsey, 
nigel he sought no public office except as 


a young lawyer he served a term in the 
Ne w Jersey ele h and offices he held 
in his home community. He was chair- 
man of the credentials committée at the 


Republican National Convention of 1920 
and chairman of the New Jersey dele- 
gation to the Republican National Con- 
vention of 1936 

Graduating from Princeton in 1892. he 
got his law degree from New York Law 


School two years later and earned a 
Master’s degree at Princeton the follow- 
ing year. In later years he was given 


Princeton, 
and New 


LL.D. degrees by 
Lafayette, Dartmouth 
Law School. 


Jersey 


Career in the Law 


clerkship and_ preliminary 
training were secured in what was con- 
sidered one of the finest law offices in 
the state, that of Frederick W. Stevens. 
Here he was surrounded with the best 
traditions of the law, a fine practice and 
high standards. Because the Stevens of- 
fice was actively engaged in most of the 
big cases originating in the state he had 
an invaluable training in preparation of 
briefs and all the activities that such a 
spot would give to a young man with 
special talents for the law that Mr. Duf- 
field possessed. Before opening up his 
own law firm he was connected with sev- 
eral other offices. 
One day in 1905, 
his term in the Assembly at 
Attorney General Robert H. McCarter 
took Mr. Duffield aside and asked him 
if he would become his first assistant 
in the attorney general’s office. He ac- 
cepted the post and was in charge of the 
prosecution of a number of prominent 


His law 


the end of 
Trenton, 


nearing 


Rutgers, 


cases then in courts. In one such case 
he had opposing him the eminent Rich- 


ard V. Lindabury, who was so impressed 
with the legal ability of Mr. Duffield 
that he suggested the latter go with the 


Prudential as general solicitor and build 
up a law department for that company 
which at the time depended upon the 
Lindabury law office for its legal work, 
the latter being general solicitor of the 
company. Lindabury became one of his 
closest friends, 


Joins the Prudential 


He accepted this invitation, going with 
the Prudential November 15, 1906, just 
at the time that life insurance was under 
attack by reason of the Armstrong In- 
vestigation, but he had no intention of 
making this his life work, considering 
the general practice of law his career. 
Among those whose advice he sought be- 


fore accepting the Prudential appoint- 
ment was John R. Hardin, another em- 
inent New Jersey lawyer, now president 
of the Mutual Benefit. 

But life insurance proved to have a 
keen allure for Mr. Duffield because of 


its strong social service aspects. He was 


Late Alfred Hurrell on Mr. Duffield 


At the time of the annual conference of field representatives of the Prudential held 


at the home office in April, 1936, The 


Eastern Underwriter carried several feature ar 


ticles about Prudential executives including a sketch of President Duffield which, al- 


though unsigned, written 
solicitor, who died im June. 
other in high regard, the late 


of their close association for many years. 


Asked for 
tial’s president 


was largely by 


Pruden- 
after 


of the 
him 


an estimate 


as they sce 
years of daily association, executives of 
the company that the outstanding 
characteristics of Edward D. Duffield are 


insurance 


agree 


his ability as an administrator, 
good humor and intense interest 
past and present history of the 
and an abiding common sense. 
Tall, broad-shouldered, powerfully built, 
possessing a remarkable mentality, he 
fills naturally and fully his position as 
chief executive of an institution which 
has “the strength of Gibraltar.” In a 
life which has touched many points of 
human relationship, his many qualities 
have seen him and what he represents 
safely through many serious situations. 
Complexities, disturbing elements, knot- 
ty problems, have a habit of minimizing 
themselves when they encounter the im- 
pact of his keen judgment, calm analy- 
sis and forceful character. The insur- 
ance business has plenty of problems at 
the present time; has never been with- 
out them; but in the leadership of Mr. 
Duffield the Prudential organization has 
every confidence that these problems as 
they present themselves will be mas- 
tered, and that in their solution the Pru- 
dential will not only advance its own 
interests, but that of the institution of 
life insurance as well. 

The letter “P” has figured continu- 
ously and with emphasis in the !ife of 
Edward D. Duffield. Four of his five 
dominant interests are Prudential, 
Princeton, Presbyterian and Public life. 
It might also be said that it figures 
prominently in the fifth of his interests, 
the law, as he acted as special prose- 
cutor for the state when he was assist- 
ant attorney general of New Jersey. 

* + ” 


vision, 
in the 
nation 


Always a student of history, and keen- 
ly interested in all phases of life, he is so 
constituted that it was inevitable that he 
should become actively interested in the 
political life of his generation. His ser- 


Both lawyers, 


Alfred Hurrell, vice-president and general 
they had a great deal in common, held each 


Mr. Hurrell’s comments being of special interest because 
Following are some excerpts from that article: 


vice in the legislature of New Jerscy, 
his position as assistant attorney gen- 
eral, his intimate contact from the time 
he was admitted to the bar with the 
leaders of the Republican party in his 
city and state, gave him an experience 
which has been consistently drawn upon 
by his fellow citizens for advice and 
guidance, even though for many years 
he has not had time to devote himself 
to politics in the ordinary sense of the 
word. He makes no secret of his be- 
lief, however, that no good citizen can 
ignore or evade political responsibili- 
ties. When he was the vice-president 
and general solicitor of the Prudential 
he was elected a delegate to the Repub- 
lican National Convention in 1920, where 


he became chairman of the committee 
on credentials. In his own home town, 
South Orange, one of the leading sub- 


urbs in the metropolitan area, curiously 
still classified under the law of New 
Tersey as a “village,” for years Mr, Duf- 
field has taken an active interest in the 
community life. He was president of 
its board of education from 1901 to 1904 
and president of the village for a term 
of four years, beginning in 1917. He is 
a veteran in welfare work, as is evi- 
denced by his years of active support 
and personal interest in the Welfare 
Federation of the Oranges and Maple- 
wood. 

One of his closest friends was the late 
Dwight W. Morrow, who, when Ambas- 
sador to Mexico, was largely influenced 
by Mr. Duffield to become a candidate 
for the United States Senate, to which 
position Mr. Morrow was afterwards 
elected. At the present time Mr. Duf- 
field has been nominated as one of the 
four delegates-at-large to the Republi- 
can National Convention, which meets in 
Cleveland this year. He is a member of 
the New Jersey State Bar Association, 
the Lawyers Club of Essex County and 
the New Jersey Chamber of Commerce. 
All in all, it can be seen why Mr. Duf- 


(Continued on Page 10) 
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EDWARD D. 


DUFFIELD 


soon advanced to fourth vice-president 
and general solicitor; became vice-presi- 
dent and general solicitor in 1916; asso- 
ciate general counsel in 1918; was elect- 
ed president of the company September 
1, 1922, following the retirement of For- 
rest F. Dryden, son of John F. Dryden, 
founder of the Prudential. 

One of the most prominent Presby- 
terian laymen, Mr. Duffield was a former 
member of the board of trustees of the 
Presbyterian General Assembly and vice- 
moderator from 1926 to 1927. Son of 
a Presbyterian clergyman, his connec- 
tion with the church has been close. His 
brother, Dr. Howard Duffield, is one of 
New York’s leading clergymen, forme: 
pastor of the First Presbyterian Church 
here and former moderator of the Pres- 
bytery of New York, 

Mr. Duffield was one of the founders 
of the Association of Life Insurance 
Counsel, being a member from its be- 
ginning in 1913; was first chairman 
of the executive committee and _ served 
as president of the association in the 
years 1919-1921. He was also a former 
president of the Lawyers Club of Essex 
County. 

Receptions Drew Notables 


its 


Mr. Duffield saw all of the 13,000 em- 
ployes of the home office of the Pru- 
dential at least once a year. The day 


before Christmas he visited all depart- 
ments of the company, greeting depart- 
ment heads and others who wished t 
shake his hand and waving his hand to 
the rest. The trip through the company 
usually took more than six hours. 

Mr. Duffield also was responsible for 
the annual Prudential reception, cele- 
brating the founding of the company in 
1875. The receptions, held on October 
13, brought out more than 500 leaders 
in business, financial, professional and 
religious life in the state. 


Mr. Duffield’s directorships were many, 


including U. S, ggg Co., Guaranty 
Trust of New York, American Insur- 
ance Co., American Telephone & Tele- 


graph Co. He was also a trustee of 
the Howard Savings Institution of New- 
ark. He held memberships in the Amer- 
ican Bar Association, New Jersey State 
Bar Association and New Jersey Cham- 
ber of Commerce. Among his clubs were 
Princeton, Republican (New York), Nas- 
sau (Princeton), Essex County Country 
Club, Essex Club, Century Association 
Lawyers Club of Essex County, Newark 
Athletic and Orange Lawn Te nnis Club 
Mr. Duffield is survived by his widow, 
the former Miss Barbara Freeman of 
South Orange, whom he married in 1 
and two children by a previous marriage, 
Mrs. Philip Yeatman, wife of a lieuten- 
ant commander of the U. S. Navy: his 
son, Dickinson C. Duffield of Hartford: 
two brothers, Rev. Dr. Howard Duffield 
and Henry G. Duffield, for many years 
treasurer of Princeton University; also 


two sisters, the Misses Sarah G. and 
Helen Duffield of Princeton. Mr. Dul- 
field’s first wife was Elizabeth Read 


Curtis of Troy, who died in 1914. 
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New Genet Agents 
For Occidental Life 


pEKOCK, CORLEY, PENNEWELL 


Will Be Stationed ; at : Des Moines, Little 
Rock and Minneapolis; All Have 
Had Wide Experience 


Occidental Life ‘ot California has an- 
nounced three new general agency 
yointments in the Middle West; 
| DeKock at Des Moines; 
Corley at Little Rock, and ... £. 


well at Minneapolis. 


ap- 
Gradus 
Thomas G. 
Penne- 


Pella, Ia., 


born in 


Mr. DeKock was 

graduated from Central University, and 
after six years joined the Metropoli- 
an Life as an agent. He became as- 
jstant manager at Ottumwa and Des 


{Moines and then general assistant man- 
ager for northwestern territory. In 1935 
he became Des Moines general agent for 
the Guarantee Mutual of Omaha, leaving 
itnow to join the Occidental. Associated 


yith him will be H. L. Barr, Des Moines; 
\nthony Bellegante, Madrid, and Clar- 
Rah, Indianola. 
Mr. Corley was born in Bryant, Ark., 
and at age 16 joined the Mutual Life 
{New York. After the World War he 
went back to the Mutual as cashier at 
Indianapolis. In 1924 he was transferred 


and in 1926 to Los An- 
veles. In 1928 he resigned and returned 
, Arkansas as an agent. Later he was 
istrict manager at Batesville and Fort 
Smith, He next was agency supervisor 
for the Pacific Mutual at Little Rock 
and resigned to accept the state man- 
agership for Occidental, 

Mr. Pennewell is a native of Stough- 
ton, Wis., and graduate of Western Nor- 
mal College. Entering life insurance, he 
built agencies at Oshk . and Madison, 
Wis, for the Mutual Life and late. 
served as educational director in Minn 
adie. He is a graduate of the Ameri- 
‘an School of Insurance at Cleveland 
ind of the R. & R. training course. He 
has, and is doing, much insurance edu- 

cational work. 


New Orleans 


AWARD FOR MONARCH LIFE 


Company One of Few Listed Among 
Fifty Direct Mail Leaders in Con- 
test Covering United States 


Monarch Life has, for the third con- 
secutive vear, been listed among the 
fifty direct mail leaders of the United 
States. Monarch’s winning entry illus- 
trates the mailing pieces produced 
around the theme “Monarch Builds a 
Building.” The company was one of 
four of the more than 400 life companies 


to be listed among the leaders. 
The competition was open to concerns 


in all lines of business who make use 
f the mails to sell their products. 
\mong other winners were General 
Flectric Co., Ediphone Corp. Hart, 
Schaffner and Marx, and the National 


Broadcasting Co. 


PHIL WORKS SPEAKS HERE 
Philip O. Works, general agent, Penn 
Mutual, Rochester, was in New York 
City on Monday to address a joint meet- 


ing of the Ralph G, Engelsman agency, 
Ben Hyde agency and the Frank Meyer 
agency, all of the Penn Mutual. Meetin 


was held at the Hotel Commodore. 


DR. R. D. RICHMAN DIES 
Dr. R. D. Richman, surgical adviser 
of the Aetna Life for the past eighteen 
years, and a retired lieutenant-colonel of 
the Connecticut National Guard, died of 
heart disease last week. He joined the 
\etna after service abroad in the Medi 


cal Corps during the World War. 


AGENCY HOLDS “BEEFSTEAK” 


a Leyendecker-Schnur Agency, New 
fork, re presenting Guardian Life, held 
a beefste: ak dinner September 15, an af- 


fair enjoyed greatly by those who at- 
tended. - 





Houston Meeting 


(Continued from Page 1) 


must discharge your full responsibility,” 
he said. “As I have been saying to 
groups all over the country, every one 
of you must become the public relations 
officer of your company. The great ma- 
jority of Americans still believe in life 
insurance, in integrity of the life insur- 
ance company executives and that life 
insurance companies are serving the 
country well.” 

The American College of Life Under- 
writers will show the CLU meeting its 
newly revised teachers’ manual and sup- 
plemental outline of the CLU course. 

The report of Treasurer Robert L. 
Jones showed that since the last conven- 
tion the association has increased its sur- 


plus $25,000. 
St. Louis in Lead 


ouis seems in the lead for the 
next convention. Ralph G. Engelsman, 
New York, will appear in behalf of the 
association from that city, asking that 
the next convention be held in the me- 
tropolis. 
Beatrice 
ble Society, 


at. f 


Jones, Devitt avency, Eanita- 
New York, will be chairman 
of women’s day sessions and Helen B 
Rockwell, National Life of Vt., Cleve- 
land, Ohio, is chairman of women’s 
Quarter Million Dollar Round Table, 
which has dinner tonight. 

Carroll C. Day, Pacific Mutual Life, 
Oklahoma City, and Philip B. Hobbs, 
Equitable Society, Chicago, will be chair- 
men of General Agents and Managers 


sessions 


Travelers Men Felicitate 


Sales Manager Rosenstein 
\bout 100 agents of the Joseph D. 
Sookstaver Agency, Inc., of the Travelers 

in New York met September 22 and ex- 
tended an enthusastic greeting to Saul 
Rosenstein, sales promotion manager, on 


the occasion of his twentieth anniver- 
sary with the agency. Letters and tele- 
grams of congr ratulation were read by 
Agency Manager Elias Klein. 

It was voted that the entire produc- 
tion of the agency to December 31 be 
dedicated in honor of Mr. Rosenstein. 


Production pledges were offered by sev- 
eral of the agents, accompanied by prom- 
ises of special efforts to continue lead- 
ership of this agency, which has led all 
general agencies of the Travelers since 
1919. Manager Klein brought out that 
during the first ten years of Mr. Rosen- 
stein’s connection the agency wrote 
$140,000,000 in new business. It was also 
observed that the total period of service 
with the agency of himself, Irving A. 
3ush, secretary-treasurer, Milton Gold- 
stein, in charge of underwriting, and 
Saul Rosenstein, aggregate over ninety- 
five years. 
Mr. Klein 


term of the agency 


announced that the Fall 
life insurance train- 
ing course will be opened October 11. 
The course will be given Tuesdays and 
Thursdays for fifteen class days, and is 
open to any bonafide agent or broker 
regardless of company affiliation. There 
is no charge. 

At conclusion of the 


meeting pictures 


were shown of the motor excursion to 
the home office, participated in by lead- 
ers of the agency in July. 
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Mh mace the pu pose 


Newark, New Jersey 


Dear Sirs: 


my mind whether I could’ 
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bth en 


The Wutuel Benefit Life Insurance Company 


When my husbend died eight yetrs ego, it was © question in 
my femily of four children 

together, but the fact thet I was receiving life insurence 

et the time caused me to try to keep bie femily intact. 


We heve also kept our home, end even wee great Seite viendehe e 
in it, until now we heve the modern conveniences to help 

meke life easier, Hed it not been for the insurance our hone . 
would heve been sold. eceuse of the income benefits I 
received from your company I heve been able to give ay 
children the things they needed end elso the things they 
desired.” Je have elweys hed @ car to go wherever we wanted. 

“We could live healthily with proper food snd wise medical 
care, though it was seldom needed. I vas able to give the 
children books end music for their culturél enjoyment. 


This spring one. of ay cehiléren gredueted from college end 
will go om to medicel schogl next year. another has 

her first yeer of collége, and still enother will begin college 
in the fell. It is thus through life insurance benefits that 

I have been able to keep my children end sido to give them 
whet they needed to fit them for life. 


I cennot thenk you enough for ell you have made possible. 


lost gretefully yours, 
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The Mutual Benefit 


LIFE INSURANCE C 


NEWARK, NEW JERSE Y 


Nf. ” 
of lie WMIWIANCE SeCWIe 


STATEMENT BY A 
VICE PRESIDENT OF THE COMPANY 


Route 4, York 
Pennsylvenia 
June 11, 1938 
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Jamison Resigns From 
Sales Research Bureau 


JOINS NORTHWESTERN MUTUAL 


With Bureau These Years Became 
Widely Known in Conducting Schools 
on Agency Management 


John H. Jamison, for the past three 
years with the Life Insurance Sales Re 
search Bureau at Hartford and widely 
known through his activity as director 
of the Bureau’s schoo] for agency man- 


that 


position as of 


agement, resigned 





JOHN H. JAMISON 
September 1 and has joined the sales 
force of the Northwestern Mutual Life. 

Mr. Jamison said that he leaves his 
position in the Research Bureau with 
keen regret after an extremely valuable 
and pleasant three years but the lure 
of field work has proved too strong 

\ graduate of Yale University with 
the class of 1925, Mr. Jamison was for 


seven years in the advertising business 
before he entered life insurance. He re 
signed as vice-president and general man- 
ager of the Graphic Arts Co., Hartford, 
in 1932 to enter life insurance as a per- 
sonal producer. Following a ssful 
experience as an agent, he made an ex- 
cellent record in induction and organiza- 
tion work in Pittsburgh, Boston and New 


SUCCY 


York City. For one year he was in the 
home office agency department, travel- 
ing and visiting agencies all over the 
country. 


In the Research Bureau he has acted as 
consultant for a number of life insurance 
companies, conducted schools on agency 


management throughout the country and 
has addressed meetings of agents and 
managers in cities a have made him 
known from coast to coast. 


PAUL ORR TORONTO SPEAKER 


Young Assistant in Bross Agency Here 
Gives Toronto Life Underwriters 
Tips on Client Building 

Paul Orr, Jr., assistant manager, Brage 
agency, Guardian Life, New York City, 
was in Toronto last week to address the 
Toronto Life Underwri Association 
His topic was “Building a Permanent 
Clientele.” 

Starting his insurance career in 1932 
as an agent for the Travelers after 
ing attended the University of Virginia 
and receiving his B.S. from New Y 
University, Paul Orr became bri 
supervisor for the Bragg agency in 1933 
He was advanced to supervisor in 
_ assistant manager in 1938. In addi- 

mm he is an instructor in life insurance 
n the staff of New York University 
and has produced a good volume of per- 
] entering 


ters 


year since 


sonal business eac 
the business. 
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M. A. Linton Says Crazy Currency 
Schemes Hurt Old Age Security 


Addresses Agents’ Regional Convention at Hot Springs, Va.; 
Several Home Office Men on Program; Agents 
Give Sales Ideas 


Crazy currency schemes will only harm 
the cause of old age security and produce 
confusion and loss wherever are 
tried, M 
Mutual, told members of the company’s 
South Atlantic regional convention held 
at Hot Springs, Va., last week. 


dent Linton was commenting on the new 


they 
\. Linton, president, Provident 


Presi- 


“$30 every Thursday” retirement plan 
proposed in California. He marked the 
plan for doom by the same causes of 
failure which bring about the mushroom 
erowth and collapse of the Alberta “pros- 
perity certificate” plan in 1936. 

“To pay every unemployed man and 
woman of 50 or over a sum of $30 in real 
money every Thursday would be impos- 
sible,” Mr, Linton said in his address. 
“It would bankrupt the state. If the 
proposed warrants were used they would 
not be accepted as legal tender by those 
selling goods and services. 

“Politicians in Alberta issued similar 


‘prosperity certificates’ and found that 
merchants would not accept them. As 
a result, the Province soon abandoned 


the plan and was wiser and poorer fot 
the experiment. The situation in Cali- 
fornia would be still more serious since 
debts to the state, counties and cities 
would be payable in the ‘funny money.’ 
“The protection of our old people from 
dependency is of course a desirable end. 
The life insurance companies have been 
promoting it with millions of individuals 
for many years,” Mr. Linton continued. 
“The Social Security Act aims to sup- 
plement the work of the life insurance 
companies. Crazy currency schemes will 
only harm the cause of old age security 
They will produce confusion and 
wherever tried.” 
Moving Toward $100,000 Goal 
Nearly 300 agents and guests attended 
the meeting which was addressca by 
home office and agency speakers. Vice- 
President Willard K, Wise commenting 
on the safety of life insurance for thi 
insured and for the beneficiary, asked 
the convention: “How sure is life insur- 
ance for the agent?” He continued: “It 
is safe only to the extent that he makes 
a good living. What a magnificent thing 
it would be if every agency organization 
could say that there were no active 
whole-time men in the organization who 
paid for less than $100,000 a year! Such 
a goal is a lorg way off, but active steps 
are being taken to reach it.” 
Vice-President F Phelps Todd, head 
of the company’s underwriting, pointed 
out that the agent himself can do much 
to assure the ultimate acceptance of his 
case by supplying full information to the 


loss 


home office at the start. He declared 
“In a recent study of 500 applications 
which were acted upon without delay, 
we found only seventy cases listed as 
‘not taken.” <A _ study of 500 applica 
tions which were delayed for various 


reasons showed 116 cases ‘not taken’.” 
\gency assistant E. Milnor Bechtel 
told a motivating story about putting 
plans to work stating that, “ships never 
put to sea don’t come back home.” Ern- 
est A. Farrington, also agency assistant, 
emphasized the importance of the agent 


He said: “You as individuals are so im 
portant that at least 70%—and quite 
probably 80% to 90%—of your business 
will come to you for no other reason 


in the world than the fact that you are 
you.” 
Nelson A. White, advertising manager, 


speaking on direct mail, said that a short 
time ago the company helped a Phila- 
delphia agent prepare some pre-approach 
letter for 168 persons. In a year and a 


Provident Mutual 


:egional conventions at Chicago, Hot Springs and Lake Placid. 


ing the subsequent interviews more ef- 
fective.” 
Give Many Sales Suggestions 

Agents at the meeting presented a va- 
riety of sales ideas. Just a few of them, 
briefly told, are these: 

Edward A. .Sawin, Philadelphia, on 
making money: The determining factor 
in our incomes is the purchasing power 
of our clients. 

Vaughan C. Chambers, Philadelphia, on 
keeping records: Only a recognized fault 
can produce improved work. That is 





a a a 


{one 





home office officials who are participating in the company’s 


Left to right: 


Agency Assistant E. Milnor Bechtel, Agency Assistant Ernest A. Farrington, Vice- 
President F. Phelps Todd, President M. A. Linton, Manager of Agencies Franklin 
C. Morss, Vice-President Willard K. Wise, Vice-President Edward W. Marshall, 
Editor of Publications C. Sumner Davis, Advertising Manager Nelson A. White. 
Assistant Manager of Agencies Malcolm L. Williams, who planned the convention 
programs, does not appear in the photograph. 


half the agent had sold nineteen of them 
a total of $112,000 of paid business. Mr. 
White continued: “It also helps in many 
cases to send a letter after your call, 
summarizing the interview and increasing 
your prestige. Such letters arrive when 
a prospect’s sales resistance is at a low 
point and are frequently helpful in mak- 


why a careful record of calls and inter- 
views iS sO important to each of us. 
George P. Shoemaker, New York, on 
cash in the bank: In discussing emer- 
gency values of life insurance with a 
prospect I say “Some men carry a suf- 
ficient sum of money in the bank to take 
care of all emergencies. Is that your 
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habit?” If the prospect says “Yes” | 
have qualified him! : . 

Harry I, Warren, Baltimore, Zives 
sales argument: “Sure, Mr. Prospect 
know it keeps you busy paying bille— 
to the butcher, the baker, the doctor end 
the landlord. But when you pay ‘Gon 
you are just paying your hard-earned 
money to other fellows. Wouldn't it be 
a satisfaction to know that you are po 
ing some money to yourself ?” , 

Spiller Hicks, Richmond, on practicing 
what you preach: Put first things first 
The more we sacrifice to pay premiums 
on our own insurance, the more oy; 
prospects will sacrifice to pay their pre- 
miums and ours as well! 

Closed Business Case for $100,000 

Alexander M. Knapp, Baltimore, gives 
a business insurance approach: [| tried 
to find out all about the prospect and 
his business, but all I could learn was 
that he already had $125,000 of person 
insurance. So when I finally met him | 
said: “If this business pays you well 
enough to raise a family and carry $125,. 
000 personal insurance—and there js ap- 
parently no other active executive in the 
business—then it seems to me that. the 
business would be in a bad way if you 
were not here to run it.” . 

Believe it or not, he admitted he had 
thought of the matter and within six 
WW ecks he bought $100,000 business insur- 
ance from me. 

\mong other agents who 
good ideas were Harold S. srownlee, 
Pittsburgh; Vance C. Lang, Cincinnati: 
Hiram A. Frishkorn, Pittsburgh: Henry 
Maclin, Greensboro; Ewart W. Simpkin- 
son, Cincinnati; Stokes B, Carrigan, 
Philadelphia; Howard C. Gollop, Buffalo: 
Charles D. Rhodes, Bluefield: Theodor 
M. Leinbach, Reading; Alfred G. Steer, 
Philadelphia; Ray W.  Druckenmiller, 
\llentown, and Joe B. Long, Knoxville 


al 


presented 


DINNER TO LAWRENCE E. SIMON 


Will Be Tendered by Life Insurance 
Divisions of N. Y. and Brooklyn 
Federation of Jewish Charities 
A testimonial dinner to Lawrence E 
Simon, general agent Massachusetts Mu- 
tual Life, will be tendered by the life 
insurance division of the New York and 
Brooklyn Federation of Jewish Chari- 
ties, November 22, at the Essex House, 
100 Central Park South, it was an- 
nounced this week by S, Samuel Wolf- 
general chairman of the division 
\ffiliated with the two Federations are 
116 health and welfare institutions which 
provide the great bulk of Jewish welfare 

services in Greater New York. 
Mr. Simon was last year’s chairman of 


son, 


the Federation’s life insurance division 
“The dinner will serve as the profes- 
sion’s tribute to Mr. Simon’s achieve- 


ments in the insurance field as well as 
for his devoted efforts on behalf of the 
two federations,” said Mr. Wolfson. 


NEWARK CAPTURES HANDICAP 


Harry Greene of Moskowitz & Ainbinder 

Agency Led Entire Country During 

August 

In the Metropolitan’s handicap a_four- 
way contest held between the Hancel 
agency, Lauer agency, Kruh agency ol 
New York and the Newark agency 0 
Newark, N. J., the Newark agency won 
the first prize. In doing so Harry Greene 


of the Newark agency led the entire 
company for the month. — Also David 
Moskowitz and George J, Ainbinder, 


general agents, placed fourth and fifth 
respectively. 

The agency as a whole contributed 
well in August, making it the best month 
of paid business for the year. At the 
present time the Newark agency is show- 
ing an increase of new paid business 0 
almost 40% over 1937. 


FRED LIEBERICH AGENCY WINS 

The Fred Lieberich agency, State Mt 
tual Life, Newark, won the Southern 
League championship in the baseball 
contest just finished in the company. The 
Lieberich agency won eight games, lost 
one and tied one on the basis of pro 
duction, 
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\t regional conventions of the Guar- 
being held throughout the 
ountry the Guardian Life’s new_ sales 
jan, which it calls the Guardian Graph- 
Estate, is being announced to agents. 
\lof these meetings are being attended 
Vice- President James A McLain, 
superintendent of Agencies Frank F. 
Weidenborner and George L. Mendes, 
sistant superintendent of agencies. 
The new sales plan, a method of pro- 
ramming, consists chiefly of what the 
. considers the best 


an Life 


ompany program 
glling ideas which have been developed 

experience. It represents the first 
me in the company’s history that it 


given to its field force a complete 
versal selling plan other than acting 
sa clearing house for sales ideas which 
sx avents have found most successful. 
The principal medium in the plan is 
large portfolio, leather bound, 
af, containing not only pages for analy- 
sof estates of various kinds, but also 
mplete explanation of how the Graph- 
Estate can be used as a simple, direct 
ethod of planning the achievement of 
the life objective cf most men. It in- 
udes approaches, recommendations on 
hw to avoid pitfalls in planning estates, 
uswers to objections, motivations, inter- 
‘ew dialogues and numerous other helps 
to both the agent and to the owner of 
the estate It is aimed to complete the 
functions of life insurance policies which 
are making sure the protection which 
the insured is required to have. In ad- 
ition to the leather binder in which the 
Guardian Graph-Estate material used by 
the agent in prospecting is contained 
there is also given the agents a booklet, 
called “Selling with the Guardian Graph- 
Estate,” which is an informative and 
striking piece of literature describing 
vhy the public wants a safe place in 
vhich to create a reserve—a piece of 
nome producing property—to provide 
the money necessary for the support of 
lependent if current income should be 


loose 





terminated by the income _producer’s 

leath and how the Graph-Estate fits 
the picture. 

Flexibility of the plan is shown by 


the fact that it can be used either with 
portfolio in its plate form with metal 
jlate rule for the prospect’s use and in 
signifying choice of his own objective; 
r simply with a folder of four pages 
which gives the forms used in the port- 
folio itself. 

Careful Testing and Explanations of 

ew Plan 


In its foreword to the Guardian 
Graph-Estate the Guardian says: “In- 
come being the most important thing in 
conomic life, the Graph-Estate will aim 
lo take the principal and distribute the 
ncome on a basis that will do most 
when most is needed. In life insurance 
u have the material. The Guardian 
Graph-Estate will build it into your house 
of protection.” 

The agency department of the Guar- 
dian Life has been working on the new 
sales plan for some time and testing it. 
When the plan was finally perfected it 
Was first presented at three regional 
Meetings of managers for testing and 
explanation. That was in the latter part 
of July. At those meetings the company 
Save the reasons for advocating the 
Graph-Estate, the background and the 
“evelopment and explanation of the ma- 
terlal in the Graph-Estate with explana- 
tions of its use. These managers were 
put through a brief course of training 
- the use of the plan. They returned to 
their cities with instructions to select in 
each agency one man who would use 
this method of selling during the next 
sew weeks, after which there would be 
'egional meetings throughout the entire 


field so that all the agents could learn 
about it. 


Since the end of August there have 








Guardian’s New “Graph- Estate” 


Company Announces Sales Plan, Based on Minimum Needs 
Programming; Leather Bound, Loose Leaf Portfolio Devoted 
to Planning Life Objective Achievement 


been about eight of these regional meet- 
is of agents. The mectings would 
consist of three sessions with either Mr. 
Weidenborner or Mr. Mendes in the 
chair. At the first morning sessions at 
these regional meetings Vice-President 





JAMES A McLAIN 


\lcLain announced the Graph-Estate and 
outlined the principles in life insurance 
behind it. Mr. Weidenborner then ex- 
plained the objectives of the plan. 

During the meetings there were dem- 
onstrations by managers and agents of 
interviews in the use of the plan, there 
were presentations of Who and When 
material and manager and agents gave 
accounts of experiences in use of the 
plan in actual field operation. George 
L. Mendes gave highlights on demon- 
strations, 

Helping Prospect in Estimate of 

Minimum Income Needs 


When the agent enters the prospect's 
office the approach is along the line of 
helping the prospect organize his own 
life objectives which, of course, can’t be 
done unless the latter knows what his 
objectives are in the matter of cash 
which he will need at some future time, 
including emergency, On the first loose- 
leaf page are fundamental objectives, of 
which the prospect makes a note in esti- 
mating the minimum amount required to 
get by. Most important is the monthly 
income for the family. The prospect 
figures what it should be so the family 
may be able to buy food, clothing, shel- 
ter, other home expenses, medical care 
There are also the cash clean-up fund, 
amount necessary for last illness bills, 
other unpaid debts, unpaid notes, if any, 
taxes. There are provisions for family 
emergency fund to be considered; also 
for children’s education; and there may 
be need of other special funds, such as 
mortgages. The absolute minimum for 
a wife alone is then considered from 
the standpoint of a readjustment income 
over a period of years, and a preferred 
minimum of that income, plus at least 
$50 a month for her lifetime. Also con- 
sidered by the prospect are readjustment 


income for the mother until youngest 
child reaches 18. 

Another space on the first loose-leaf 
page is provided for the prospect to 


figure the minimum amount of a guar- 
anteed income starting at date when 
prospect proposes to retire from busi- 
ness, 

On the second loose-leaf page room is 
left for prospect to fill out ‘information 
for the agent in the use of the Graph- 


Estate. This information includes his 
age, business and residence address, 
names of wife and children with their 


ages and of other dependents, estimates 
f present living expenses, amount need- 
ed as minimum monthly income for fam- 
ily and other insurance. 
Mr. McLain’s Views of Present Trends 

In his opening address at the regional 
sales meetings during which the Graph- 
Estate plan was presented to Guardian 
Agents, Vice-President McLain, in dis- 
cussing the present trends discernible in 
life insurance selling and problems faced 
today by agent, manager and company 
alike, stressed these points: 

The agent wants help that is sound, 
constructive and timely. He wants guid- 
ance of a well-trained, competent mana- 





FRANK F. WEIDENBORNER 
ger. More than any other one thing he 
desires a track on which to run in his 
sales activities. He i find a 
way in which to increase his productive 
selling hours, The agent finds modern 
sales equipment a necessity. Finally, h« 
wants larger earnings. 

The relationship between the 
made on a program basis, average size 
of policy, frequency of premium pay- 


desires to 


sales 





GEORGE L. MENDES 

ments, and use of settlement options and 
their effect upon improving the stability 
of business sold was pointed out by Mr. 
McLain. In this connection he stressed 
the fact that even as small an increase 
as $500 in the average size of policy sold 
and an improvement in the renewal ratio 
of but if maintained over a period 
of years, would result in 19% increase in 
earnings for agent, manager and com- 
pany. 


2%, 


Among present day trends, Mr. Mc- 
Lain touched upon three which seems 
most clearly discernible. 1. The return 


to the old reliables in prospecting. 2 
The fact that during poor business con- 
ditions there is an unconscious tendency 
on the part of many salesmen to let 


John A. Stevenson Will _ 
Address Chicago Meet 


S. T. WHATLEY FIRST CHAIRMAN 


Research Bureau-Agency Officers An- 
nounce Speakers for Nov. 1, Dis- 
cussing Agent’s Job 

S. T. Whatley, chairman of the Re- 


search Bureau board of directors, and 


vice-president Aetna Life, will be chair- 


man of the Tuesday, November 1 


_ ses- 
sions of the Life Insurance Sales Re- 
search Bureau-Association of Life Agen- 


cy Officers’ annual meeting at Chicago's 
Edgewater Beach Hotel 
held November 1-3. 
John Marshall Holcombe, Jr., manager 
of the Research Bureau and secretary- 
treasurer of the Agency Officers’ Asso- 
‘ation, will present the theme of the 
meeting, and Jerome Clark, chairman of 
the Bureau executive committee, and 
vice-president Union Central, will report 
mn the Bureau’s activities during 1938 
John A. Stevenson, executive vice- 
president, Penn Mutual, will discuss an 
extensive and basic study by the Ke- 
search Bureau on sales management in 


which will be 


other industries and its relation to life 
insurance agency organization and ope- 
ration. 

The afternoon meeting on Tuesday, 


November 1, will be devoted to discus- 
sions on the organization of the agent’s 
iob B. N. Woodson, consultant, Re 
search Bureau, will discuss the 


oppor- 
tunities facin: agency executives in the 
broad field of company relationship with 
the established agent. Completing the 
program will be reports on company 
plans and activities on this subject by 
\V. H. Jenkins, vice-president, Occiden- 
tal; W. M. Rothaermel, vice-president, 
Continental American; W. C. Schuppel, 
executive vice-president, Oregon Mu- 
tual; and Thomas M. Stokes, supervisor 
f field education and sales promotion, 
Metropolitan. 





down in their selling activity. 3. The 
trend toward a more professional atti- 
tude in selling. 

Mr. Weidenborner on Objectives 

Superintendent of Agencies Weiden- 
borner in following Mr. McLain, out- 
lined the objectives which the agency 
department had in mind in formulating 
the Graph-Estate method of selling 

The first objective was that the Graph- 
Estate plan should contain all of the de- 
sirable aspects of known programming 
methods, including all phases of sales 
presentation, such as approach, presen- 
tation and reasons for the close. Summed 


up, this objective can be called “the 
track to run on.” 

Second objective was that the plan 
must be flexible, and in addition must 


be a plan which would apply to all types 
of buyers, large and small, single met 
and married men 
Third obje Ctive 
salesman with a 
method in which the 


was to present thi 
low-pressure 


prospect is placed 


in the position of solving his own prob 
lem, meanwhile retaining for the sales 
man the all-important control over the 


interview. Fourth objective was that the 
plan should be so constructed as to brin 
out the best in every salesman individual 
ly instead of confining him to a patter: 
into which a man must fit regardless of 
his own personality Other objectives 
were for a plan providing for interpre 
tation by the manager so that he in turn 
could fit it to the individual members of 
his agency; and preparation of disting 
tive equipment with which to carry out 
the procedure of the Graph-Estate sale 


Mr. Mendes’ 


Mr. Mendes in his part of the first 
day’s program illustrated with concrete 
examples the selection of prospects for 
Graph-Estate selling, outlining specific 
characteristics of various types of pros- 
pects and having the agents present 
write down then and there the name of 
at least one person of their acquaintance 
who fitted that particular description 


Illustrations 
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New England Mutual 
Has Banff Convention 

IT’S A NATION-WIDE BIENNIAL 


Company Passed 1940 Goal of $1,500,000,- 
000 September 1; New Training 
Course Books 


Practical discussion of present-day 
problems and methods by experienced 
fieldmen of national prominence, presen- 
tation of the company’s two recently 
appointed agency officers, and announce- 
ment of its complete new training course 
were highlights of the business sessions 
at the biennial nation-wide convention 
of the New England Mutual Life held 
in Banff, Alberta. More than 300 lead- 
ing producers and their wives attended 
the four-day affair. 

President George Willard Smith, in 
opening address, announced that the 
1940 goal of one billion five hundred 
millions in force had been passed Sep- 
tember 1, and that the gain for the past 
decade was 38% Giving his personal 
views on some of the questions that face 
the life insurance business today, he em- 
phasized that Ordinary life protection 
against the loss of economic values 
through untimely death is still incom 
parably the primary purpose of life in- 
surance. 

W. Eugene Hays, CLU, and Charles 
F, Collins, CLU, recently appointed agen 
cy director and agency secretary, re- 
spectively, were given a hearty welcome. 

The first two volumes of “Career 
Underwriting with New England Mu- 
tual,” a comprehensive, modern training 
course produced by the home office 
staff in collaboration with outstanding 
authorities in life insurance and selling 
were received with enthusiasm. A third 
volume will be off the press shortly 


Give Three Playlets 


An unusual feature of the meetings 
was the presentation on a fully equipped 
stage of three playlets, in which were 
realistically enacted various methods of 
meeting prospecting, programming, and 
business insurance situations. Written 
by Doane Arnold, home office, and 
staged under his direction, the plays 
were produced by members of the com- 
pany’s three Boston agencies, 

A motor trip to Lake Louise and 
luncheon at the Chateau overlooking the 
glacier-locked lake, were part of the 
social program. Golf tournaments were 
won by Bruce Bare of Omaha and Frank 
Richardson of Los Angeles. 

At a luncheon attended by women of 
the convention, Mrs. Wayne C. Metcalf, 
wife of New England Mutual general 
agent, Raleigh, N. C., discussed the im- 
portant role played by wives as partners 
in their husbands’ work 

George L, Hunt, agency vice-president, 
gave a contrast between business ob- 
tained from random prospects and that 
from an established clientele, and re- 
vealed that only 10% of New England 
Mutual’s new business comes from other 
than client prospects. 

“Success in our life’s work,” Mr. Hunt 
declared, “can only be attained by our 
carefully formulating a pattern of pro- 
cedure and then following through with 
the necessary work. No clientele can 
be built on a basis of procrastination and 
mere socialibility. Thinking men ap- 
preciate clean-cut, forcefully presented 
proposals when their needs have been 
carefully ascertained. There is double 
danger. To that of leaving a client tra- 
gically unprotected against the contin 
gency of sudden death, must be added 
the more general, devastating advance 
f conditions that make for uninsura- 
bility \ frequent checking of the needs 
of clients and their ability to put into 
effect further portions of their life insur- 
ance programs will forestall many of the 
too common disappointments arising 
from uninsurability.” 

Features of the business session de- 
voted to prospecting problems were talks 
by C. Preston Dawson, New York City, 
and W. Franklin Scarborough, Philadel- 
phia. “Pep” Dawson told the necessity 
for continually adapting prospecting em- 
phasis and technique to meet changing 
conditions in the life insurance market, 











te ee Somme 


September 23, 1938 








CUMMINGS 


ROBERT L. 


Robert L. Cummings, formerly with 
the Beers & Dawson agency, New Eng- 
land Mutual Life, has been appointed 
production manager in the Thomas E. 
Hartmann agency of the New England 
in Newark. Mr. Hartmann, with head- 
quarters at 744 Broad Street in Newark, 
is general agent for the company in New 
Jersey. 

Mr. Cummings attended North Caro- 
lina State College, where he studied ar- 
chitecture. In 1926 he entered the orna- 
mental iron business and rose rapidly in 
that business from junior draftsman to 
production manager in one of the larger 
shops. From 1930 to 1933 he was doing 
estimating work and selling in that same 
field, but due to business conditions the 
market for ornamental iron had largely 
disappeared, 

In April, 1933, Mr. Cummings entered 
the insurance business as an Industrial 
agent for the John Hancock and became 
the leader in his agency in production 
of Ordinary life insurance. In 1935 he 
went with the Beers & Dawson agency, 
where he did a small amount of super- 
visory work in addition to personal pro- 
duction. 

His training under C. Preston Dawson 
has equipped him for supervisory work. 
In the Hartmann agency his duties will 
include the recruiting and training of 
new agents. 





and the desirability of making contacts 
in anticipation of future changes. Mr. 
Scarborough outlined the prospecting 
program that has enabled him to build 
a consistently profitable clientele and to 
achieve a remarkable consecutive week- 
ly high-premium production for nearly 
five years. 

Charles J. Frisbie, of Seattle, general 
agent and National Association commit- 
teeman, spoke on the subject “The 
Wheel That Squeaks.” Paul Speicher, 
president of Insurance Research and Re- 
view Service, reviewed the challenge 
presented by today’s market to agents 
and companies 

\ typical sales clinic, as developed in 
the Detroit agency, was conducted by A. 
C. Utter, general agent in that city. 
Seminar discussions of business insur- 
ance and taxes, and pension trusts, were 
led by Merle G. Summers, general agent, 
and J. Harold Atwood, Boston, and Ben- 


jamin H. Micou, Detroit. 


STATE MUTUAL DIRECTOR 
Chester D. Heywood, Worcester, 
Mass., has been elected a director of the 
State Mutual. He is president of the 
Heywood Boot & Shoe Co. 
GIBSON NUPTIALS OCT. 5 
Joseph Frederick Gibson, Assistant 
Insurance Commissioner of Oklahoma, is 
to be married October 5 to Miss Marion 
Gladys Hauck of Oklahoma City. 











Some alert real estate buyer for a 
LARGE LIFE INSURANCE COMPANY 


is going to take advantage of this unusual Rental 
Opportunity, now existing at 


314 BROADWAY, NEW YORK 


where 3,500 square feet of second floor space, 
overlooking Broadway, is now available for 
October Ist rental at $1 per foot. 


Ideal for Branch Office Headquarters! 


THE O. B. POTTER PROPERTIES 


INCORPORATED 


314 Broadway, New York 
Phone Rector 2-0213, Mr. Gibson, for more details. 
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Actuaries Complete 
Program For Meeting 


TWENTY-THREE FROM BRITAIN 
American Society and Institute to Hold 
Joint Conferences in New York 


October 5, 6 and 7 


The Actuarial Society of America and 
the American Institute of Actuaries has 
announced the program of informal dis- 
cussion topics for the joint meeting to 
be held at the Waldorf-Astoria Hotel, 
New York, October 5, 6 and 7. The 
twenty- ~ British actuaries named re- 
cently in The Eastern Underwriter who 
have accepted the invitation to attend 
the meeting will arrive here in time to 
send about two weeks visiting in this 
country and Canada before the confer- 
ence. A dinner for members and guests 
will be ‘held at the Waldorf October 5. 
Discussion topics scheduled are these: 


Wednesday Morning, October 5 


Mortality 
of Risks—Insurance 


Investigations and Selection 
(including non-med- 
ical business) and Annuities: Collective 
mortality investigations, with particular 
reference to current experience and the 


continuous study thereof. Selection of 
risks, extra ratings for occupation, habi- 
tat, etc. 


Thursday Morning, October 6 


Investments: (1) Investment policy of 
life insurance companies with reference 
to security of principal, rate of return, 
diversification as to type, period to run, 
etc. and marketability; (2) Rate of in- 
terest earned, with general reference to 
current trend, extent of guarantees in 
insurance policies and annuities, etc.; 
(3) Valuation of assets and _ liabilities. 

Thursday Afternoon, October 6 

Policy Contracts: General provisions, 
with particular reference to incontesta- 
bility, suicide clause, settlement option 
clauses and agreements, non-forfeiture 
values, rate of interest on policy loans. 

Actuarial basis of premiums, reserves 
and non-forfeiture values, participating 
and non-participating contracts: (1) Life 
insurance; (2) Annuities. 

Friday Morning, October 7 

Social Security Plans: (1) Old age 
benefits; (2) Widows’ and orphans’ bene- 
fits; (3) Unemployment insurance; (4) 
Invalidity. 


Geoffrey Male I Dead 
After Notable Career 


Geoffrey Marks, general manager Na- 
tional Mutual Life, England, died at his 
home in Basingstoke, age 73. Mr. Marks 
was also a director of the Coal and Iron 
Trades Insurance Co., the Insurance Un- 
employment Board, and of Beyer Pea- 
cock & Co. He was chairman of Clith- 
eroe Estates Co. 

Mr. Marks had a notable career in 
London, extending over fifty years, Af- 
ter becoming a Fellow of the Institute 
of Actuaries in 1890 he was appointed, 
while still under thirty, to the important 
post of actuz ry and chief officer of the 
old “Mutual.” Upon the formation by 
amalgamation of the National Mutual 
Life in 1896 he became actuary and man- 
ager and, as chief officer and latterly 
as a director he moulded the society to 
his own pattern for thirty-six years. By 
the time of his retirement in 1932, Mr. 
Marks had occupied every public position 
of note which the insurance world could 
offer. 


TO ENTERTAIN ACTUARIES 
Program Arranged in Montreal 
Britons and Scotchmen Who 
Are on Visit to Canada 
R Arthur B Wood and George W. 
Bourke of the Sun Life, Arthur P. Earle 
of the Montreal Life and Frank C. 
Capon of the Prudential of London, are 
m charge of the program arranged for 
entertainment in Montreal of the British 
and Scottish actuaries who are paying a 


good-will visit to Canada and the United 
States, 


for 


Novel Quiz of AEtna Life Men 


At the Eastern regional convention of 
the Aetna Life in Quebec last week one 
of the most novel features was a sym- 
posium conducted by R. B. Coolidge, 
superintendent of agencies, in which 
without notice or preparation a number 
of leaders were called to the platform 
and given a grill as to their field meth- 
ods. 

“There are a great many investigations 
of one sort or another nowadays,” said 
Mr. Coolidge. “So it is apropos that we 
have an investigation. It will .be of 
sales methods.” 

The men called in the quiz were H. 
Cochran Fisher, Washington; R. D. Pat- 
ton, Rochester, N, Y.; W. H. Wadding- 
ton and Gus Steiner, New York; Henry 
Robbins, Philadelphia blind agent; E. E. 
Steiner, Baltimore, and S. T. W hatley, 
vice-president. First to be questioned 
by Mr. Coolidge was Mr. Fisher. 

Q. Mr. Fisher, do you prepare 
working schedule in advance ? 

A. When I reach home from the office 
before the evening is over I prepare a 
list of people I am going to see and of 
things which must be done the following 
day. 

Q. How many calls do you make ? 

A. I try to make ten; generally aver- 


your 


ave a dozen interviews a week where 
conversation has to do with sale of 
policy. 

Q. Do you call by appointment ? 


A. Generally only make appointments 
where I don’t know people very well or 
don’t know them at all. 

Q. How many sales do 
a year? 

\. Average for eleven years has been 
sixty-three annually. 


you average 


Lost No Friendships by Soliciting 
Friends 


R. D. 
stand. 

Q. Mr. Patton, where do you get most 
prospects ? 

A. From old policyholders or peop'e 
who will refer me to someone, generally 
the references being from some person 
with whom I have had a relationship 
which is one of good-will. 

Q. Give an example. 

A. A number of cases grew out of a 
payment by company of a $50,000 death 
claim. 


Patton next was put on the 


QO. Have you found that asking a 
friend to buy life insurance has imperiled 
your friendship in any manner ? 


A. No. 


Q. You say you never solicit  insur- 
ance in a club or while playing golf. 
How do you approach such people in 
selling ? 

\. I have friends in clubs and in 
other social relationships who will call 


attention of other man to fact that I 
am in the insurance business, often these 
friends being clients who will tell about 
their own insurance dealines with me. 
Question Two New Yorkers 

Two New Yorkers came next. 
questions and answers follow: 

Q. Mr. Waddington, where did you 
get the prospects in the last half dozen 
cases you sold? 

\. Last sale was a convertible, but 
ordinarily generally speaking a prospect 
originates from some point where there 
is a clear, definite interest. You may 
have a suggestion to make to a man of 
meafis about taxation or know something 


Some 


about his family where there is a new 
insurance need arising but there are 1 
number of other definite things which 
makes the approach logical. 

Q. Do you go to a man’s office cold 
or do you make an appointment over 
the ’phone? 

A. T make an appointment. 

Q. Do you have trouble with secre- 
taries in making the appointment ? 


\. Not generally, because I have a 
reason for seeing him which would make 
mv call to his advantage. She may know 
about me anyway—through a friend of 
her principal or through a letter which 
has been received before I call on the 


we have a conversation 
interest, sometimes 
gives information. No competent secre- 
tary wants to turn down a caller auto- 
matically; she must at least satisfy her- 
self conscientiously that caller should 
eet message communicated if message 
should be communicated. 

Q. Mr. Steiner, where do 
your prospects ? 

A. I use endless chain method. 

Q. Do you ever call on strangers? 

A. No, except where there isa change 
of age lead. 

Q. What do you find the 


‘phone. Often, 
and she expresses 


you get 


most valu- 


able time of the day? 
A. Luncheon time is as valuable as 
any other hour; at least, it is if you 


eat luncheon with the right people. 


S. T. Whatley 


Mr. Coolidge then asked S. T. Whatley, 
vice-president, to take the stand. 

Q. Mr. Whatley, when you left Uni- 
versity of Alabama and entered life in- 
surance two vears after starting to live 
in Birmingham did you have any trouble 
in getting prospects ? 

A. Not for first two or three months 
because IT knew about thirty or thirty- 
five college mates who lived in Birming- 
ham. 

Q. What did you do after you had ex- 
hausted that list? 

A. T nearly starved to death. 

Q. What did you do when you ran 
out of money? 

A. I borrowed some from a banker 
who had faith in me. Then as the only 
way to get it back he agreed to help 
me sell some insurance. He even bought 
some. He gave me names of people who 
might buy life insurance; said, also, he 
would be glad to speak well of me and 
what I had to sell if these men would 
make the inquiry, but he would only 
give me names if I did not use his name 
to get in. IT kept that promise. It 
wasn’t difficult three decades ago to enter 
neople’s offices. During the conversation 
TI would bring up the fact that T had sold 
the banker insurance, as he did not ob- 
ject to that statement being made, but I 
would not sav I had gotten prospect’s 
name from banker. 

Q. What was most effective thing you 
did in prospecting ? 

A. I returned to that banker and 
thanked him for what he had done for 
me when I wrote the first insurance on 
a man whose name he had given me. I 
was very grateful and expressed my ap- 
preciation at length. The banker was 
pleased. It taught me a good lesson in 
human nature, So, I always thanked 
people who led me to a sale or helped 
me in the sale in some other way. 


OPERATION, RECOVERY DATES 


surgical operations and 
Taylor of the medi- 


In discussing 
recoveries Dr. H. F. 
cal division stressed necessity of agents 
giving dates of the operations and re- 
coveries from disease. When that is not 
done the medical department sets down 
as date of operation or recovery the 
last day of the year. An illustration of 
why exact date is important to the agent 
is that if the operation were on January 
1 an entire year would elapse without 
credit before it was credited. 

Dr, Taylor also warned agents against 
needless requests for reduction asking 
reconsidering of rating in heart condi- 
tion cases. Such requests frequently 
bring evidence which has an adverse 
effect on policy already issued. 
recent changes of atti- 
tude in gg os division one instance 
given by Dr. Taylor was that the wait- 
ing period after skull fracture has been 
reduced from five to two years. 


In discussing 


LOSS ANGELES CASHIERS MEET 

The Life Cashiers Association of Los 
Angeles, recently organized, held its first 
regular meeting September 15 with twen- 
ty-four members in attendance. 


Insurance Women Will 
Hold Ten Meetings Here 


LEAGUE WORKING ON PROGRAM 
Vice-President Savana New York Life, 
Initial Speaker; Topics of Interest 
to Women Agents 





The program committee of the League 
of Insurance Women is planning an ac- 


tive program for the next few months. 
There will be ten meetings from Octo- 
ber to April. They will be held in the 
Women’s City Club, 630 Fifth Avenue, 


New York City, beginning at 4:30 o’clock 
in the afternoon. With the exception of 


the first meeting when the League will 
be addressed by Griffin M. Lovelace, 
vice-president, New York Life, it ex- 


pects to have regular round table meet- 


ings in which a number of people will 
participate. Among subjects to be dis- 
cussed are these: 

How to build prestige; prospecting 


from the woman's 
proaches to be used i 
business solicitation; fm and how 
they affect the life insurance business 
and its clients; current legislation which 
is of vital importance for agents to un- 
derstand. 


— of view: ap- 
various kinds of 


Dorothy S. Briggs Heads Program 


Committee 
“These meetings will all be designed 
specifically to help solve the problems 
which confront women in the ce urance 


business,” said Dorothy S. Briggs, chair- 
man of program committec, 

Other members of the program com- 
mittee are Mildred Stone, Mutual Bene- 
fit, and Katherine Buckley, Penn Mu- 
tual. They are being actively assisted 
by the chairmen of the other commit- 
tees: 

Gertrude Brandwein, membership; Lil- 
lian L. Joseph, Home Life; Winifred 
McLaughlin, legislation; Helen Wolfson, 
club program, and M. M. Losano, hos- 
pitality. 

Officers of the League are Kathryn 
Ford, president; Charlotte King, secre- 
tary; Marian Ives, treasurer, and Violet 
Shannon, chairman of board. 


Life Company Operations 
Eight Months This Year 


New life insurance in August was 
21.6% below August last year, while the 
total for the first eight months of this 
vear was 23.3% less than for the 1937 
period. This was reported by the Asso- 
ciation of Life Insurance Presidents. 

For August the total new business of 
the companies reporting was $550,960,000 
against $703,123,000 during August, 1937, 
a decrease of 21.6%. New Ordinary 
amounted to $361,213,000 against $430,- 
040,000, a decrease of 16%. Industrial 
was $156,304,000 against $210,898,000, a 
decrease of 25.9%. Group was $33,443,000 
against $62,185,000, a decrease of 46.2%. 

For the first eight months of the year 
the total new business of the forty com- 
panies reporting was  $4,764,181,009 
against $6,208,106,000, a decrease of 23.3% 
New Ordinary amounted to $3,063,111,000 
against $3,880,979,000, a decrease of 21.1%. 
Industrial was $1,416,879,000 against $1,- 
791,177,000, a decrease of 20.9%. Group 
was $284,191,000 against $535,950,000, a 
decrease of 47%. 











JACK WARSHAUER HONORED 


Manager of a Guardian Life Agency in 
Brooklyn Given Dinner and Pre- 
sented With a Gift 


Manager Jack Warshauer of Brooklyn 


(W) agency, Guardian Life, was give: 
a dinner August 30 commemorating the 
first anniversary of his appointment 


Agents and their wives and members of 
the office staff attended. Assistant Man 
ager S. F, Green presided and Leon 
Alexander, associate manager and_ the 
field’s number one producer in August, 
presented Mr. Warshauer with a gift 
from the agency, 
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Prominent Leaders At 
E. D. Duffield Funeral 

2000 ATTEND PRINCETON RITES 

Prudential a Closed While 


Entire Executive Personnel Pay Last 
Tribute to Late President 





Prominent insurance executives, bank- 
leaders were 


attending the 


ers, educators and civic 
among the 2,000 people 
funeral of Edward D. Duffield, late presi- 
Prudential, held at the 
Princeton University Chapel Tuesday 
afternoon. <A special train bore prac- 
tically the entire executive personnel at 
the home office in Newark, which closed 
at noon, including managers and super- 
intendents of the Prudential from the 
metropolitan area, Interment was in 
Princeton Cemetery where Mr. Duffield’s 
father, the Rev. John Thomas Duffield; 
his brother, Dr. John Fletcher Duffield, 
and his first wife, Mrs. Josephine Reade 
Curtis Duffield, are also buried. Dr. 
Harold W. Dodds, president of Prince- 
ton University, was present including 
the entire board of trustees of which 
Mr. Duffield was chairman. The ser- 
vice was conducted by Dean Robert R. 
Wicks of the University Chapel. 

Representing the Association 
Insurance Presidents were the 
ing: 

Frederick H. Ecker, chairman of the 
board Metropolitan Life; John R. Hardin, 
president Mutual Benefit Life; Ernest J. 
Heppenheimer, president Colonial Life; 


dent of the 


of Life 
follow- 


Fred A. Howland, chairman of the board 
National Life of Vt.; Alfred H. Meyers, 
vice-president and treasurer New York 
Life; Thomas I. Parkinson, president 
Equitable Society; L. Edmund Zacher, 
president Travelers; Vincent P. Whit- 


sitt, manager and general counsel As- 
sociation of Life Insurance Presidents. 

Mr. Duffield served as a member of 
the association’s executive committee 
since 1922. 

Representing the Association of Life 
Insurance Counsel at Mr. Duffield’s fun- 
eral, of which organization he was one 
of the founders and a former president, 
were the following: James H. McIntosh, 
former general counsel New York Life; 
Louis H. Cooke, general counsel New 
York Life; Harry Cole Bates, general 
counsel Metropolitan; George H. Wil- 
son, vice-president and general counsel 
Fidelity Mutual, and Andrew J. Davis, 
vice-president Provident Mutual. 

The Life Managers Association of 
Greater New York, of which Gerald A. 
Eubank is president and which was 
represented at the funeral by Harry 


The Late Alfred Hurrell on Mr. Duffield 


(Continued from Page 4) 


field is so often referred to as the !ead- 
ing private citizen of New Jersey. 
* * x 

As a public speaker, the Prudential’s 
president holds his audience from start 
to finish, His addresses are pitched in 
a serious vein, but this is leavened and 
made more attractive by his fine sense 
of humor. His best utterances have been 
made when he has been deeply stirred 
by modern day trends which have meant 
to him a lowering of ethical ideals, devi- 
ations from decent living, or departures 
from American standards. His belief in 
and respect for the constitution with its 
limitations on the coordinate branches 
of the government is so profound that 
it is a matter of deep concern to him 
when attempts are made to circumvent 
it. His disgust with demagoguery is 
most pronounced. His annual address 
to the field conventions of the Pruden- 
tial, in which he reports upon the con- 
dition of the company, is always inspi- 
rational. At the annual banquets in 
connection with these conventions at the 
Hotel Commodore his addresses consist 
generally of comment on current and 
civic affairs and a discussion of the ne- 
cessity of a deeper sense of responsibility 
by the individual citizen. He repeatedly 
emphasizes this point with his men as 
he believes that as a part of a great 
organization like the Prudential he and 
all of the members of that organization 
should constantly strive towards a bet- 
ter America. Never does he beat about 
the bush. If he thinks a situation needs 
plain speaking, he uses language which 
does not permit of two meanings. He 
is direct and forceful, but always he 
leaves his Prudential audience with a 
feeling of deep satisfaction that its lead- 
er is a man of such broad sympathies, 
understanding and interests. The late 
Job Hedges, counsel for the Association 
of Life Insurance Presidents, himself a 
public speaker of nation-wide reputation, 
and a great student of human nature, 


Gardiner, past president of the associa- 
tion, and Sheppard Homans, passed the 
following resolution on Mr. Duffield’s 
death: 

The death of Edward D. Duffield removes one 
of the most admirable and impressive figures 
that ever graced the life insurance business. 

With the respect of every person connected 
with the institution of life insurance he will al- 
ways be remembered as an exponent of its 
highest ideals. ; ; 

Thus at a meeting of the Life Managers As- 
sociation of Greater New York held this day, 
the 19th of September, 1938, it was resolved 
by the members to express to Mrs. Duffield and 
family our deepest sympathy. 


once said in reference to Mr. Duffield’s 
cffectiveness: ; 

“When Ed Duffield enters a committec 
room he instantly takes command. 
Everybody is glad to see him and to 
hear what he has to say. He acts_ eas- 
ily, naturally, and sways minds without 
being didactic. He is never irritating. 
If you differ with him you had better 
find out why you are on the other side 
before you get too deeply into your own 
argument.” 

Mr. Duffield’s home in South Orange 
is his first and abiding interest. He en- 
joys it to the utmost—when his varied 
interests permit him. His library is ex- 
tensive and is featured chiefly by vol- 
umes on American history and biogra- 
phies of its famous statesmen. 

The conclusion of The Eastern Under- 
writer is that few men have succeeded 
in living a more rounded or better bal- 
anced life or have discharged their obli- 
gations to their day and generation more 
acceptably and earnestly than has the 
president of the Prudential. That cer- 
tainly is the view of friends of Mr 
Duffield who have known him through 
the years of his active and useful life. 





N.A.L.U. Convention Snowe 


Proceedings of the National Asso- 
ciation of Life Underwriters in con- 
vention at Houston all this week will 
be reported in a special edition of 
The Eastern Underwriter mailed to 
subscribers after the close of the con- 











L. A. Cerf, Prof. Busse 
To Address N. Y. Ass’n 


L. A, Cerf, Jr., president of the Life 
Underwriters Association of New York 
City, this week announced the speakers 
for the first two regular meetings of the 
association. On October 13, at a lunch- 
eon meeting, Prof. Alvin C. Busse of 
New York University, will present his 
latest moving picture on how to win a 
sales argument. At the first dinner meet- 
ing on November 17, L. A. Cerf, Sr., a 
veteran among New York City insur- 
ance men and former general agent for 
the Mutual Benefit, will be speaker. 
BEHAN TO VISIT LOS ANGELES 

Vice-President Joseph C, Behan, Mas- 
sachusetts Mutual, will be a visitor at 
the Los Angeles general agency of John 
W. Yates early in October. 
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Sales of Ordinary Life 
Insurance Trend Upward 


Reversing the usual seasonal trend a 
larger volume of Ordinary, exclusive of 
Group, was sold in August this year 
than in July, according to the Life Ip. 
surance Sales Research Bureau, Sales 
for August were down only 16% com. 
pared with a year ago, the smallest de- 
crease in any month since January, This 
decrease is considerably smaller than 
that of 21% for the year-to-date. This 
was true of all sections except the East 
South Central, and of thirty of the 
forty-eight states, ; 

For the year-to-date aggregate sales 
have passed the quarter-billion dollar 
mark in California, Tllinois, New York 
and Pennsylvania. In the middle At- 
lantic section over $1,000,000,000 of new 
Ordinary, exclusive of Group, has been 
sold this year. 


REINSURANCE DELAYED 





Policyholder Opposition to Great Repub- 
lic-Postal Union Plan; California 
Hearing Conducted 

Reinsurance of the Great Republic Life 
by the Postal Union Life, which has 
been before the courts and the Califor- 
nia Insurance Department for about two 
years is in the limelight again. Superior 
Court Judge Clement L. Shinn has been 
conducting a hearing on an order to 
show cause why the reinsurance plan 
should not be approved. 

Opposition came from policyholders of 
the Great Republic. The proposal on 
which the hearing was held was the 
third one looking toward rchabilitating 
the Great Republic. Former Insurance 
Commissioner Carpenter rejected the 
first offer, then accepted the second one 
-also made by the Postal Union—and 
asked court approval. The court re- 
fused to approve and directed that bids 


be advertised for another offer. This 
was done, the Postal Union bid was 
accepted and the court asked to ap- 
prove. Opposition developed from stock- 


holders and policyholders of the Great 
Republic. Only policyholder opposition 
remained when the hearing was held. 
STATE MUTUAL TEXAS LUNCH 
Stephen Ireland, vice-president and 
superintendent of agencies, and James 
Eteson, assistant superintendent of 
agencies of the State Mutual Life, at- 
tended the forty-ninth annual National 
Association Convention at Houston. 
_A State Mutual luncheon was held 
September 21 at the Rice Hotel. State 
Mutual has been established in the con- 
vention state since 1936 and_ operates 
agencies in Houston, Dallas, San An- 
tonio and Fort Worth. 


M. H. STEARNS FOR TRUSTEE 
Maurice H. Stearns was put forward 
by the Rhode Island Association of Life 
Underwriters as trustee for the National 
\ssociation at its convention in Hous- 
ton. He is Rhode Island general agent 
for the John Hancock, was one of the 
early presidents of the Rhode Island 
Association and a pioneer leader in as- 
sociation work. He won the member- 
ship cup—the Charles Jerome Edwards 
trophy—for his association. 
CROWELL GOES WITH FIELD 
Fred C. Crowell, Jr., for eight years 
associate editor in charge of production 
for the Insurance Magazine, Kansas City, 
will join the staff of The Insurance Field 
October 1 as features editor and educa- 
tional director. Mr, Crowell, a graduate 
of Iowa State College, was in the daily 
newspaper field before going into insur- 
ance journalism. He is known through- 
out the Middle West and South West 
for his plan of editing from the field. 





CANADIAN DIVIDENDS 
Canada Life has declared its regulat 
dividend of 5% payable October 1. The 
British American has declared a_ set 
annual dividend of 6% payable October 
1. Western Assurance declared a sem 
annual of 6%. 
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Home Life Re-Enters 
North Carolina Field 


sICHHORN GREENSBORO G. A. 





Company Plans to Establish Additional] 
Agencies in High Population Cen- 
ters East and West 

Home Life of New York has re- 
etered North Carolina and appointed 
john J. Eichhorn general agent at 
Greensboro. 

Company officials say that although 
his re-entry is not to be considered as 
an intent to expand into additional 
tates, Mr. Eichhorn’s appointment does 
reflect the company’s current policy of 
increasing its sources of business. It 
is anticipated that future expansion will 
take place in creating additional agen- 
ces in the eastern district, the mid- 
yest area centering on Chicago, and in 
the densely populated and large income 
producing territory lying between the 


two. 

Vr Eichhorn grew up in life insur- 
ance. While still in grade school he was 
employed on a part-time basis in the 
Greensboro agency of the Provident 
Mutual and has spent his entire busi- 
ness career there. For the past five 
years he has been a ranking salesman 
and member of company production 


clubs. 


Joseph V. Davis Appoints 
Ralph H. Waldo Assistant 


Joseph V. Davis, general agent, Equit- 
able Society, New York City, has ap- 
pointed Ralph H. Waldo as _ assistant 
manager, effective September 15. 

Mr. Waldo has had a broad back- 
cround and experience in the life insur- 
ance business, having been associated 
with some of the larger life agencies 
over the past eighteen years and with 
the Equitable Society since 1935. He 
isa well known member of the life in- 
surance fraternity in New York City, an 
ative member and one of the founders 
of the Life Supervisors Association, and 
aconsistent personal producer. 

A graduate of Middlebury College, Mr. 
Waldo is a member of various organiza- 
tions including the American Legion, 
Sons of the Revolution and the Masonic 
Order. He will concentrate his activities 
on the recruiting, training and super- 
vision of new personnel. 


E.B. Dudley Returns To 


Charlotte for Travelers 
E. B. Dudley, for eleven years man- 
ager of the life, accident and Group 
departments of the Travelers Chicago 
othce, is soon to return to Charlotte, 
N.C, to assume the management of the 
company’s branch office there. The move 
ismade at Mr, Dudley’s request to sat- 
ity his desire to be relieved of the 
heavy responsibilities of the Chicago of- 
ice in order that he may return South. 
With his removal to Charlotte, he is 
given the post he held prior to his com- 
ing to Chicago in 1927. 


FOOTE MADE GENERAL AGENT 
Manhattan Life has appointed G. 
Reese Foote general agent for Buffalo 
and vicinity. He attended Syracuse 
‘niversity and in 1923 entered life in- 
‘trance, becoming Rochester agency 
manager for the Equitable of Iowa in 
192. From there he went to the John 
Hancock. 











WILL MEET IN ONTARIO 
The Quarter Million Dollar Club, Ohia 
National Life, will meet in the Rainy 
River district of Ontario next July, 


es 





Consulting Actuaries 
Woodward, Ryan, 
Sharp & Davis 


9 JOHN STREET, NEW YORK 








Telephone BEekman 3-5656 























ROY A. SCHRODER 
Congratulations of Pacific Mutual Life 
home office went out to Roy A. Schroder 
of the Paschall-Gist agency, Los An- 
veles, last week for being the first in 
the entire agency organization to qualify 
as a Big Tree Top Star in the 1938 pro- 
duction effort. He has been a large 
personal producer for many years. 


Wrote $100,000; Closed 
Two Group Cases; Secured 


Salary Savings Franchise 
During July and August, months ordi- 
scheduled for slump, 
Elmer G. Leterman of the Harry Gardi- 
ner agency, John Hancock, New York 
City, paid for $100,000 annual premium 
business represented by thirty lives and 
in addition closed two Group cases, one 
on the H. H. Butler Stores covering 
fifty-five lives for more than $100,000 
and the other on the Sumner Stores for 
$200,000 coverage on 175 employes. 

Mr. Leterman also secured a franchise 
to write Salary Deduction insurance on 
employes of the Biow Co., New York 
City advertising agency which handles 
the account for Philip Morris & Co. 
Through the agency he secured an en- 
tree to Philip Morris and a franchise 
to write Salary Deduction insurance on 
employes of that company. He has _al- 
ready secured fifteen lives with Biow 
Co. and enrolled thirty-five salesmen 
of the cigarette company, one of the 
most progressive concerns in the coun- 
try made widely known through little 
“Johnny” and the slogan, “Call for 
Philip Morris.” All of the production 
was the result of hot weather activity. 





narily Summer 





MacWHINNEY DADDY OF BOY 

J. Bruce MacWhinney, John Hancock, 
Newark, president Life Underwriters 
Association of Northern New Jersey, is 
the father of a son, Alan Bruce Mac- 
Whinney, born September 21. Mr. Mac- 
Whinney now has three children, 


New York City Course 
To Start Wednesday 

JOHN A. STEVENSON SPEAKER 

Benjamin D. Salinger and Osborne 


Bethea Announce Faculty For 
Life Underwriters Ass’n 





The faculty for the educational course 
of the Life Underwriters Association of 
New York City has been completed. At 
the top of the list is John A. Stevenson, 
vice-president, Penn Mutual, who ad- 
dresses the opening session of the course 
on next Wednesday, September 28, at 
the Hotel Pennsylvania. Sessions will 
be held each week until January 26, 
classes being between 4 and 5:30 o’clock, 
most of them on Tuesdays. 

Chairman of the course, Benjamin D. 
Salinger, Mutual Benefit, reports that 
enrolments are coming in rapidly and 
should be addressed to John M. Hughes, 
managing secretary of the New York 
City association. Chairman of the fac- 
ulty is Osborne Bethea, general agent, 
Penn Mutual, New York City. 

The complete schedule of 
subjects and lecturers is this: 

Complete Schedule Given 


Wednesday, September 28, “The Job of Sell- 
ing.” Tohn A. Stevenson, Penn Mutual. 

Monday, October 3, “Fundamentals,” Leroy 
N. Whitelaw, CLU, Prudential. 

Tuesday, October 11, ‘“‘Needs and Life Situa- 
tions,” George P. Shoemaker, CLU, Provident 
Mutual. 

Tuesday, October 18, “Prospecting,” Manuel 
Camps, Tr., John Hancock. 

Tuesday, October 25, “The Clean-Up Fund 
and the Re-Adjustment Income,” Carl E. Haas, 
CLU, Mutual Life of New York. 

Tuesday, November 1, “The Minimum In- 
come,” Harry Philips, Jr., Penn Mutual. 

Wednesday, November 9, “Retirement In- 
come,” Jules Anzel, Continental American. 
ee November 9, “Selling the Young 

an.” 

Tuesday, November 15, “The Educational 
Plan and ‘Father and Son’ Insurance,” Milton 
Herzberg, Eauitable Society. 

Tuesday, November 22, “Simple Programing,” 
Rohert Coolidge, Aetna Life. 

Tuesday. November 29, “The Two-Interview 
Program Sale,” Oren Howell, Penn Mutual. 

Tuesdav, December 6, “The Approach and Ap- 
proach Objections,” Hubert Davis, Union Cen- 
tra!. 

Tuesday, December 13, “Building the Sales 
Talk,” H. G. Kenaev, Mutual Benefit and P. A. 
Pevser. National Life of Vermont. 

Tuesday, January 5, “Self-Organization and 
Time Control,” Arthur V. Youngman, Mutual 
Benefit. 

Tuesday, Tanuarv 12, “The Closing Process,” 
A. T. Tohanrsen, CLU. Northwestern Mutual. 


sessions, 


Tuesday, January 19, “Closing Objections,” 
Clinic. 
Tuesday, Tanuary 26. “Motivation,” Vincent 


B. Coffin, Connecticut Mutual. 





International Management 
Congress at Washington 


Insurance executives took active part 
this week in the Seventh International 
Management Congress which concludes 
todav at Washington, D. C. Two thou- 
sand delegates from twenty-two coun- 
tries discussed everv nhase of the man- 
agement problem with special attention 
being given to its economic and social 
aspects. The Congress is meeting for 
the first time in the United States. 





JAMES M. WEBB IN HOSPITAL 

Tames M. Webb, vice-president, Bank- 
ers National Life, was suddenly taken ill 
and operated upon for an appendectomy 
at the Homeopathic Hospital in East 
Orange, N. J., this week. Mr. Webb’s 


condition is reported as satisfactory. 
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THE HOME LIFE INSURANCE CO. of AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life 
Modern policies are issued, on both Industrial and 
Ordinary plans, from birth to 64 next birthday. 

A POLICY FOR EVERY PURSE AND PURPOSE 


Bernard L. Connor 
Secretary 
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Brooklyn Managers Appoint 
Chairmen at First Meeting 


The initial Fall luncheon meeting of 
the Brooklyn Life Managers Association 
was held at the Hotel Bossert, Wednes- 
day, September 21, when Alfred G. Cor- 
rell, New England Mutual, took over his 
new duties as president, and Jack War- 
shauer, Guardian Life, as _ secretary- 
treasurer. 

Committee chairmen appointed at the 
meeting were Daniel J. Quinn, Pruden- 
tial, publicity; Gilbert V. Austin, Aetna 
Life, membership, and William H. Kee, 
Mutual Life of New York, program 

President Correll, who has just re- 
turned from a motor trip through the 
Far West which took him as far as 
Banff, Canada, gave an interesting re- 
port of his experiences. Consensus of 
opinion at the meeting, which was one 
of the most enthusiastic held in 
time, was that the outlook for Fall pr 
duction of life insurance is favorable 

LOUIS GARTLIR ENTERTAINS 

Louis Gartlir, general agent in New 
York for Manhattan Life, entertains 
his agency force and some home office 
staff members September 10 at the 
Evergreen Club, Bloomfield, N. J 
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By Paul Troth 


: : 
| IDEAS that CLICK 


No two agents sell insurance in exactly 
the same way, which also applies to the 
way they get prospects. What they sell 
and how they sell it is principally an tdea. 
Some ideas which have proved successful, 
and which are now being employed, will 
be offered readers of The Eastern Under- 
writer in this column from time to time. 


No. 51 


Many agents believe that business in- 
surance is a too technical field and they 
therefore avoid it. Other agents have 
discovered that it is one of the easiest 
fields in which to do business. In the 
latter group is Fred W. Merselis, 


who 





Fad, Iroth—. 


This is Mr. Jones. He inherited my 
partner's share of the business! 


has been ten years with the E. C. Hoy 
agency, Sun Life of Canada, Newark. 
He is agency assistant. 


Mr. Merselis finds that when he pre- 
sents an intelligent idea to a_ business 
man he is apt to get action on it. To 
avoid the technical procedure which may 
be involved, he tells his prospect what 
can be accomplished through life insur- 
ance and suggests that the prospect take 
the matter up with his attorney to han- 
dle what legal procedure may be neces- 
completing the agreement. 
ss case for $25,000 Mr. Mer- 
recalled was the result of a five 
minute interview. Having learned that 
a group of brothers had an investment 
in an automobile agency run by a Mr. 
Jones, he approached his prospect in this 


sary in 
One 
selis 


busine 


manner: “I understand that you and 
your brothers have an interest in Mr. 
Jones’ automobile agency. It is reason- 


able to assume that as long as Mr. Jones 
is alive you are willing to keep your 
investment in his business. But did it 
ever occur to you that if Mr. Jones 
should die, it would be a good idea to 
get your investment out of that busi- 
ness?” The idea was accepted as a 
sood one and the insurance on the life 
of Mr. Jones covering the amount of the 
nvestment was placed. 

Mr. Merselis remarked to me: “An 
doesn't have to get technical to 
insurance. All he has to do 


avent 
sell business 


is present an idea. It either appeals to 
a man or it doesn’t. If an agent has a 
good idea and can transmit it to the 


other fellow so that he believes it is a 
good idea, the sale is practically closed. 
A lawyer can handle the technical part.” 


3efore calling at a man’s office, Mr. 
Merselis writes down his opening re 
marks and his answers to objections 


raised. He said: “It is 
the prospect’s first im- 
pression of me be a good one and that 
what I have to say be interesting enough 
to make him listen.” 

Business insurance 
structure of 


which may be 
important that 


strengthens the 


business 


1 


linancial! 
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MEDICAL COLLEGE GETS STOCK 
Richmond Dentist’s Widow Leaves Life 
Co. of Virginia Securities to 
Virginia Institution 

Mrs. Bettie Davis Wood, widow of a 
Richmond dentist, who died leaving an 
estate appraised at approximately $2,- 
500,000, bequeathed all shares of stock 
in the Life Insurance Co. of Virginia 
held by her to the Medical Colleze of 
Virginia, 

It was estimated that the shares of 
stock were worth upward of $1,000,000. 








WANTED A UNIT MANAGER 


This agency located in downtown Manhattan has an op 
trained in the life insurance business who is capable of 
ful job as unit manager. 

Box 1340 


THE EASTERN UNDERWRITER CO. 
94 Fulton St., New York, N. Y. 


Write stating record and qualifications, 


ening for a man 
doing a success- 


























presentation. 
he has ears to lend. 


approach—isn’t a simple matter, though. 
believes it is worth the effort—and keeps its agents supplied with 


Cu aryar J 
LIFE INSURANCE COMPANY 


EARS to LEND 


ADED BY DULL REPETITION, few people hear all that goes 


on around them. The busy man closes his ears to the average sales 


He is as indifferent to it as to the sound of his 


own breathing or the tick of his watch. 


But bring him a new idea—an out of the ordinary thought—and 


It’s as simple as all that. 


Keeping on tap a constant stream of new ideas—new angles of 


But the John Hancock 


tested sales sentences, which help get the interview. 


Prospects “lend their ears” to the trained John Hancock repre- 
sentative because he brings them something in exchange for an inter- 


view—a new idea—a new approach—which commands attention. 





OF BOSTON. MASSACHUSETTS 
Guy W. Cox, President. 
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Canada Life Promotes 
Three Of Its Actuaries 


WILLIAMSON, BEATTY AND FILE 
All Have Been With Toronto Company 
About Thirty Years; L. K. File 
Becomes its Chief Actuary 


1. D. Williamson and J. G. Beatty, for- 
merly assistant actuaries Canada _ Life, 
have been appointed actuaries. L. K. 
File, who was recently appointed actuary, 
now becomes chief actuary. 

Mr. Williamson has been with the 
Canada Life for twenty-eight years. He 





L. K. FILE 
ined the c mpany directly on leaving 
the University of Toronto, from which 


e was graduated with honors in mathe- 


matics. He was appointed head of the 
lividend division in 1922 and went to 
London, England, to take charge of ac- 
arial work for the company’s British 
Isles division, in the Fall of the same 


vear. He was appointed assistant actuary 
1 1924 on his return to the company’s 
bead office. Mr. Willizmson is a fellow 
f the Actuarial Society of America and 





J. G. BEATTY 


irst vice-president of the Life Insurance 


Institute of Canada. 

Served in World War 
J. G. Beatty is a graduate of Univer- 
‘tv of Toronto from which he received 
the Mas er ot \rts degree. He is a 


lellow of the Actuarial Society of Amer- 
ca, Jorned the Canada Life in 1919, and 
Was appointed assistant actuary in 1924. 
Mr. Beatty served overseas for four 
; during the World War and was 
sfcorated with the Military Cross_ in 
1917 He spent practically all of 1937 
eng special work in the company’s 
British Isles division, 

cfr. File has been associated with the 
anada Life for thirty years. A Gold 
Medalist at University of Toronto, he 
ned the Imperial Life on graduation. 
€ became a fellow of the Actuarial 


ears 





More Speakers For 
A. L. C. Gathering 


SUBJECTS FOR AGENCY GROUP 


Educator and Editor Amon Those 
Listed to Give Addresses; ide 


Range of Topics Chosen 





Roy A. 
sas City 
chancellor, 


Roberts, managing editor Kan- 
Star, and Dr. E. H, Lindley, 
University of Kansas, will 
speak at the annual meeting of the 
American Life Convention in Chicago 
October 10 to 13. Mr, Roberts will speak 
on “Where Are We Going”; Dr. Lind- 
ley on “Youth Cannot Wait.” - Other 
speakers announced are Bertrand J. Per- 
ry, president Massachusetts Mutual Life, 
“Investments”; A. N. Mitchell, president 
Canada Life, “Thrift and Cheap Money”; 
Claris Adams, president Ohio State Life, 
“Is Life Insurance Too Large ?” 

H. W. Manning, general manager 
Great-West Life, will preside as chair- 
man of the Agency Section. W. F. 
Grantges, agency director Northwestern 
National Life, is to talk on “Organized 
\ctivity in the Training Process” and 
Richard R, Lee. vice-president and 
evency director Southwestern Life, on 
“The Human Element as a Factor in 
Cost Administration.” Frank F. Wei- 
denborner, superintendent of agencies 
Guardian Life, has chosen as his sub- 
ject “Appraising Qualities Which Make 


for Success” and Alexander E Patter- 
sen, vice-president Penn Mutual, will 
present “A Survey.” 


M. J. Hancel Agency Leading 


All Continental American 


The Hancel agency of the Continental 
American of Wilmington, located at 55 
Liberty Street, New York City, led the 
entire agency force of that company for 
\ugust by a wide margin. In a letter 
to Max J. Hancel, President A. A. 
Rydgren of the company states that the 


agency not only wrote a larger volume 
in August but for the eight months oi 
this vear it leads all agencies of the 


company in both volume of new business 


and first year premiums collected. The 
Hancel agency is also the leadine con- 
tender for the President’s Trophy. 
W. W. HUBBARD DEAD 
Wilbur W. Hubbard. one of the orig- 
inal directors of the Continental Ameri- 


can, died unexpecte'ly lest weck fotlow- 
ing a heart attack. Ile became a director 
upon the organization of the cempany 
and has been «2 member of the executive 
committee a number of years, 


of America in 1907 and a fellow 
‘f the Institute of Actuaries of Great 
Britain in 1809. He was appointed as- 
sistant actuary of the Canada Life in 
1913 and associate actuary in 1924. He 
is a past president of the Insurance In 
stitute and his services have been used 

consulting ac‘uary by many outsid 
) eonizations. 


Soci ty 





J. D. WILLIAMSON 





BARROW, WADE, GUTHRIE & CO. 
(Established 1883) 
CERTIFIED PUBLIC ACCOUNTANTS 
Members of The American Institute of Accountants 
120 Broadway. New York City 
Offices in the principal cities of the United States and Canada 








° OPEN TERRITORY -~ 
In Michigan, Ohio, Indiana and Illinois. 


FOR MEN WHO CAN PRODUCE 
AND 
ARE AMBITIOUS TO BUILD OWN AGENCY 


PHILADELPHIA LIFE INSURANCE COMPANY 
Philadelphia, Pennsylvania 














A Baby Has to “Take It” 


So — may as well be resigned, during the helpless stage, to 
the good and the bad that’s bestowed. 


This ordering of one’s life by one’s elders has advantages, of 
People are always about when needed and a good 
Takes 


planning and effort on someone’s part to maintain it. 


course. 


home is a mighty comfortable place to grow up in. 


Planning — long range planning for home and all that goes 
More and more 
Its 


low rate makes practicable a larger than average amount of 


with it — calls for insurance on father’s life. 
the Family Income Convertible contract is being used. 


protection—enough usually to see even a small child through 


to self-supporting years. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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Action For $500,000 
On In Federal Court 


MISSOURI STATE V. ANDERSON 
Testimony of Witnesses Interrupted 
Frequently by Clashes Between 
Counsel on Both Sides 


Testimony in the $500,000 suit of the 


Missouri State Life against A. M. An- 
derson, receiver of the National Bank 
of Kentucky, continued in the Federal 


Court at Lexington last week, with T.G. 
Donovan, receiver for the defunct bank- 
ing and brokerage house of Rogers Cald- 
well & Co., Nashville, as a 
was questioned on the financial structure. 

3, 


witness. He 


Jones, Louisville, former vice- 
president National Bank of Kentucky, 
testified concerning financial transac- 
tions between the Missouri State Life, 
Rogers Caldwell & Co. the General 
American Life and other banking houses. 

Mr. Jones was interrupted frequently 
by clashes between William Bullitt, 
Louisville, head of the plaintiff’s coun- 
sel, and Milton H. Schmidt, Cincinnati, 
attorney for Mr, Anderson. 

The $500,000 the insurance company is 
attempting to recover from the bank re- 
ceiver, according to the Missouri State 
Life’s petition, is claimed due on two 
certificates of deposit of $250,000 each. 


$14,000,000,000 of Group 


In Force Says Parkinson 
Commending the New York State Em- 
ployment Service for its work in plac- 
ing the unemployed in jobs, Thomas I. 
Parkinson, president Equitable Society, 
in a radio address September 15, em- 
phasized the need for insuring the work- 
er’s pay envelope against the hazards of 


untimely death, illness, accident, dis- 
memberment and old age dependency. 
“Insuring the worker’s pay check 


against the various hazards which assail 
it is secondary to first having a check 
to insure,” said Mr. Parkinson. “Secur- 
ity for the worker begins with the job.” 
He observed that in the United States 
and Canada there is now in force $14,- 
000,000,000 of Group life insurance cov- 
ering nearly 9,000,000 employes of some 
24,000 employers. 

Mr. Parkinson revealed that Group 
insurance benefits amounting to $144,- 
000,000 were paid to American employes 
or their dependents during 1937. He 
added: “The first and paramount order 
of security is the job. Group insurance 
does not create the job but, by bringing 
employer and employe into a more cor- 
dial working relationship to the extent 
that Group plans undoubtedly do, busi- 
ness is forwarded.” 


Pacific Mutual Holds 


Conference At Houston 
Headed by President A. H. Kemp and 


Vice-President and Superintendent of 
Agencies D. C. MacEwen, home office 
officials of the Pacific Mutual Life met 


with members of the company’s general 
agents association, drawn from al] parts 
of the country to participate in conven- 
tion activities this week at Houston. 
Pacific Mutual launched a program at 
Houston looking to the inauguration of 
a fall production drive during October. 

Thomas H. Wall of Louisville, Ky., 
is president of the Pacific Mutual’s Gen- 
eral Agency Association with Guy C. 
Lyman of New Orleans as chairman of 
the executive committee and Lem C. 
Swinney of Dallas and Jul B. Baumann 
of Houston in charge of arrangements. 
Speakers scheduled on the program in- 
cluded C. C. Day of Oklahoma City, 
Joseph M, Gantz of Cincinnati and Guy 
C. Lyman, in addition to the addresses 
of President Kemp and other home office 
officials 


S$. M. CARROLL GENERAL AGENT 
Ohio State Life has announced ap- 
pointment of Samuel M. Carroll, Union- 


town, Pa., as a general agent. 
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Gerald A, Eubank on Active Duty 
Writes of Drills and Maneuvers 


Gerald A. Eu- 
bank, who _ has 
been serving as a 
lieutenant com- 
mander in the U. 
S. Naval Reserves 
on the U. S. S. 
Dunlap, is expect- 
ed back in New 
York the first 
week in October. 
In a letter to a 
friend he said: 

“We are having 


1 fine trip. The 
weather has been 
perfect, and each 


lay and night we 
are having exten- 
sive drills and bat- 
tle maneuvers. I 
am getting into 
the swim of things 
rapidly and_ will 
soon be classed 
again as an old 
salt as of days 
gone by. Tomorrow we land in Guan 
tanamo, Cuba; thence on to Panama, 
Jalboa and then up the West Coast to 


Wilkins, on the 


San Diego. There we join the main 
battle fleet-—and I leave the ship and 
head for home. 


“T am disbursing officer for both the 
U. S. S. Dunlap and the U, S. S. Fan- 
ning, which is accompanying us to the 


West Coast. Both are the new type 
1,500 ton destroyers—modern in every 
respect. Each ship carries about 175 


enlisted men, and seven or eight officers. 
They have a top speed of about thirty- 
six knots per hour—about five knots 


IRELAND NOTES BETTER TREND 
State Mutual Life Vice-President Con- 
gratulates Buffalo Agency on 
High August Record 
Although insurance companies and 
banks are loaded with cash, improving 
business is creating a natural demand 
for funds and should bring about a con- 
siderable reduction in the nation’s sur- 
plus cash within the next year or so, 
Stephen Ireland, vice-president of the 
State Mutual Life, said while visiting in 

Buffalo, 

Indicative of the rising business trend, 
Mr. Ireland declared, are the smaller in- 
surance sales declines from a year ago. 
In January national sales of the State 
Mutual were 16% behind the like 1937 
month, while for August they were only 
11% lower, 

Mr. Ireland was in Buffalo to congrat- 
ulate the local agency of the company 
for its August sales showing a 21% gain 


over August, 1937. 


TAKES OVER BURIAL GROUPS 

Eight additional receiverships were 
sranted to Commissioner Gauss of Mich- 
igan by Judge Carr of Ingham County 
Circuit Court to permit the Department 
to take over affairs of that number of 
Detroit burial benefit societies which 
have failed to comply with provisions of 
the 1937 act. 





MANHATTAN HAS GOOD MONTH 

Manhattan Life reports that August 
paid business totaled $1,423,666, a gain of 
13.8% for that month over 1937. August 
volume was the largest of any month 
since December, 1930. Insurance in force 
increased $750,000 and now exceeds $70,- 
500,000. 


CHICAGO MEETING SEPT. 29 


The Chicago Life Insurance & Trust 
Council will meet September 29. Gilbert 
T. Stephenson will be the speaker. The 


first CLU series will be held October 3 
when John O. Todd will tell of his 
working methods. The insurance R. & 


R. course will begin January 14. 


Gerald A. Eubank, 





Carl Strohm Thomas and Robert E. 


steps of the Eubank Summer home 


faster than the Normandie or Queen 
Mary. 

“Because of the exercises, drills and 
maneuvers to be held en route, we like- 
ly will not reach San Diego in time for 
me to get relieved from duty to attend 
the National Association’s convention in 
Houston. For this I am sorry as I had 
planned an attendance in my old home 
town of Houston.” 

\n interesting picture of Mr. Eubank 
with Robert E. Wilkins of the Pru- 
dential and Mr. Eubank’s great-nephew, 
Carl Strohm Thomas, fifteen months old, 
was taken shortly before Mr, Eubank 
sailed on the U. S. S. Dunlap. 


TEXTBOOK ADOPTED 


Thirty-Three High Schools in Allegheny 
County, Pa., Will Use Book Of 
National Association 
Lawrence C. Woods, Jr., educational 
committee chairman of the Pittsburgh 
Life Underwriters Association, an- 
nounces adoption of the textbook on life 
insurance, as prepared by the National 
Association, in thirty-three high schools 

of Allegheny County, 

This important step climaxes an ac- 
tivity on the part of the educational 
committee extending over several 
months from the time of the Annual 
Message of Life Insurance to the Public 
last Spring. The textbook, which was 
first compiled by a committee from the 
Cleveland association and has since been 
sponsored by the National Association, 
is a sixteen page pamphlet dealing with 
such subjects as What Life Insurance 
Is, the History of Insurance, Simple 
Mathematics of Insurance and Life In- 
surance as a Vocation. 


COURSE OPENING AT NEWARK 

\ course to prepare for CLU grading 
will be offered by the School of Business 
Administration, University of Newark, in 
cooperation with the American College 
of Life Underwriters. Professor Laur- 
ence J. Ackerman, head of the univer- 
sity’s insurance department, and Albert 
J. Schick will be the instructors. The 
course will begin September 26. 


MONARCH HAS NEW MANUAL 

Monarch Life has published a new 
agents’ manual with many improvements 
and much new material. Several new 
plans have been included in the com- 
nany’s range of insurance and annuity 
contracts, 

SPEICHER SPEAKER SEPT. 26 

The Cleveland Life Underwriters As- 
sociation will hold its first Fall meeting 
September 26 when Paul Speicher will 
make an address on “The Challenge of 
Today’s Market.” 


Funds Released T 
Fight Receivership 


AMERICAN LIFE LITIGATION 
Company Seeks te Gomes Action In 
Iowa Where About $3,500,000 I; 


Now on Deposit 








Judge Carr of Ingham County Circuit 
Court, Mich'gin, has authorized prepa- 
allowing 


ration of an order 


funds of the 


release of 
of Detroit 
for legal expense to permit counsei for 


American Lif- 


the company, now in receivership, to de- 
fend an independent receivership action 
in Towa. 

The company, through Wilber \ 
Brucker, its former vice-president and 
counsel, petitioned for an order direct- 
ing the temporary receiver to pay a 
“reasonable sum” out of company funds 
to finance the fight against the Iowa 
action brought by Maurice V. Pew 
Iowa Commissioner, The company would 
force the Towa receivership into an an- 
ciliary position, contending that it is 
unfair to policyholders generally to per- 
mit an independent receivership in that 
state where about $3,500,000 of the com- 
pany’s assets are on deposit. The Towa 
assets could be liquidated separately. it 
is pointed out, which would prove dis- 
astrous to policyholders outside that 
State. 

Present status of the Towa case, ac- 
cording to the Michigan attorney gen- 
eral’s department, is that the Towa 
Commissioner has obtained an_ inde- 
pendent receivership for the assets of 
the old comnany but is willing to per- 
mit an ancillary receivership for any 
nart of the assets represented by new 
business since the reinsurance deal was 
closed. 

Notice of appeal of the Michigan re- 
ceivership decree has been filed but no 
further progress has been made in the 
case although it is understood the rec- 
ord is being prepared. 

Late reports are that it is improbable 
that the higher court will review the 
case before the January term. Jay 
Mertz, clerk of the Supreme Court, says 
the matter has not been set for hearing 
although the October term. starts on 
October 4, 


Affairs in Charge of T. M. Heuss 


The company’s affairs are in charge of 
T. M. Heuss as active receiver repre- 
senting Commissioner Charles E. Gauss 
who was designated as temporary fe- 
ceiver by Judge Leland W. Carr who 
heard the Departmental charges that the 
carrier was “hopelessly insolvent.” So 
far there have been no disclosures re- 
garding the conditions discovered since 
the receivership regime began in June, 
so far as known, there have been no 
preliminary negotiations looking toward 
reinsurance of the company’s business 
although the receiver circularized other 
companies asking proposals. During the 
protracted hearing the Department in- 
troduced much testimony to the effect 
that the value of assets, both extensive 
real estate holdings and the bond port- 
folio, was only a fraction of the book 
values given to the assets by the com- 
pany management. 





Discusses Family Income 

R. D. Ferguson, Holmes agency, Con- 
necticut General, Forty-second Street, 
New York City, addressed the regional 
meeting of that company in Swampscott 
this month on family income policy pres- 
entation. 

Where a maximum of protection for 
a minimum of cost is the aim in miné, 
no contract will quite measure up to 4 
combination of the family income rider 
with the various contracts which _ the 
company has to offer, he said. The fam- 
ily income policy is designed to promote 
simplicity and speed of program con- 
struction. It is primarily designed to 
cover that period when the responsibil- 
itv of the breadwinner is at its zenith— 
the dependency period. 








Sept 


sal 


STAT 


Berks 
Le 


Hoi 
was ¢ 
conve 
Pont 
B. He 
also. | 
jeadet 
worke 

Suc 
meth 
said } 
crene! 
prosp 
needs 
“ifical 
have 
life i 

Life 
Hend 


devel 
nique 
perfe 
fallib 








23, 1938 


rship 
.\ TION 


ction In 


” Is 


* Circuit 
| prepa- 
lease of 

Detroit 
nsel for 
, to de- 


) action 


ber M 
ent and 
 direct- 
Pay a 
vy funds 
ie Towa 
’. Pew, 
Vv would 
an an- 
it it is 
to per- 
in that 
he com- 
1€ Towa 
ately, it 
ve dis- 
le that 


ise, ac- 
*y gen- 
> Towa 
1 inde- 
sets of 
to per- 
or any 
by new 
eal was 


ran re- 
but no 
in the 
he rec- 


robable 
ew the 
. Jay 
rt, Says 
hearing 
irts on 


arge of 
repre- 
Gauss 
iry Te- 
‘r who 
hat the 
E 
res re- 
1 since 
| June, 
een no 
toward 
usiness 
| other 
ng the 
ont in- 
effect 
tensive 
1 port- 
> book 
> com- 





Septembe r 23, 1938 









Ree ae 


| +— Liee—- 
PMS SG UREA 





THE EASTERN 
UNDERWRITER 





















—— 
—~— 


Rhodes Club 


sales Methods Must Be 
Adjusted To Times 


sTATES LEWIS B. HENDERSHOT 





Berkshire Manager of Agencies Tells 
Leaders Needs Are Key to Finding 
and Selling Prospects 
How to do a real selling job today 
was discussed before the Rhodes Club 
convention of the Berkshire Life at Old 
point Comfort, Va, this week by Lewis 
} Hendershot, manager of agencies who 
which 


iso presided over a session in 


aders of the field force told how they 


worked. 

Successful salesmen have changed their 
methods to fit existing conditions today, 
«aid Mr. Hendershot, with particular ref- 
erence to analyzing and studying their 
prospects’ activities and developing their 
needs for protection thoroughly and spe- 
jfically. To do this the salesman must 
have a comprehensive knowledge of what 
life insurance is and what it can do. 

Life insurance selling, continued Mr. 
Hendershot, has four simple principles. 
The principle of attraction, the principle 
of interest, the principle of conviction 
and the principle of arousing action. 
These provide the motivating force that 
will complete the sales today. 

“Personal appearance, manner of pre- 
sentation, degree of argumentativeness 
or cooperation, adroitness in answering 
objections, quality of creativeness, abil- 
ity to visualize and dramatize—all these 
are vital elements to good sales tech- 
nique,” continued Mr. Hendershot. “Every 
salesman, with his individual personality, 
develops his own individual sales tech- 





nique. It is important to analyze and 
perfect each step. None of us is in- 
fallible. Each of us probably has cer- 


tain defects or weaknesses which could 
be ironed out, improved upon and made 
to pay dividends.” 

A first step in prospecting, stated Mr. 
Hendershot, is to get prospects classified 
into the various categories according to 
needs; to pin them down to specific 
locations; to qualify them according to 
definite life insurance plans. 

“Why doesn’t the average salesman 
apply the principles of sales managing 
to his own job of selling?” said Mr. 
Hendershot, “It isn’t so hard to do the 
things that would make a better busi- 
ness man of him—planning his work and 
working his plan, trying out new ideas 
and suggestions, putting into operation 
the sales presentations, visual selling aids 
and sales material furnished him by his 
general agent and the company.” 
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L. B. and Mrs. Hendershot 


Fist 


Some Folk from Berkshire Life 


Dy. Frank and Mrs. Harnden 
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Sweet 


Prospecting Hints by Geo. F. Martin, Jr. 


Skill in prospecting is one of the first 


requisites to successful selling, said 
Martin, Jr., of the 


3erkshire Life in 


Furey 
Pitts- 
burgh, in addressing the meeting of the 
Rhodes Club of leaders at Old Point 
Comfort this week. Among his suggest- 
ed sources of prospects were the follow- 


George F. 


agency of the 


ing: 

“The newspaper is a valuable source 
of prospects if properly read and studied. 
It not only suggests the names of po- 
tential prospects but also gives such 
pertinent 
it reveals some specific need for imme- 
diate turn gives a 
definite avenue of approach. 

“Special attention should be given to 
such items as birth and wedding noticcs, 
settlement 


information about each that 


protection, and in 
estate 


mortgage recordings, 


Home Office at Pittsfield, 





a 


Myvs. and John McLaren 


notices, building permits, real estate 


transfers. 

“Read the financial section for newly 
organized business, and men promoted 
in business. 

“Read the society page—for names oi 
children attending school, engagements, 
graduation lists, contributors to charities 
and other endowments. 

“Directories—city and telephone, tax 


lists, mortgage records, vital statistics 


and financial rating books are good 
sources for prospect leads.” 

Other suggestions by Mr. Martin were 
the following: “In organizing a ‘pros- 
pecting presentation’ include material and 
suggest’ ons which will stimulate the sug- 
gestor’s imagination concerning the valu- 
able services specifically that life insur- 
ance can accomplish. 


“Use human interest stories of life 





Mass. 


Mrs. and Harrison L. Amber 


of Berkshire Life Meets at Old Point Comfort 


“BILL” SMERLING WINS BAG 


Makes Best Talk at Rhodes Club Meet- 
ing in Connection With Berk- 
shire Literature 


At the Wednesday 
of the Rhodes Club meeting held at the 
Chamberlin Hotel, Old Point Comfort, 
Va., Vice-President Harrison L. Ambe1 
delivered a talk in which he told of the 
Berkshire Life investment in sales pro- 


morning session 


duction literature and sales plans for the 
He based his talk on a visit 


Pitts 


field force. 
to the company’s stock room at 
field on which he had taken an inventory 
of the 

Following — this 


many different items. 
visit Vice-President 
\mber had had seven parcels prepared 
containing certain pieces of the litera- 


ture and had placed the seven parcels 
in a fine leather hand grip which was 
on display in the meeting room. Then 


he called on seven Rhodes Club mem- 


bers to take one of the parcels out of 


the grip and after opening it in front 
of the balance of the members and tell- 
ing them what it was all about, he was 
to make an original talk on what use he 
made of the literature in actual selling. 
This provided a fine section of the 
Rhodes Club meeting. At its conciusion 
the judges—President Fred H. Rhodes, 
Secretary Robert H. Davenport and W. 
L, Hadley of The Eastern Underwriter 
brought in a verdict in favor of W. C. 
Smerling of the S. S. Wolfson agency, 
New York. 


insurance in action—what life insurance 
has done and is doing in cases which 
most likely parallel the experience of 
the people with whom the suggestor is 
acquainted, 

“Invite the suggestion of names but 
limit the number asked for—say two or 
three—of any one suggestor and you will 
get a more thoughtful selection and 
worth while list than can be secured 
through asking for ten, twenty or thirty 
names. 

“When such names are given, endeavor 
to secure the necessary information con- 
cerning each individual suggested to en- 
able you to understand his ‘life situa- 
tion’ and attending ‘needs.’ This includes 
buying power, insurability, reputation 
and accessibility. In other words, weigh 
each name suggested. Try to secure 
the necessary information that will en- 
able you to determine whether or not 
the individual can pay, pass, has a need 
and can be seen by you.” 








Mrs. and Frederic H. Rhodes 
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R ho des es Club 


Controle’ bateninws 
Hold Client To Close 

SHOWN BY WM. C. SMERLING 

Assistant General Agent, Wolfson Agen- 
Gives Principles of Controlled 


Sales Before Convention 


When 
pect at 


a salesman can keep his pros- 


attention long enough to hear 


his sales message intelligently and 


much of the dis- 
has been covered to the 
said William C, Smerling, assistant 
agent of the S. Samuel Wolfson 
New York, before the 
Berkshire Rhodes Cl 


through to completion, 
tance closing 
point, 
veneral 
svency, conven- 


tion of the ub meet- 


ing at Old Point Comfort, Va., this week. 
“There is only one sure-fire way to 
keep the sales interview under control, 


prospect’s attention will not 
anything 


so that the 


We inder or permit to interrupt 


his train of thought,” said Mr. Smerling. 

“That is, to excite sr interest so in- 
tensely that he is oblivious to everything 
else! Obviously that goal is the 100% 
bull’s-eye. Being only human, we can- 
not always attain that state of perfec- 
tion, but the least we can do is to aim 
at that target constantly and get as close 
to the center as we can.” 


Meeting Difficult Situation 


Citing the difficult 
prospect comes out to 
Mr, Smerling continued: “We may ex- 
plain the difficulty of showing the set-up 
we have for his consideration; the im- 
possibility of speaking confidentially ; the 
necessity for giving the subject calm and 
careful attention; and sometimes we 
even have to be aggressive enough to 
appeal diplomatically to his sense of fair- 


situation where the 
the outer office, 


ness in not handicapping our sales pre- 
sentation. Frequently we can move the 
prospect to a consideration of his per- 

nal interest or a sense of justice and 
change the locale of the interview to a 
more suitable spot. But there will be 


times when the prospect is adamant and 


cannot be moved or persuaded. 
“Then we must either make the best 
of it and expect to work twice as hard 


to control the interview properly, or we 


can decline to make our intended pre- 
sentation under such unfavorable condi- 
tions and offer to return at a more con- 
venient time for a more favorable recep- 
tion Naturally, we will be guided in 
our decision and our action by the atti- 
tude of the prospect and the possibilities 
for the future.” 
Controlling the Interview 

On controlling the interview, Mr. 
sme rling continued: “Every salesman 

as his own manner and method of con- 
trolling an interview, At least, it is to 


be hoped that he has some method for 
accomplishing this, or he is apt to find 
himself floundering about in a sea of 


despair when the prospect picks up the 
reins and proceeds to drive the interview 
to his own ends 


“Fundamentally, there are three thing 
a salesman must do to make a sales in- 
terview successful 

“First, present a plan which will gain 
the favorable interest and respectful at- 


tention of the prospect 


“Second, spas interest and secure 
the prospect’s approval of the plan as 
worth whi le for him 


“Third, prove the points so convincing- 
arouse and stimulate him to 
action immediately 

hty valuable for the life in- 
salesn to have, as part of his 
equipment and at his 


iv as t 
favorable 

“It is mig 
surance 
interview-control 





command, a well-organized sales presen- 
tation. This does not mean a canned 
sales talk, but rather a definitely planned 


action—of what to 
erly prepared pro- 
consisting of the 


campaign or course of 
} 


do—together with proj 


posal—of what to say 
series of ideas and suggestions to be pre- 
sented, arranged in proper sequence 





of Berks hire Life Meets at Old 1 Point Comfort 


\ definitely organized sales presenta- 
tion is a most valuable aid in selling life 


insurance. It not only serves as a chart 


and method of procedure—what to do 
and what to say—but enables the sales- 
man to control the interview with his 


becomes 
guide to 


salesman thus 
thought and the 
the discussion. 


prospect, The 
the leader of 
the course of 


“In selecting and formulating the pro- 
posal, the following questions might well 
be considered: 1, What is the prospect’s 
outstanding ‘need’ and why should it 


be met? 2. How best can the prospect’s 
recognition ‘and realization of his ‘need’ 
be secured? 3. What is necessary to 
fulfill the ‘need’ with certainty and to 
the peer satisfaction? 4. What 
benefits and advantages does life insur- 
ance offer that are not obtainable in any 
other way safely, soundly, surely? 5. 
What must the prospect believe ‘before 
he will ‘buy’? 6, What appeals and 
data—facts, evidence, pictures, stories— 
can be used to stimulate a ‘Yes’ response 
to the proposition ? 


“After all, the thing 
in a sales interview is: 
sales presentation 
the mind cf the 


that really counts 
How much of the 
registers favorably in 
prospect’ ‘a 





Opening the Sale, By Norman H. Beaty 


The road to a sale is never open until 
the prospect’s mind is receptive, said 
Norman H, Beaty, division manager at 
Glens Falls, N. Y., for the James B. 
O’Brien agency of Albany, in addressing 
the Khodes Club meeting at Old Point 
Comfort this week. “Then—and_ then 
only—can we register our sales-compell- 


ing talking points and make headway 
to a completed sale. 

“There are two ways of opening a 
prospect’s mind. First, by dynamiting 


in—which is nothing 
less than high-pressure aggressiveness. 
Second, by persuasion—which is noth- 
ing more than low-pressure salesman- 
ship, backed with action-arousing ideas. 
The dynamiting method is applicable to 
one-call (or hit-and-run) selling. The 
persuasion method is applicable to mul- 
tiple-call (or repeat) selling—which, after 
all, is the modern method of selling life 
insurance where the intent of the sales- 
man is to build a permanent and profit- 
able clientele, 

“It has been said that a g 


blasting our way 


rood first im- 


pression is half the sale; the other half 
is good common sense. And _ by good 
first impression is not meant good looks, 
If a salesman presents a friendly per- 
sonality, an air of alertness and enthusi- 
asm, plus a full and complete knowledge 
of his job, he is bound to make a favor- 
able impression even on a_ confirmed 
grouch, The rest of the sale depends 
largely on his ability to present his talk- 
ing points in a constructive, interesting 
and convincing manner—and to capital- 
ize on them.” 
Following Up Opening 

Continuing, Mr. Beaty said: “As soon 
as the preliminary formalities are over, 
the wise salesman gets right down to 
business and makes his opening remarks, 
They may be in the form of a statement 
of fact regarding life insurance ; or a per- 
tinent question with a punch; or a state- 
ment or question about the prospect's 
‘life situation’; or a tie-up between finan- 
cial security and protection; or an im- 
mediate offer to be of help in solving 

(Continued on Page 18) 
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SIDNEY BANKS, President 


The CHAMBERLIN Hotel, 


“Till Ve Meet Again 


The management of The Chamberlin Hotel extends sincere wishes 
to THE RHODES CLUB of The Berkshire Life Insurance Co. for a most 
successful new Club year. 


GORDON M. GARDNER, Asst. Manager 
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Top row, Il. to r.: Coach and Four at Williamsburg—They Had to Walk 
Second row: In Garden of Governor’s Mansion with John Thompson, Guide. 
Third row, l. to r.: Some Fishermen—Monument at Yorktown—Weeping Willow 
Fourth row, I. to r.: The Boireau Agency—More Walkers Nearing Jamestown—J. S. Winin 
Fifth row, I. to r-: The Wolfson Agency—Some Bathers—The O’Brien Agency. 


urg and Jamestown. 


Part of the Way—Buses Carrying Delegates to Yorktown, Williamsb 


in Governor’s Mansion Garden—Monument at Jamestown—More Fishermen. 


gs—Tom Shannon—C. B. Schaefer—Jim King. 
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Rhodes Club 


Time Is Seleeman’s 
Only Working Capital 


BIG PROSPECT LIST THE KEY 
Suggestions on Laying Out Work Made 
by F. A. C. Tocque Before 
Berkshire Convention 
To the life insurance salesman time is 
his working capital and prospects must 
be solicited before they can become pol 
icyholders and the agent can profit from 
the use of his time, stated Frederic A. 

Tocque of the Byron C. Howes agen- 
cy, Chicago, speaking before the Rhodes 


Club convention of the Berkshire Life 
at Old Point Comfort last week. Expe- 
rience definitely shows that sales are 


completed in a direct ratio to sales in- 


terviews conducted, stated Mr. Tocque 
The more sales interviews each work- 
ing day the greater are the chances of 
completing more sales and the only way 


a sufficient number 
each day 1s to 
and then work 


to assure oneself of 
of calls and interviews 
plan working in advance 
the plan. 


“In laying out your day’s work,” stated 
Mr. Tocque, “plan for more calls than 
you can make in one day. This extra 
margin of prospects will take care of 
those who are out and those with whom 
you are unable to get an interview. You 


will then know that you have a full day’s 
work ahead of you and will conserve 
vour selling time which might otherwise 
be wasted in your office by visiting with 
prospects. There will never be any 
great amount of waste motion or hesi 





Mr. 


Top row, l. to r.: 
Norman Beatty. 


and Mrs. Frank O’Brien—Mr. and Mrs. 


of Berkshire Life M 


leets at Old Point Comfort 


Fine Points of Closing Discussed 
By Bruce Sweet Before Rhodes Club 


\lmost any agent can open a sales 
interview, but it takes a smart salesman 
to close it satisfactorily, stated Bruce 
Sweet of the George N. Matthews agen- 


cy, Buffalo, N. Y., in talking before the 
ithodes Club convention of the Berkshire 
Life at Old Point Comfort last week. 


Mr. Sweet, in discussing completing the 
sale, listed a few of the more common 
and serious “sales killers,” these being: 
talking too much, over-eagerness to’ Sell, 
incomplete knowledge, the fear complex, 
getting away from the main subject, crit- 
icizing competitors, negative selling atti- 
tude and argumentative attitude. 

Turning to the constructive side of his 
subject, Mr. Sweet discussed the advan- 
tages of pressing forward to a close, 
using suggestion, the technique of auto- 
matic closing, on which last point he said 
in concluding: 

“The simpler you can make the closing 
process for the prospect, the easier it is 
to complete the sale. 

“It is not so difficult to build up auto- 
matically to a successful close by the 





tancy cause “d by 
on next.” 

Mr. Tocque stated that it is 
agreed that an agent can average six 
hours of selling effort per day making 
four calls per hour resulting in at least 
two interviews per day. 





wondering ‘whom to , call 


generally 


cumulative of favorable smaller 
decisions. 

“As each point in the sales presenta- 
tion is made, endeavor to secure an af- 
firmative reaction from the prospect: 
‘That’s true, isn’t it, Mr. Prospect?’ or 
‘You agree with me, don’t you?’ or ‘I 
suppose you would name your children 
as contingent beneficiaries ?’ or ‘Shall we 
add this particular benefit or apply for 


power 


this feature?’ or ‘Plan sounds good, 
doesn’t it?’ 
“A sufficient number of these minor 


decisions prepare the prospect for the 
final close by leading him step-by-step 
in that direction. And, most important 
of all, automatic closing of this kind 
avoids the danger of a ‘showdown’ at 
the end of the sales presentation. 

“There is a good deal of virtue in the 
quiet yet supreme confidence with which 
some salesmen complete a sale. They 
don’t appear to be assailed by any. doubts 
about completing the sale. They go 
after the business in full stride, expect- 
ing a favorable decision as a matter of 
course, and act as if it were the only 
natural thing that could possibly happen 
They show no tendency of timidity or 
hesitation or fear. Asa result, the pros- 
pect is more often than not impressed 
by this positive attitude of confidence 
and becomes imbued with the inevita- 
bil'ty of the final decision.” 


Leo hedectllia ieaies” B. ss ng L. ” Riche—Mrs. 


Ceres The 


Sale 


(Continued from Page 16) 


an existing problem; or an 
eager service in answering 


attitude oj 


an inquiry, 


“But whatever else it may be, certainly 
the opening remarks will be positive ani 


constructive ; 


what the salesman says wil 


be interesting; it will be thought- pro- 


voking; it will be specific; it 


will reflect 


intelligence ard enthusiasm; it will indi. 
cate knowledge and ability and above ali 


it will be permeated with 
and with anxiety to serve. 


friendliness 


“The principal point for the salesmay 
to keep in mind in framing his opening 
remarks is to choose the appeal that will 


carry the 


most weight with the pros- 


pect and make the most favorable first 


impression. 
“There is nothing 
display or selling at 
pect’s attention. 


like 


Every 


good 
aid to focus a pros- 
salesman has 


visual 


available to him something that he can 


show to the 
his opening 
smoothly he 
opening remarks 


; and 
introduces it 
and the 


remarks; 


prospect in tying up with 


the more 
with these 


more effec- 


tively he displays it, the more interest 


does he arouse in the 


pr »spect’s mind 


The sale sman’s chances of holding the 
prospect’ s favorable attention are many 


times greater with this visual selling 
aid than without it. 
“The most valuable piece of visual 


display, of course, is an 


illustration or 


completed proposal—simple in form and 
readily understood—or perhaps specimen 


checks filled out with 


cents benefits payable 
pre yp SE d 


og 


~ 


W. L. Hadley—Mrs. 


the dollars and 
unde 


r the plan 


i 


and Mr. 


Second row, I. to r.: Mr. and Mrs. Howard Vidal—James D. King and Miss Edna Perlman—Mrs. L. V. V. Moss—Bruce Sweet and Mrs. Sweet—Mr. and Mrs. 


Fletcher—Mrs. and Mr. Fred Lewis. 
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DUFFIELD 


visualiza- 


EDWARD D. 

No man 
tion of the vast panorama of life insur- 
ance than President Edward D. Duffield 
of the Prudential, who died last week, 
because there is no clearer visualization, 
anyone 
institution than he did. It 


could have clearer 


nor could believe more firmly 
the insurance 
was an evangelic faith which needed no 
stimulus of imagination for the reason 
that he was a daily witness at one of the 
deepest sources of this eternal and con- 
stantly flowing stream of insurance ben- 
efaction. To him insurance was not only 
a Rock of for the home and 
family but he grasped every occasion to 


America 


Gibraltar 
emphasize the significance to 
of the 

As long as people are 
ance or feel unhappy if they cannot buy 


institution 
buying 


insurance 
insur- 
it, then in his opinion America is safe 


because in purchasing insurance Ameri- 


cans are living up to the great traditions 


which created and have continued the 
republic; those are the traditions of 
thrift, of responsibility of character, de- 


through initiative, and inde- 


Insurance 


velopment 
pendence. 
tecting the family 
means continuing 


buying means pro- 
and the home. It 
the pattern of the na- 
tion according to the concept of the 
founders of the republic. His doctrines 
were not exclusively for others to adopt. 
He recognized his own responsibilities as 
organization which has mil- 
lions in its own 


head of an 
family membership and 
demonstrated this in many ways and es- 
pecially when his company embarked on 
its great housing construction program. 
An earnest, eloquent, powerful person- 
ality, Mr. Duffield was able to project 
his views on insurance and on citizenship 
over such a wide area that he had a con- 
siderable influence on contemporary 
thought. While life insurance has lost 
one of its finest champions and New 
Jersey its outstanding citizen, Mr. Duf- 
field’s messages incorporating such high 
ideals of individual honor, business fidel- 
ity, and civic 
highest standards 
and of 
will carry on. 


patriotism—constituting 
for American character 


American sense of obligations— 


PROGRESS BY COOPERATION 

Cliff C. Jones of Kansas City, 
of the National / 
& Surety Agents 
of the National 
\gents, 


president 
Association of Casualty 
and a former president 
\ssociation of Insurance 
emphasis to the 
need for cooperation between agents and 

npanies in his presidential address at 


gave dramatic 


casualty-surety convention at 
Springs this week. Mr. 
make the mistake of in- 
“viewing alarm” 

imagined in devel- 
his theme, but in the frank, 
cere manner which has characterized his 


the joint 
White Sulphur 
Jones did not 
jecting a 
any bugaboo real 


note of with 


oping sin- 


entire career he pointed to certain prob- 
lems which demand at this time 
attention of 


the co- 


operative producers and 
company executives. 

It is generally agreed that the most 
effective way to make progress by co- 
operation is by a frank exchange of 
views around the conference table in 
advance of the effective date of any 
This is as it should be. But 
yet, as Mr. Jones points out, the respec- 
tive conference committees of the pro- 
groups and the company execu- 
tives, formed 
framework. 


action. 


ducers’ 
exist only in 
is weight behind his 
suggestion to the White Sulphur Springs 
conventioneers that in making 


year ago, 
There 


these con- 
ference groups virile bodies with power 
to act lies, if not the solution, at 
the betterment of many of the problems 
of the business. Mr. Jones’ 
that committees 
together at an early date 


least 


recommen- 

be called 
with a care- 
fully prepared agenda of subjects is con- 
structive. 

Getting 
dress Mr. 


sideration of the convention those prob- 


dation these 


to the meat of his ad- 
Jones presented for the con- 


down 


lems that today demand attention. Few 
will argue with his statement that the 
mixed agency situation is intolerable, and 
that acquisition cost enforcement in cas- 
ua:ty-surety fields should be the first step 
in the study of the problem of reducing 
In this connection Mr. Jones rec- 
ognizes that a determined effort is now 
being made by the Acquisition Cost Con- 
ference for both casualty and surety un- 
der the chairmanship of E. J. Schofield 
to bring about the needed strict country- 
wide observance of the rules. 

The resident agency law figured promi- 


costs. 


nently in Mr. Jones’ address and, in fact, 
the punitive effect of such laws—espe- 
cially in Virginia, Montana and Louisiana 
—aroused the agents in White Sulphur 
session to demand that a uniform resi- 
dent agency law be prepared and sub- 
mitted to the National Association of 
Insurance Commissioners for adoption. 
Mr. Jones maintained that if this prob- 
lem is not solved in this manner “eventu- 
ally a broker may be prevented from re- 
ceiving commissions on any business be- 
yond the confines of his own state. The 








Group of Aetna Life representatives at regional conference in Quebec. Left 
to right, front row: H. C. Cochran, J. W. Heisse, C. V. Pickering. 

Middle row: P. P. Schmidt, M. A. Lowenberg, J. P. Garry, R. L. McCutcheon, 
J. J. Sullivan, R. Federico, J. S. Holmes, E. G. Schmitt, L. O. de Ronge, H. G. 


Feldman, J. T. McCance. 


Top row: Gus Steiner, R D. Patton, S. rote R. A. Bernard. 





James W. Hadley, son of W. L. Had- 
ley, vice-president and general manager 
of The Eastern Underwriter, 
the past three years has been connected 
with the business department of this 
paper, has enlisted in the U, S. Marine 
Corps. For the next several weeks he 
will be located at Marine Barracks, 
Parris Island, South Carolina. 
* x * 

Haley Fiske of the 
the Metropolitan Life, and son of late 
president of that company, and Mrs. 
Grace Ohmer Cochran of this city were 
married Tuesday at Baptist Church, New- 
town Square, Pa. Mr. Fiske is a gradu- 
ate of Harvard and served overseas dur- 
ing the World War. Mrs, Fiske is a 
daughter of Wilfred I. Ohmer, Dayton, 
O., former owner of the Dayton Journal 


Group division of 


and inventor of the Ohmer taximeter, 
the directorscope for battleships and 
other devices 

* * * 
Colonel Henry B. Fairbanks, well 


known New York City insurance broker 
and president of the New York Chapter, 
Sons of the American Revolution, and 
Richard V. Goodwin, vice-president of 
the Fireman’s Fund Indemnity and presi- 
dent of the Empire State Society, S.A.R., 
placed a wreath on the George Washin~- 
ton statue on the steps of the Snb- 
Treasury Building in New York City last 
Saturday morning during the Constitu- 
tion Day ceremonies. 
* * * 

Richard Fondiller, head of the actuarial 
firm of Woodward & Fondiller, New 
York, and Mrs. Fondiller left Wednes 
day for a Southern trip on which they 
will spend a few days at the Greenbrier, 
White Sulphur Springs, and will then at- 
tend the twenty-fifth anniversary meet- 
ing in Charleston, W. Va., September 26 
to 29 of the International Association of 
Industrial Accident Boards and Commis- 
sions. 


net result may be that direct writing mu- 
tuals having no agency complications may 
be the only insurance carriers in a posi- 
tion to handle the requirements of large 
assureds with locations in various states.” 


who for 


Siawent E. em, waenkiai Okla- 
homa City Association of Life Under- 
writers, is on the Oklahoma City Cham- 
ber of Commerce civic committee. 





JAMES D. 


who was last week 
elected president of the New Hampshire 


SMART 


James D. Smart, 


Fire of Manchester, N. H., started : 
work for the company on December |, 
1901. After serving in several depart- 
ments he became an inspector in the 
field in 1912. Four years later he was 
appointed special agent for eastern Mas- 
sachusetts and Rhode Island and in Jan- 
uary, 1920, returned to the home office 
to supervise as special agent the States 
of New Hampshire and Vermont. I 
1928 he received the title of general 
agent with supervision over all New Eng- 
land and the Middle Atlantic States. In 
January, 1930, he was elected “ee 


and three years later, February 7, 1933, 
was advanced to the position of vice: 
president. This post he retained until 


his election last week to president. 
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The Late J. A. Kelsey 


longer,” said the late 
J. A. Kelsey, manager of the Tokio and 
of the Standard Fire, when a reporter 
asked him upon the occasion of his be- 


“Wait a while 


ing elected president of the Standard 
Surety & Casualty if he would not con- 
sent to tell the story of his life and 
that of his family. He was one of three 
brothers, brought up in Indiana and all 
of whom became U. S. managers of fire 
companies. A close friend of the Kelsey 
“boys” in the Indiana days—Danicl F. 
Appel—was some years later elected 
president of the New England Mutual 
Life, serving in that capacity until his 
death. 

The reporter waited a few weeks and 
heard that Mr. Kelsey was having an 
eightieth birthday. He caught him as he 
was eating lunch at the Downtown As- 
sociation in New York City. 

“Surely, you will be willing to 
nisce today,” he suggested. 

“Wait a while,” said the vcteran man- 
ager. As the reporter was leaving, Mr. 
Kelsey was in retrospective mood and 
he offered this comment: 

“When I do decide to talk to you | 
think there will be enough material for 
you to write about. As an insurance 
manager I have gone through the busi- 
ness adventure of several wars and at 
least three major earthquakes, but wait 
a while.” 

“T'll see you on your eighty-first birth- 
day,” was the parting comment of the 
reporter. 

“Yes, that’s better,” he said. “You'll 
get a good story if you'll wait a while.’ 

A few weeks later Mr. Kelsey sud- 
denly passed away. 

* * x 


remi- 


Change of Style in Issues at Agents’ 
National Conventions 

As the years go by the issues which 
interest the National Association %f In- 
surance Agents change. At the start the 
question of unauthorized insurance was 
one which received considerable atten- 
tion on the floor. Agents in all cities 
were irritated because of fly-by-night 
companies, some of which had _ their 
“home offices” in Canada, and many of 
which had New York representatives 
who wrote anything they could get any- 
where. New York itself had a number 
of such companies. They had impres- 
sive stationery ; were wizards at writing 
letters and continued active until they 
had losses. If losses were fairly large 
they would fold up and disappear. The 
Same persons would sometimes have a 
number of companies. 

After a time the fly-by-nights disap- 
peared. Then came the controversy over 
the “annexes” or underwriters’ agencies, 
The National Association thought this 
System of company subsidiaries was an 
endless chain of manufacturing com- 


panies by the machine process. For years 
they clamored for the extinction of the 
annexes. Then that issue faded out of 
the picture as the “annex” idea dropped 
out, and the “pups” largely became 
companies with their own capital and 
surplus. Next of the big issues was the 
agitation against “bank agencies.” You 
hear little on that subject at conven- 
tions nowadays. Next came the “branch 
office” issue. 

Today the big agitation is over “mu- 
tual competition,” and next week it will 
be one of the principal discussions at 
both the agents’ convention at St. Paul 
as it was at the casualty convention in 
White Sulphur this week. 

’ + « 


Seeing Massachusetts History At 
Close Range 

Insurance conventions meeting in 
Swampscott, Mass., generally take time 
off to visit scenes of great historical im- 
port. Some of the most inspiring Amer- 
ican sagas have to do with Lexington, 
Concord and Boston. Many of those who 
attended the Massachusetts Bonding 
convention last week went to those 
places. Vice-President Spencer Welton, 
master of ceremonies at the convention, 
stood ready to answer all questions, in- 
cluding those of historical significance. 
He has lived in Boston only a_ few 
vears, but he has delved deep into its 
historical lore. 

The best impressicn I hove seen made 
upon insurance men recently by an out- 
sider was that of Mayor Maurice J. 
Tobin of Boston, who spoke at the ban- 
quet of the Massachusetts Bonding & 
Insurance Co. He looks as if he had 
been out of colleze but a few vears, 
but is somewhat older than his appear- 


ance indicates. He is tall, handsome, 
magnetic and a forceful and melodious 
speaker. 

One of those at the dinner who 


watched him most intently was Tames J 
Hoey of Hoey & Ellison. and Collector 
of Internal Revenue at New York City. 


That Mayor Tob‘n will go far seemed 
to be what was passing through Mr. 
Hoey’s mind. 

* * * 


Learning About the Pioneers 
Most of the national insurance con- 
ventions begin with a short historic?! 
talk. This is in the speech of welcome. 


The governor or the mayor or some 
other leading public citizen tells how 
the community was founded, and for 
what it is distinguished. And if a min 


attends enough conventions and keeps 
his ears open he will learn a lot about 
his country that he never knew before 
or which he picked up in early school 
days and then forgot in the passing 
years. When Americans go to Canada 
to be at conventions the historical talks 
are interesting, too, 


This is especially true of Quebec. In 
that city a fortnight ago a Montreal 
general agent told the convention of the 
French-Canadians who had come to this 
country and made settlements which 
later became Detroit, Pittsburgh and 
other cities. This talk was published 
by The Eastern Underwriter. 

Some more facts about these French 
explorer-settlers were told by Supreme 
Court Justice George E. Bushnell in his 
address of welcome to the International 
Association of Insurance Counsel, meet- 
ing at Mackinac, Mich. Many insurance 
conventions have been held at Mackinac 
Island. Name is pronounced “Macki- 
naw.” It is part of an old Indian trading 
post, 

Here are some from 
3ushnell’s talk: 

“Here, to this spot, in 1634, came Jean 
Nicolet, the first ‘white man,’ to explore 
the Great Lakes, sent out from Quebec 
by Champlain to discover a passage that 
would open up trade with the Indians, 
and here also came Father Marquette 
and other priests and explorers in 1671 
to found their missions at St. Ignace 
and elsewhere, Here Cadillac raised the 
Fleur-de-lis of France, where it waved 
for almost a hundred years until old 
Fort Mackinaw was evacuated in 1760 
and occupied by the English the follow- 
ing year. By the treaty of Paris our 
soil passed from French to British con- 
trol in 1763, the same year the British 
garrison at Old Mackinaw, over on the 
mainland, was massacred by the Indians. 
The old fort you see near-by was built 
in 1781 and the one at Old Mackinaw 
abandoned. I shall not trespass upon 
the right of Colonel Roger Andrews, 
the author of that excellent new book, 
‘Old Fort Mackinac on the Hill of 
History,” and other writers who love 
this spot, to tell the story of the military 
prowess of those who held command 
here over the Straits of Mackinaw ex- 
cept to remind you that the British 
armed forces also loved our land and 
lakes so much that they did not leave 
Michigan until 1796, which you will re- 
member was some years after they had 
suffered defeat at the hands of their 
rebellious American sons. 

“The stories of John Jacob Astor 
and his American Fur Co., of the jour- 
neys by Cass and Schoolcraft, in 1820, 
to the Northwest from Detroit by way 
of Mackinaw and Lake Superior to the 
headwaters of the Mississippi, returning 
by way of the Chicago-Detroit Indian 
trail, and the sagas of that mighty and 
mythical woodsman, Paul Bunyan, must 
be told by other tongues.” 

x * * 


Attorney’s Stratagem 


The four insurance agents or brokers 
who sat in the case of “Jimmie” Hines, 
Tammany leader accused of “protecting” 
a gambling system, no doubt read with 
interest the story in last week’s New 
Yorker about Defense Attorney Lloyd 
P. Stryker’s gags to impress juries. 

One story he id to do with his defense 
of a woman sued for damages by her 
maid who claimed that a stepladder had 
buckled and thrown her. Stryker tested 
the ladder by running up and down it 
several times, and then brought it into 
court. To illustrate its sturdiness he set 
it up before the jury and stomped heart- 
ily on the bottom step, which broke in 
two. For just a moment he was non- 
plused; then, recovering himself, he ex- 
plained, “See, gentlemen, it takes that 
kind of a heavy, blow to break it. 


quotes Justice 


Cunard essai Fund 


The Cunard Insurance Fund Account, 
from March 31, 1937, to March 31, 1938, 
was issued recently as a Parliamentary 
Paper. It showed a balance on hand of 
£75,409 compared with £64,762 the pre- 
vious twelve months. 

In his report the 
auditor-general writes, respecting the 
marine risks of the Queen Mary, that 
during the vear premiums amounting to 
£20,884 7s. 6d. were received for a period 
of twelve months commencing May 12, 
1937, covering an insurance of £1,630,000 
out of a total of £4,800,000 on the vessel. 


comptroller and 
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As in the previous _—, the charge was 
at the rate of 25s. 744d. per cent sub- 
ject to part refund in ie event of the 
vessel lying up for thirty days or more. 
Under this condition £975 was refunded 
in respect of premiums received in 1936, 
and £882 18s, 4d. in respect of 1937 pre- 
miums was similarly refunded in 1938. 
‘or the twelve months commencing 
May 12, 1938, there was a small increase 
in the amount of insurance taken by the 
market and the board was accordingly 
called upon to provide cover for £1,584,- 
000 out of a total of £4,800,000. In the 
period of the present account £6,997 17s. 
7d. was paid by the board of trade in 
settlement of their share of claims for 
damage sustained by the ship on three 


voyages. Further claims amounting to 
£2,700 18s. have since been admitted and 
paid, and additional claims have been 
notified which may involve a_ small 
charge on the fund. 

No claims, it is stated, have been 


made in respect of the insurance cover- 
ing the constructions risks of the new 
vessel, and no issues from the Consoli- 
dated Fund under section 4 (2) of the 
Cunard ((Insurance) Agreement Act, 
1930, have yet been required. 

ok ca * 


Falloon and Williams Officers of 


British Insurance Association 


At the 
Insurance 


annual meeting of the British 

Association held in London on 
September 7, C. H. Falloon, director and 
general manager of the Atlas, was clect- 
ed chairman and F. J. Williams, general 
manager of the Royal and the L. & L 
& G., was elected deputy chairman for 
the ensuing year. 

The new chairman has spent the whole 
of his business career with the Atlas 
For ten years he was controller in Hong 
Kong and Shanghai and for a further 
two years branch manager in Bombay. 
To this Far Eastern period of his life is 
due the naming of his house Fah Loong 
at Moor Park, near London. Mr, Fal- 
loon’s hobbies are golf and chess and 
he is treasurer of the Insurance Chess 
Club. 

Mr. Falloon succeeds as chairman Sir 
William Palin Elderton, actuary and 
manager of the Equitable Life for the 
past quarter of a century. Mr. Willams, 
who in turn will succeed him next 
is combining his present appointment as 
deputy chairman with the presidency of 
the Chartered Insurance Institute, to 
which office he was elected in July. 

The British Insurance Association is 
among the newer organizations of the 
insurance world, having been established 
in 1918. Its objects are the —— 
promotion and advancement of the com 
mon interests of all classes of insurance 
business. Its membership since its for- 
mation has comprised substantially all 
the most important offices in the United 
Kingdom. Only matters are dealt with 
by the association which are referred to 
it by one or more of the sectional com- 
mittees and questions which, when 
brought before 1 


Vear, 


it by a government de- 
partment or a similar body, are thought 
by the sectional committees to be suit 
able subjects to be dealt with by the 
association on behalf of all of them 

The association actively interested 
itself in the effect of the National De 
fense Contribution on ordinary insurance 
offices and the Chancellor of the Ex 
chequer has since modified this impost 
to meet the protests of the association 
and insurance leaders 

* * * 
Salvage Corps History 

The St. Louts Globe-Democrat on Sun 
day morning, September 18, carried an 
interesting feature story on the Unde 
writers Salvage Corps of St. Louis whic! 


was formed sixty-four years ago. The 
story was based on notes of the corps 
history compiled by Raymond W. Smith, 


Aetna, wh 
Othe: 


Missouri state agent for the 
is president of the salvage corps. 


members of the corps executive commit- 
tee are John J. O’Toole, secretary of F 
D. Hirschberg & Co.; Joseph F. Hickey, 
head of the Mercantile Insurance Agen 
cv; Thomas R. Collins, head of Martin 
Collins Son & Co., and Roy W. Smith, 
well known insurance broker. 
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Marine War Risk 
Rates at High Levels 


AS MUCH AS 10% IS QUOTED 


Underwriters Act in Face of European 
Crisis; Gold Shipments Almost 
At Standstill 

Nominal war risk marine insurance 
rates were abandoned late last week 
when, in the face of the European crisis, 
marine underwriters throughout the 
world moved to cancel existing open 
policies. Since then war risk rates have 
been changed almost hourly with the 
range varying from about one-half of 
1% to as high as 10%, depending upon 
the character of cargo, destination of 
shipment and the international outlook 
at the moment. Previously the general 
war risk rate had been 2% cents per 
$100 on transatlantic shipments to and 
from northern Europe. On Wednesday 
transatlantic cargo rates were 1% for 
eastbound trips and 4% for westbound 
cargoes, 

Several American underwriters have 
announced that they would not issue 
coverage against capture at any rate on 
shipments to Germany under German 
flag ships, the thought being that if war 
came German vessels would be subject 
to quick capture by the French or Brit- 
ish fleets. 





As anxiety rose over last week-end 
underwriters were quoting a rate of 
10% for war risk coverage on cargoes 


for German ports on German vessels. 
Last Friday the rate had been 5 to 74% 
for the same insurance. On American, 
3ritish and French vessels bound for 
Channel ports the war risk rate ranged 
around 75 cents and for Scandinavian 
and Dutch ships it was $1, or 1%. Lower 
rates were quoted on cargoes shipped 
from Channel ports to the United States 
because westbound vessels presumably 


would be out of the danger zone more 
quickly. 
Rates Raised in Orient 
Tokio quickly followed the lead of 


York and raised war 
British, French, German 
and Italian ships bound for European 
ports. Three and 4% rates were quoted 
on merchandise from Shanghai and 
Japan to Europe via the Suez Canal 
and from Australia to Europe via the 
same route. 

Shipments of gold came virtually to a 
standstill because of the high war risk 
rates which must be added to the ordi- 
nary marine rates covering all perils 
other than war. Gold consigned to the 
United States from Europe, other than 
Germany, carried a war risk rate of 
about 12 cents per $100 of coverage: 
eastbound gold war risk rates ranged 
from 25 to 50 cents. 

The declaration of Premier Benito 
Mussolini that Italy would be on the 
side of Germany in the event of a gen- 
eral European war caused rates on mer- 
chandise bound to and from that coun- 
try to advance to new post-World War 
highs. For merchandise bound for the 
United States from Italy in American- 
flag vessels, the rate was $1 per $100 
For merchandise in American-flag ves 
sels bound for Italy, the quotation was 
$1.50 per $100 

Representatives of the London and 
Manchester Chamber of Commerce and 
of traders handling shipments of wheat 
and coal sent a deputation to the Board 
of Trade in London this week to protest 
the big increases in marine war risk in 
Surance 
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A.I.U. Opens Branch 
In San Francisco 


CLEMENT J. SMITH IN CHARGE 
Facilities for Covering American Inter- 
ests Abroad Now Available to 
West Coast Producers 
International Under- 
New York City an- 


of a branch office 


The American 
writers Corp. of 
nounces the opening 
at 30 Pine Street, San Francisco. This 
office will be directed by Clement J. 
Smith, chairman of the board of the 
corporation, who was born in San Fran- 
cisco and has a wide acquaintance there. 

The American International Under- 
writers Corp. is affiliated with American 
Asiatic Underwriters Federal, Inc. U.S.A. 
of Shanghai, China, and with the sev- 
eral other insurance organizations which 
C. V. Starr and his associates operate. 


The A.A.U. has carried on a successful 
general insurance business for Amer- 
ican companies throughout the Far 


East since 1919 and has representatives 
in practically every important city in 
the Eastern hemisphere. 


The A.I.U, with its affiliated corpo- 
ration, American International Under- 
writers Agency, Inc., acts as general 


foreign managers for a 
number of well known American com- 
panies. It solicits business only through 
brokers and agents and has complete 
facilities for writing fire, casualty and 
miscellaneous insurance lines anywhere 
in the world, excepting only U.S.A. and 
Canada. During the past eleven years 
it has developed a world-wide organiza- 
tion and there now remain few places 
where it cannot render competent ser- 
vice. Its facilities thus make this use- 
ful and important home-foreign market 
more conveniently and readily available 
to American assureds who desire the 
benefits of sound American stock com- 
panies for the protection of their various 
interests throughout the world. 
Ss. D. McCOMB ‘IN | EUROPE 

Samuel D. McComb, manager of the 
Marine Office of America, arrived in 
France this week on the Normandie. He 
will also visit England and return to this 
country around November 1. Mr. Mc- 
Comb goes abroad nearly every year in 
September to attend the annual meeting 
of the International Union of Marine 
Insurance. It is doubtful, however, 
whether he will attend this year’s con- 
ference at Baden-Baden, scheduled for 
next week, because of the war crisis. 


agents and 





from Mediter- 
North America. 


ranean at 2% and 14% 
ranean ports to eastern 
\ll rates excluded Spain and Spanish 
possessions. A rate of 2% either way 
fixed on cargoes in transit between the 
Mediterranean and the Far East. 












































September 23, 1938 
ONSTANTLY endeavoring to 
provide our policyholders with up-to- 
date protection and security for the 
requirements of to-day. 
FIRE—TORNADO—INLAND MARINE 
AUTOMOBILE—FIRE, THEFT, COLLISION 
INSURANCE COMPANY 
OF PROVIDENCE 
INCORPORATED 1851 
CAPITAL $1,000,000 
BYRON S. WATSON | 
PRESIDENT | 
be in direct charge of George Albiez, 


M. D. Hess Co. Named 
By Buffalo in N. J. 

GENERAL AGENT FOR STATE 

Also General Agent For Eureka-Security 


and Monarch, Ceasing Represen- 
tation of the Pearl 





M. D. Hess Co., Inc., one of the 
New Jersey, an- 
appointment as general 


The 
leading 
nounces its 
agents in the State of New Jersey for 
the Buffalo Insurance Co. of Buffalo, N 
Y. As of September 1 the M. D. Hess 
Co., Inc., has relinquished representa- 
tion of the Pearl Assurance 
agents for New Jersey. However, they 
continue to represent the Eureka- Secur- 
ity Fire & Marine and the Monarch Fire 
of the Pearl-American fleet. 

The acquisition of the Buffalo en- 
one the facilities and service of the 

D. Hess office in the development of 
~ sd Jersey territory. Production of fire 
business under the new arrangement will 


agencies in 


as general 





ones 








The Tokio Marine & Fire 


Insurance Company, Ltd. 


J. A. Kexszy, General Agent 


PREMIUM RESERVE 

OTHER LIABILITIES 

SURPLUS TO POLICYHOLDERS 
TOTAL ASSETS 


$609,232.73 in the above are 


Bonds & Stocks valued on New York Snsusance Department Basis. 


United States Fire Branch: 80 John Street, New York 


GeorceE Z. Day, Ass’t. General Agent 


U. S. Statement December 31, 1937 


% 1,903,636.30 
1,044,037.34 
10,394,211.93 
13,341,885.57 


Securities carried at 


d in various States as required by law. 














vice-president, assisted by he Hart 
in charge of southern New Jersey ter- 
ritory and Frank Williams in charge of 
northern New Jersey territory. Engineer- 
ing service will be under the supervision 
of Mr. Williams who heretofore has been 
associated with one of the leading in- 
surance brokerage houses of New York 
City. 
Monroe D. Hess, who heads the or- 
ganization, will continue actively in 
charge of the entire operation of the 
agency which has produced not only a 
substantial volume of premiums but has 
accomplished this with a very low loss 
ratio. Mr. Hess is active in_ political 
circles, having been treasurer of the Re- 
publican County Committee during 1936. 


Brooklyn Sheen 9 Hold 
First Fall Meeting 


The first Fall meeting of the Brooklyn 
Insurance Brokers Association was held 
Wednesday at the Hotel Bossert and 
presided over by Sylvester P, Eisemann. 
The various committee reports were read 
and approved. 

Several problems of vital interest to 
the brokers were brought up and dis- 
cussed at the meeting. These problems 
will be pursued further and reported on 
by the committee heads for further dis- 
cussion. 





Two Federal Promotions 


The board of directors of the Federal 
of Jersey City at a meeting Wednes- 
day elected Thomas J. Goddard a vice 
president and elected Joseph J. Mag rath 
secretary to succeed Mr. Goddard, who 
has held that office many years. 
officers of the company are associated 
with the organization of Chubb & Son. 
Mr. Magrath, the new secretary, joineG 
that organization last year after a long 
experience as chief of the rating bureau 
of the New York State Insurance De- 
partment. 
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New Jersey Association of Underwriters 


Business P roduction 
Keynote of Convention 


NEW HIGH IN ‘REGISTRATION 


500 Hear of New Educational Pro- 
~~ and of Means to Meet Cut 
Price Competition 


By Edwin N. Eager 
Business production was the dominant 
theme of the forty-fifth annual conven- 
tion of the New Jersey Association of 
Underwriters, held last Thursday and 
Friday at the Berkeley-Carteret Hotel 
in Asbury Park. More than 500 agents, 
company representatives, organization 


oficials and other guests registered, a 
new record high for New Jersey agents’ 


meeting's revealing widespread interest 
in the principle of organization and an 


eagerness to acquire information helping 
ty produce more premium income. 
Practically the entire program for the 
two-day gathering centered around the 
general subject of production with par- 
ticular emphasis placed upon two major 
lines of endeavor designed to expand 
agents’ business. One was education, 
the other intelligent meeting of cut-rate 
competition. With respect to the for- 
mer the New Jersey Association has ar- 
ranged for a comprehensive insurance 
educations il program to be given this Fall 
and Winter at the University of Newark. 
This program combines insurance courses 
and general courses and is considered 
me of the most extensive sponsored by 
any agents’ association in the country. 
Several talks and a playlet presented 
by special agents tackled various angles 
if the price basis appeal problem. Lack 
of more complete knowledge of present 
day fire and casualty coverages and in- 
adequate preparation to meet the “sav- 
ing in cost” argument of non-stock car- 
riers are costing many agents hundreds 
of risks and are responsible to a large 
degree for whatever inroads these mu- 
tuals and reciprocals are making today 
the agents at the convention were told. 


Cut-Rate Problem in Other Lines 


William J, Cheyney, vice-president of 
the National Retail Furniture Associa- 
tion, brought out clearly that cut-rate 
competition is not confined to insurance. 
Retail furniture dealers suffer severely 
from the same problem, he said. A long 
study of the situation makes him posi- 
tive, he asserted, that the attempt to 
make the short cut, to get something for 
nothing, is futile. The buyer who seeks 
to eliminate the service-rendering agent 


(Continued on Page 28) 


H. DONALD HOLMES 
New President 





Rural Agents Told That Farm 
Problems are Fundamentally Moral 


attain 
ratios and expan- 


Steps considered essential to 


lower farm fire loss 
sion of capital stock company premium 
income on rural business were discussed 
informally at the first rural agents’ con- 
ference held by the New Jersey Associa- 
tion of Underwriters during the annual 
meeting of the association at the Berke- 
ley-Carteret Hotel in Asbury Park last 
Thursday and This gathering, 
attended by 
pany representatives, was presided over 
by C. Stanley Stults, Highstown, 
president of the body and 
ber of the 
National Association. He 


Friday. 
over sixty agents and com- 
past 
state mem- 
executive committee of the 


was obviously 


encouraged by the keen interest dis- 
played by the New Jersey agents in 


rural insurance problems and feels that 
a successful rural agents’ meeting can be 
heid during the 
months at which a 
devoted to this single subject. 

After nearly two hours of general dis- 


next few 
can be 


sometime 
whole day 


cussion last week the consensus was that 
underwriting of the 
moral hazard element in farm risks will 
bring noticeable improvement in the loss 
this class 


more successful 


experience on of business, 
which in the last few years has devel- 
oped a loss ratio of over 100%, without 
including the expense factor. 


Holds Farm Risks Can Be Profitable 


In opening the rural meeting Mr, Stults 
contended that this field offers an excel- 
lent opportunity for increased premium 
income and profitable underwriting if the 
business is handled by producers as it 
should be. For years Mr. Stults has 
been engaged in farm underwriting and 
has made money for his companies after 
he had learned to discriminate between 
good and poor prospects. He said that 
at present too much of the good busi- 
ness is going to the direct writing in- 
surers with their lower cost appeal, This 
trend is a challenge 
agents, he said, to convince their home 
offices that farm business is desirabie 
and that the companies should cooperate 
more fully with agents. He called upon 
the agents to assume an aggressive atti- 
tude with respect to farm business and 
not remain merely on the 





THEODORE S. BROWN 
Executive Committee Chairman 


to stock company 


defensive, 


watching their best risks being lost 
eradually. 

Leon A, Watson, expert of the New 
Jersey Schedule Rating Office, who 


spoke at some length and answered nu- 
merous questions offered by the agents, 


backed up Mr. Stults’ statement that 
moral hazards create more farm losses 
than physical hazards, despite the lack 


of first grade public fire protection in 
rural areas. He told how large mort- 
vagee ne became disturbed a few 
years ago when stock fire companies 
lahesind i on their acceptance of farm 
business, making coverage for many 
farm owners difficult to obtain. Study 
of farm losses revealed the existence of 
considerable over-insurance of risks, ag- 
vravating the moral hazard. As a re- 
sult the three-fourths value clause, with 
a rate reduction, was put into use upon 
an optional basis. Mr. Watson feels 
this idea would be generally beneficial 
if the three-fourths value clause were 
made compulsory. He strongly urged 
stock company agents not to insure farm 
risks beyond conservative values. 


Supplemental Contract 


Some agents believe that the supple- 
mental contract offers a good selling 


point which many non-stock competitors 


cannot meet, as their charters do not 
now permit writing these extra cover- 
ages. The one significant drawback 
mentioned is the $50 deductible provi- 


sion. Replying to the question why is 
the supplemental cover rate on farm 
property higher than on town property, 
Mr. Watson said farm buildings face a 
vreater windstorm possibility be- 
cause of more complete exposure to the 
full force of the wind, whereas in towns 
buildings tend to protect one another. 
Several agents reported that their as- 


loss 


sureds prefer to retain specific wind- 
storm insurance, with full coverage, 
rather than take the broader supple- 


mental contract with the deductible pro- 
vision. Mr, Watson said he recognized 
the seriousness of this handicap. 
Discussing rates Mr, Watson said many 
types of farm buildings now carry the 
same rate as unprotected out buildings 
because the former now present no spe- 
cial farm hazards. On the other hand, 
it is impossible, he said, to differentiate 
between the losses resulting from truck, 
poultry, dairy and fruit farm risks as 
the experience is not classified separate- 
ly by insurance companies. A few agents 


(Continued on Page 24) 





CHARLES E, MEEK, JR. 
Retiring President 


Annual Convention 


H. D. Niches President, 
Succeeding C. E. Meek 


BROWN EXEC. ‘COMMITTEE HEAD 


Waldron, Farrow, Christie, Shuttleworth, 
O’Gorman, Schenck, Meek on Ex- 
ecutive Committee 
H. Donald Holmes of Summit, who has 
been chairman of the 
for the last year, 
dent of the New 
the closing session of the annual conven 
tion last Friday afternoon. He succeeds 
Charles E. Meek, Jr., of Paterson. The 
odore S. Brown of Perth Amboy was 
elected executive committee chairman; 
William F. O’Brien of Passaic was re 
elected secretary-treasurer and Alan V 
Livingston of Englewood continues as 
national councillor. 
Members of the 
were elected as 


executive commit- 
was elected presi- 


Jersey Association at 


executive committee 
follows: William J. 
Waldron, Trenton; Hubert M. Farrow, 
Red Bank; Alfred Christie, Bergenfield; 
Samuel J, Shuttleworth, Atlantic City; 
William D. O’Gorman, Newark: Douglas 
S. Schenck, Jersey City, and Mr. Meek 

County vice-presidents were elected as 
follows: Atlantic, Addison McKee, At- 
lantic City; Bergen, Clarence Lofbere 
Teaneck; Burlington, H. Ford Stockwell, 
Moorestown; Camden, W. J. McAllister, 
Camden; Cape May, Arthur M. DeMaris, 
Ocean City; Cumberland, Dean Mac- 
george, Vineland; Essex, Herbert 
Brooks, Newark; Gloucester, Graham 
Chesney, Paulsboro; Hudson, Frank Bu- 
cino, Hoboken; Hunterdon, Norman W 
Young, Whitehouse Station; Mercer, 
Charles F. Andrews, Trenton; Middle 
sex, George W. Miller, New Brunswick: 
Monmouth, Stephen E. Pawley, Asbury 
Park; Morris, Marry E. Tucker, Boon 
ton; Ocean, Raymond Voorhees, Lake 
wood; Passaic, Arthur T, Reidel, Pomp 
ton; Salem, O. W. Acton, Salem: Som 
erset, Thomas D. Van Syckle, Bound 
Brook; Union, Donald M. Pearsall, 
Westfield, and Warren, A. B. Craig, 
Blairstown. : 


President Holmes’ Career 


Mr. Holmes was born in Newark on 
February 20, 1887. When he was eight 
years old his father, the late Edward ( 
Holmes, purchased a farm in Summit and 
made that his permanent home. In 1896 
young Donald’s father established.a real 
estate and insurance office in Summit 
and on March 1, 1908, the son became 
associated with his father in this busi 
About three years later, upon the 
(Continued on Page 24) 
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New Jers 


ee County Board Geto 
W. J. Wilson Memorial Cup 


The William J. Wilson Memorial Cup, 


awarded annually to the county board 
which has rendered the most distin- 
guished service to the American Agency 


System, went to the Essex County Board 
of Underwriters. The citation accom- 
panying presentation of the cup was as 
follows: 

“The Essex County Board of Under- 
writers called attention to the officials 
of the city of Newark defects in the 
method of writing its insurance, in forms 
used and in other matters pertaining to 
the insurance coverages. It offered its 
services in the making of surveys. Its 
suggestions and recommendations were 
heeded and, while the association was 
not permitted to carry through the rec- 
ommendations, this being done by an- 
other committee appointed by the insur- 
ance chairman of the governing body, its 
suggestions resulted in a lowering of 
rates and broadening of protection, thus 
saving money and rendering real service 
to the citizens of Newark. 

“The Essex County Board built up its 
membership to the largest ever attained 


by a county board of New Jersey, and 
it is following through efficiently the 
Bergen Plan. In addition, it has held 


unusually large, interesting and helpful 


meetings.” 


Clever Skit Contrasts Good 
And Poor Agency Service 


The New Jersey Special Agents’ As- 
sociation and the New Jersey Field Club 
cooperated to put on a clever skit enti- 
tled “A Day in a Local Agent’s Office.” 


This skit portrays an agent answering 
many questions about coverage and 
shows clearly the consequences to as- 


sureds of buying insurance from agents 
who have not established offices, who 
are uninformed and who sell merely for 
the commission they receive. 

The skit was written and produced by 


R. H. MacDonald of the Fire Associa- 
tion. Members of the cast were Miss 
Dorothy Haas, National Union Fire; 


Mrs. Cristine Nolan, local agent of North 
Bergen; Arthur Bachman, Home; Fred 
a Bross, Loyalty Group; Norman W hite, 
Insurance Co. of North America; G. H. 
Buckingham, Phoenix Assurance; Rob- 
ert Moore, Boston; Jack Olson, Fire As- 
sociation; Harold Wittich, Providence 
Washington, and Philip Winchester, Fire 
Companies‘ Adjustment Bureau. 


NATIONAL UNION DELEGATES 


Among those attending the meeting 
of the New Jersey Association were 
Secretary Fred J. Breen and Special 
Agent Joseph Kasas of the National 
Union Fire of Pittsburgh. Mr. Kasas 
had a much better time than he did ten 


years ago, when he made the first of his 
many trips to the Caribbean countries. 
On the fourth day out of New York 
the ship on which he was a passenger 
encountered a hurricane, which struck 
Palm Beach. After battling the storm 
they arrived at Kingston, Jamaica, B. W. 
I, twenty-four hours late and there Joe 
read in the newspapers that the ship 
had been lost. The date was September 


18, 1928. 


WOMEN’S GROUP ATTEND 

Nearly thirty members of the Insur- 
ance Women of New Jersey attended 
the annual convention of the New Jersey 
Association of Underwriters at Asbury 
Park last week, Mrs. Cristine B. 
lan of North Bergen is president of the 
women’s organization. 

MEMBERSHIP NEARS 800 

Donald M. Pearsall, chairman of the 
membership committee, reported last 
Friday morning th: it forty-five new mem- 
bers from Camden ( County were joining 
the state association, bringing total mem- 
be rs hip close to R00. 


y Association of Underwriters 


All Living Snitchin 
At Meeting Except Moffatt 


One of the principal reasons why the 
New Jersey Association is a _ potent 
agents’ organization and commands wide 
respect is the high calibre of its leader- 
ship. Not only has this association hard 
working and loyal officers but also the 
active support and cooperation of agents 
who have served as officers in past years. 
At the Asbury Park convention last week 
every living past-president was in at- 
tendance with the single exception of 
Thomas C, Moffatt, who lived formerly 
in Newark but who retired from insur- 
ance some years ago and moved to Cali- 
fornia, living now near San Diego. As 
a tribute to Mr. Moffatt the past-presi- 
dents all signed one of the convention 
programs and sent it to him. The for- 
mer presidents at the convention last 
week included the following: 

R. F. Murray, W. M. Dickinson, Fred 
J. Cox, Arnold Rippe, Thomas W. Cock- 

r, Harry L. Godshall, Frederick Hick- 
aD Harvey B. Nelson, Alan V. Liv- 
ingston, William G, Hurtzig, C. Stanley 
Stults, Edward M. Schmults and Herbert 
A. Faunce. 


Bergen County Plan Is 
Pushed by County Boards 


County vice-presidents reported to the 
convention Friday morning on progress 
being made in various parts of the state 
in putting into effect the Bergen County 
plan, designed to secure the removal of 
part-time agents not considered quali- 
fied to render first class insurance serv- 
ice. The process of weeding out ques- 
tionable agents is going ahead with con- 
siderable speed in New Jersey. Insur- 
ance companies are cooperating in this 
movement and also in efforts to cut down 
bank agency appointments considered in 
conflict with agents’ principles. Among 
those reporting on county affairs were 
Abram S. Turteltaub, Hudson County; 
J. Arthur Heck, Bergen; George W. 
Miller, Middlesex; M. Rabinowitz, 
Ocean; Douglas J. Cullen, Passaic; O. 
W. Acton, Salem, and Donald M. Pear- 
sall, Westfield. 


“Word Magic” Film Makes 
Hit With N. J. Agents 


\mone features of the annual meeting 
of the New Jersey Association at As- 
bury Park was the ‘showing of the widely 


heralded sound motion picture “Word 
Magic.” Exclusive rights for the insur- 
ance field have been obtained by Aetna 


Life and affiliated companies and it was 
brought to the state association through 
the courtesy of the Newark office of 
Aetna Casualty & Surety Co. 

“Word Magic” is a talking motion pic- 
ture featuring Elmer Wheeler, who as 
sales consultant for duPont, Macy’s, 
Statler Hotels, International Silver, 
Johns-Manville, Hoover Co., Texas Co. 
and other large organizations has devel- 
oped and applied successfully five impor- 
tant selling suggestions. 


SEEK NATIONAL CONVENTION 
The New Jersey Association voted to 
instruct its delegates to the National 
Association convention at St. Paul next 
week to invite the national body to hold 
its annual meeting in 1943 at Atlantic 
City. Five years from now the New 
Jersey organization will be celebrating 
its fiftieth anniversary. 


WINS GOLF TROPHY 


William D. Rogers, special agent of 
the Insurance Co. of North America 
Group, won the handsome golf trophy 
offered by the management of the 
3erkeley-Carteret Hotel. He shot an 8&0 
low gross at the tournament Thursday 
afternoon. 


ROGERS 


Annual 





Careers of Officers 


(Continued from Page 23) 
retirement of Edward C. Holmes, H. 
Donald Holmes became sole proprietor 
of the business, operating under the 
name of the Holmes Agency. For awhile 
before entering insurance the younger 
Mr. Holmes was employed in New York 
City and Newark 

Outside of his personal business con- 
nections Mr. Holmes has at two differ- 
ent times served as president of the Sum- 
mit Real Estate Board and also has 
served two terms as president of the 
Summit Association of Underwriters. He 
was elected a vice-president of the state 
association representing Union County a 
few years ago and_ subsequently was 
elected to the executive committee. He 
has served on that committee for the last 
three years as well as being on the execu- 
tive committee of the Union County As- 
sociation of Underwriters. 

One of Summit’s civic leaders, Mr. 
Holmes was a member of the Board of 
Education from 1920 to 1934. He is or 
has been president of the Summit Rotary 
Club, Business Men’s Association and 
Passaic Valley Chapter, Sons of Ameri- 
can Revolution, He belongs to Overlook 
Lodge, F. & A. M. and is a director of 
the following institutions: First Nationai 
Bank & Trust Co., State Title & Mort- 
gage Guaranty Co. and Summit Building 
& Loan Association. Mr. Holmes is like- 
wise serving as a member of the board 
of managers of the Bonnie Burn Sana- 
tarium which is the Union County tuber- 
culosis hospital. 


Theodore S. Brown 


Mr. Brown, the new chairman of the 
executive committee, made his first con- 
tact with insurance about thirty-six years 
ago. In 1903 his father, the late Fred- 
erick L, Brown, who was a retired mer- 
chant, opened an agency in Perth Am- 
boy with the National Union Fire of 
Pittsburgh as the first company. Today 
the agency of Theo. S. Brown, Inc., 
writes insurance coverage for thirteen 
leading fire and casualty companies. 

The part played by the present head, 
Theodore S. Brown, in the early years 
of the agency was comparatively minor. 
While he did assist his father in estab- 
lishing the insurance end of the _ busi- 
ness, having had short experience with 
the Nielsen Bros. agency, now out of 
business, he left insurance as a full-time 
proposition in 1904 to engage in journal- 
istic endeavors in the drug trade in New 
York City for several years. Before 
returning in 1912 to become associated 
with his father Mr. Brown devoted con- 
siderable of his spare time in those eight 
years to insurance but it was not his 
major occupation. The elder Mr. Brown 
passed on in 1930, after retiring in 1920 
at which time his son was given com- 
plete control of the agency. 

Graduated Doctor of Pharmacy 

By early training the younger Mr. 
Brown was a pharmacist. He secured 
his doctor’s degree from the New York 
City College of Pharmacy, which was 
affiliated with Columbia University, but 
his entrance directly into the field of 
applied pharmacy was postponed per- 
manently by the excellence of his col- 
lege thesis. This thesis, revealing that 
Mr. Brown possessed more than average 
qualifications as a writer in addition to 
a fundamental knowledge of pharmacy, 
attracted the attention of the editor of 
the Druggists’ Circular of New York. 
Mr. Brown was asked if he wished to 
become a member of the staff of this 
trade journal and his answer was “Yes.” 

During his stay in the trade paper field 
Mr. Brown wrote also for several other 
monthly and weekly drug publications 
and finally entered the daily field with 
the New York Journal of Commerce. 
On this newspaper he covered news and 
the activities of the cotton exchange and 
the crude rubber market, 

To veterans in the drug business Mr. 
3rown is still remembered for the im- 
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Convention 


portant part he sil ts in breaking 
ring of crooks which had long preyed 
upon the names and reputations of | 
gitimate drug concerns like Lehn & Fink 
McKesson & Robbins, Wm. J. Schief. 
felin, and others. 

Meantime, however, his father’s bys. 
ness was growing and by 1912 additional 
assistance was required in the agency, 
So the younger Mr. Brown quit th 
newspaper field to return to insurance 
and he has remained in it continy iusly 
this last quarter century. His father, 
advancing in years, confined hi mself 
thereafter to real estate while Theodore 
assumed full charge of insurance deyel. 
opment. 

For over twenty-one years Mr, Brown 
has been a member of the New Jersey 
Association of Underwriters and his in. 
terest and activity in the affairs of the 
organization resulted three years ago in 
his election to the executive committee 
He is also secretary- treasurer of the 
Middlesex County agents’ 
which he helped to form. A little more 
than a year ago he was prominently 
identified with the formation of the Mon- 
mouth County (N, J.) Insurance Agents 
Association. 

Mr. Brown’s son Vernon is secretary 
of the agency. Recently Mr. Brown's 
son-in-law, Howard W. Parker of Red 
Bank, N. J., became affiliated with the 
concern as assistant treasurer, 


Farm Proble ms 


(Continued from Page 23) 


apparently were of the opinion that some 
types of farms bring larger losses than 
others. Again Mr. Watson pointed out 
that the question of ownership and man- 
agement, namely the moral hazard, i 
the dominating influence rather than the 
use to which farm property is put, 
Supplemental Form as an Endorsement 
The majority of farm agents appar- 
ently find it difficult to understand why 
the supplemental contract, now known 
as extended coverage endorsement, can- 
not be sold as a separate contract in 
amounts which assureds desire. Under 
the rule that this additional protection 
must be attached to existing fire poli- 
cies in the same amounts, agents pointed 
out that often they carry only a portion 
of some farmer’s insurance and when 
they sell him the additional coverages 


Supa 


assoc iation 


they find themselves working for their 
competitors; for if the farmer wants 
complete protection against the supple- 


mental hazards he must buy it from the 
companies having his fire insurance and 
in the same proportion. 

Mr, Watson explained that present 
conditions resulted from the move for 
nationwide uniformity, which he charac- 
terized as a necessary evil. Although 
local conditions vary greatly in different 
parts of the country, because of the 
extended properties of many large cor- 
porations doing interstate business uni- 
form coverage is generally demanded 
He expressed the hope that the supple- 
mental contract problem will be solved 
some day by having the fire policy te- 
vised to include in itself all the perils 
now granted under the fire contract plus 
the supplemental contract. Such a pro- 
posal is now before the Insurance Com- 
missioner’s committee studying revision 
of the standard fire policy. 

At the present time premium income 
derived from sale of the supplementa 
contract throughout New Jersey 1s Tun 
ning at about the rate of $300,000 : 
year, Mr, Watson said. 

Russell M. L, Carson of Glens Falls, 
N. Y., president of the New York State 
Association of Local Agents, asked for 
his views, said agents in New York are 
concerned with the smoke damage clause 
in the No. 4 supplementé il contract. The) 
contend the coverage is limited whereas 
smoke or smudge damage sold as specific 
rrotection is sufficiently broad. This 
alleged limitation of the smoke protec- 
tion when included in the supplementa 
contract is making the policy harder 10! 
agents to sell, Mr, Carson said. 








Septer 











: THE EASTERN === 
September 23, 1938 <= a— UNDERWRITER = 


—S—S——— 


————$ ———— 
— 


When They Turn Up The Heat - 


Your clients and prospects should be covered 
by F. & C. Residence Steam Boiler insurance 
with its valuable inspection service. 


Every residence offers a possible opportunity 
for placing this protection. 
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Metal Mine 
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Many Millions of Dollars Lost Annually Through Such Fires; 
Increased Use of Electrical Equipment Brings Sharp 
Rise in Losses From That Cause 


By T. Alfr 
National Board of 


Mine fires, 
like other 
the result of 


with a few exceptions, start 


fires and in most cases are 


carelessness, thoughtless- 
ness or neglect. They may be considered 
as relatively few in number but they in- 
volve very different conditions and are 
costly both in the loss of life and prop- 
erty. Over a period of years more lives 
were lost in metal mines from fires than 
from any other hazards which are com- 
mon to the industry. In 90% of the 
fires there has been no loss of life, hence 
the general public seldom hears of the 
property loss which frequently, in indi- 
vidual instances, reaches hundreds of 
thousands of dollars. On the other hand, 
in other cases the property loss has been 
small, but the loss of life has become a 
tragedy. 

Unfortunately, what makes the fire 
hazard at metal mines much greater is 
the prevalent idea among metal mining 
owners and operators that their particu- 
lar mine is not subject to fire; that there 
is, virtually, nothing to burn, that the 
product mined is incombustible or the 
nine is too wet for a fire to get a start 
These and dozens of t other equally dan- 
werous excuses are given for failure to 
expend funds or effort in safeguarding 
the property against fire, or for the in- 
stallation of necessary equipment for 
fire control 

Under the best of circumstances fire 
fighting in metal mines is a dangerous 
and difficult task. It involves entirely 
different conditions from ordinary fire 
fighting. Certain gases generated from 
combustible material burning in restrict- 
ed areas are poisonous and cannot be 
breathed, even in small quantities, with- 
out serious and often fatal results. In 
addition, smoke is confined, which ob- 
scures the vision and prevents the fire 
fighter from gaining access to the fire 
area. The mine fire always holds the 
threat of imminent disaster even if such 
does not occur. 

About 100 Fires Annually 

In a study of the loss of life in 

ine fires | find some exal) 
ples. In one, 163 lives were snuffed out; 

another, forty-seven; in another, twen- 
ty-one; and your own Hollinger gold 
mine fire in Ontario where thirty-nine 
ives were lost in underground opera- 
tions. There are approximately one hun- 


metal 
impressive 


lred metal mine fires annually when the 
ines areé perating at even moderate 
capacity. The property loss during the 
same period reaches many millions of 


1 1 


llars and the indirect loss of 

caused by shut-downs, to the 
rkmen, is even mort 

In a survey of mine fire causes we 

ote they have changed with the evolu- 
m of mining methods and equipment 


Income 
pwners and 


Of more than one hundred fires in 1922, 
5% were caused by ignition of timb« 
by candles (rarely found in any up-t 


late operation today) and 58% were the 
result of ope es and fires for heat- 
It is significant 





ng and other 


purposes 


hat with the disappearance of the can 
dle the percentage of fires caused by 
iners’ lights dropped from 52% to 10%, 
ithough the percentage due to the mis 
Ise f carbide increased from 2% t 
10% Another significant trend should 
also be noted in comparison: fires from 
t | causes, involving equipment or 
isuse, rose from 4% to nearly 40% 
lar period in keeping with the 
‘ ectrif 1101 f the pre pertie S 
Where Fires Start 
In a st f over a hundred fires to 
scertain the place f origin, it was 
und over 20% started in the shaft, that 


ed Fleming 


Fire Underwriters 


in most cases was wet, and almost 20% 
in underground shaft or pump stations, 
half of which were damp or very wet. 
\bout 25% started in timbered drifts 
or crosscuts, 12% in stopes, 10% in ore 
and waste chutes, 3% in raises, 3% in 
explosive magazines, 3% in surface 
structures and the remaining 4% in 
caved-in regions, etc. The fact that over 
40% of these fires started in shafts or 
shaft and pump stations shows clearly 
where definite fire prevention should be- 
gin. It is also significant that 65% of 
the fires started in shafts, shaft stations, 
drifts, or crosscuts, all of which are 
readily accessible for inspection purposes, 
as well as for fire prevention installa- 
tions and practices. Inspection and su- 
pervision should have prevented these 
fires. 

The rapid rise in the number of elec- 
trical fires parallels the introduction of 
electrical equipment for operating pur- 

This would indicate that greatest 
should be exercised in the selec- 
tion, installation and use of electricity 
underground, as well as above ground. 
Certainly all electrical installations ought 
to be kept under the closest scrutiny and 


poses. 


care 


in the best of repair at all times. It 
seems also to be well established that 
fires from smoking, misuse of carbide 


lamps and open fires for various purposes 
still continue to give their toll of loss. 
Smoking is utterly unnecessary and dan- 
‘erous in a mine and open flame, in 
aliost every case, is reprehensible. Fully 
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(New Jersey) 
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FIRE RE-INSURANCE 


Baltica Insurance Co. Ltd. 
(Denmark) 
U. S. Branch 


Facultative 
90 John St., New York City 
Pacific Reinsurance Bureau, Ltd. 
114 Sansome Street, 
San Francisco, California 








three-fourths of metal mine fires have 
their origin in these controllable causes. 
Need for Trained Fire Patrol 

When we consider the time of the 
fires in this survey we note the preva- 
lence of fires just after the working shifts 
leave the mine. This would indicate the 
importance of a trained fire patrol dur- 
ing non-working periods and at least for 
the first two hours after the working 
shift leaves. It also shows the import- 
ance of educating employes and secur- 
ing their cooperation in fire and accident 
prevention. 

In the application of fire prevention 
principles, let us consider first the sur- 
face plant. In order to avoid danger 
from forest fires, all brush and timber 
is cleared away for a space, if possible, 
of 1,000 feet from the mine opening and 
no inflammable building allowed closer 
than 100 feet. Mine openings, which 
naturally require fireproof construction, 
are supplied with suitable fire doors at 
the entrance of the shaft, so placed that, 
if necessary, not only fire but also fumes 
of any kind can either be kept out of 
the mine or sealed and retained in the 
mine. 

Grouping of the buildings is dependent 
upon the material of their construction 
and all structures not fireproof should 
be provided with automatic sprinklers. 


The location of the explosive magazine 
is always determined by the require- 
ments of the Bureau of Mines, A water 


supply storage reservoir with capacity of 
30,000 to 100,000 gallons is recommended, 
with an elevation of from 125 to 200 





Here is PROOF of LUMBERMENS Time-Tested SECURITY 





l. In 


December 31st financial statement, 


“L-M-C” set aside a 


special reserve of $61,182 which, with its $1,000,000 reserve for con- 


tingencies, is sufficient to absorb a drop in its stock holdings to the lowest 


levels of 1932. 
) 


Government bonds and cash, 


3. Lumbermens was able to report its surplus 


values 
principle that the policyholder’s 


for his protection. 


Prospects for insurance today 


especially when they know that in 
“L-M-C” 


on their insurance costs. 


dollar should be held 


are highly 


2. Lumbermens assets are highly liquid, over 61% being in U., 


at actual market 


through the last depression because of its strict adherence to the 


a trust fund 


interested in these facts. 


addition to depression-tried security 
policyholders have always received substantial dividend savings 


in good times and bad. 


(AMERICAN) LUMBERMENS MUTUAL 


CASUALTY COMPANY 


of ILLINOIS 


JAMES S. KEMPER, President 


MUTUAL INSURANCE BUILDING 


CHICAGO, U. S. 





Comprehensive Study | 
The accompanying article consists 
of extracts from an address by T 
Alfred Fleming, director of conserva- 
tion, National Board of Fire Under- 
writers, delivered this week before a 
joint meeting of fire chiefs and others 
at Noranda, in the gold, lead and 
nickel mining area of the Province of 
Quebec, Canada. This is one of the 
first comprehensive presentations of 
fire hazards in metal mines and was 
written after Mr. Fleming had made 
a close study of the problem. Deep 
interest in the subject is being shown 
at the present time by many fire in- 
surance companies, 
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feet. li domestic water is used from 
this tank, it should lead from a separate 
opening near the top so as to leave 80% 
ot the tank with a constant pressure. 
Ventilation a Vital Factor 

Within the mine ventilation is a vital 
factor. The influence of ventilation on 
fires and fires on ventilation is of great- 
est importance. Very few persons meet 
death in metal mine fires from actual 
contact with heat or flame. Nearly all 
iatalities are due to asphyxiation or suf- 
iocation. A well-planned properly in- 
stalled and carefully operated mechanical 
ventilation system, capable of control- 
ling or reversing air currents, is one of 
the best present-day protections from 
loss of life and property in case of fire. 
On the other hand, the cabanas of 
high-velocity air currents without proper 
study as to their use, or sufficient day- 
by-day attention to such details as the 
method of air coursing, or controlling or 
confining them, most certainly tends to 
increase dangers from fires rather than 
to aid in their elimination. a 

A secondary water supply consisting 
of storage in underground pressure 
tanks, entirely independent of the sur- 
face system, is an added _ protection. 
Automatic sprinkler equipment and 
standpipe and hose are important assets 
in extinguishing all mine fires. 

Every mine should have at least two 
openings which would act as_ escape- 
ways, each supplied with _ hoisting 
equipment to the lowest levels. A fire 
involving one would leave the other free 
for exit. The connections between open- 
ings require two or more standard fire 
doors to cut off areas, 

It is interesting to note the prevalence 
of fires in metal mines origin: nian in or 
near shafts. Downcast shaft and shaft 
stations, if possible, are of concrete con- 
struction and where this is not possible, 
timbered shafts and stations are fire- 
proofed. It is always desirable to 
make the shaft surface smooth as this 


greatly facilitates the flow of air. All 
shafts containing burnable — material 
should be protected by water sprays 


controlled by valves from the surface, 
these to be well marked and easy 0! 
access. Since many fires in timbered 
shafts are started by defective electrical 
wires, it is desirable to transmit electric 
power underground through drill holes. 
Otherwise it is essential that the part of 
the shaft containing the wires be fire- 
proofed and the power wires carefully 


installed to prevent leakage or short- 
circuiting of the current. 
Electrical Installation 
The carelessness with which under- 


ground electrical installations are made 
and maintained is appalling and fires are 
the inevitable result. The remédy for 
all this carelessness is obvious: only com- 
petent, dependable men should be em- 
ployed as electricians, and all electrical 


(Continued on Page 34) 








Septem! Y 


























FSP CRIT 
t—__ i tT o— 


23, 1938 omc 
=a ABE BIA EDS PEI ME OS he & 


September 





——— 


Local Agency Service and The 





HOME Insurance Company Are 


Synonymous and Inseparable 


The Home Insurance Company has always believed 
that a large and capable local agency organization is 
vitally necessary in order to render the best service 


to its policyholders. 


The Home has always been known as an agency 
company, and is always ready to assist its agents in 


the development of new lines. 


“For Safety Specify Stock Fire Insurance” 





THE HOME 


INSURANCE COMPANY 


NEW YORK 


FIRE, AUTOMOBILE, MARINE And Alllied Lines of Insurance 
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Talks on Business Production 


Continued from Page 23) 
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or retailer, and thus save money, is near- 
ly always paying more in the end be- 
cause of his mistakes. The cut-raters, 
Mr. Cheyney declared, hang on the out- 
skirts of the recognized system of dis- 
tribution through retailers, or agents, and 
they could not survive if the present re- 
tail and insurance selling systems did 
not exist to provide them with the bulk 
of the information on costs, forms, ete 
His appeal for insurance men and or- 
ganized furniture retailers to cooperate 
in meeting a common problem was loud- 
ly applauded, 

“Wherever there is a large somewhat 
fixed distributive organism through which 
the nation’s products reach the con- 


sumer, there exists an opportunity for 
those who do not think clearly nor 
straight, and perhaps not ethically, to 
seize the opportunity to prey upon the 


consumer’s vague knowledge of the many 
costs of distribution, the many functions 
which must be paid for, and to persuade 
him that by dealing in an undercover, 
back alley sort of way, he personally can 
escape these costs,” said Mr, Cheyney. 


What Direct Selling Means to Country 


“As private retailers, which all of you 
are, you will recognize the fatal conse- 
quences of the growth of this sort of ‘I 
can get it whealnaule’ business. Every 
manufacturer, every producer of any 
product, who is awake fo trends and ten- 
Ses in this country, must recognize 
that the ultimate prosperity of his own 
company rests on the strength and viril- 
ity of the retail trades which offer him 
his ultimate connection with the buying 
public. For these executives, in unison 
with thousands of other executives, to 
build up an undercover substitute for 
the supposed special benefit of their own 
employes is the broadest fallacy now 
extant in the business world. These 
employes represent families. Each em- 
ploye who thinks ‘he can get it whole- 
sale’ tells his neighbors. Already 15% 
of the merchandise sold in our industry 
leaks out through these private avenues 
of distribution. This 15% business loss 
Ineans: 

“(a) The difference between profit and 
loss to one and a half million retail 
stores, taxpayers, community builders, 


upporters of civic works, enterprises like 
vourselves. 

“(b) The diflerence between jobs and 
BR Fist for thousands of our 5,- 
000,000 retail clerks, 

“(c) The difference between efficiency 
and inefficiency, high and low cost of 
distribution in retail establishments. 

“(d) The difference between healthy 
and cooperative business association of 
manufacturer, wholesaler and_ retailer, 
and cantankerous distrust, based upon 
the knowledge that while seeking his 
basic distribution through retail chan- 
nels, many a manufacturer and many a 
wholes saler is secretly profiting by sub- 
terranean arrangements with company 
purchasing agents for the express pur- 
pose of leading company employes away 
from retail stores. 

“(e) And, finally, the 
tween actual, honest, consumer 


difference be- 
savings 


and the bitterly digested pill of ulti- 
mate awakening to the fact that secret 
signs, passwords, courtesy cards and 


other highly enticing subterfuge are a 
far cry from real reductions in price. 
Disillusionment 
“In the public interest, and now no 
longer selfishly, I want you to consider 


the fact that exhaustive investigations 
has proved that those who seek to bene- 
fit by wholesale buying are almost always 
sooner or later sadly disillusioned, and 
in a majority of cases actually terribly 
defrauded, in their quite natural attempt 
to short cut the costs of distribution. 
“It is obvious that these side alley 
and upstairs loft organisms could not 
handle America’s business. They do not 
constitute a substitute for retailing. 
Their existence depends entirely upon 
the plausibility of the story which they 
tell and upon the existence of a great 
major system of distribution upon which 


they can attach themselves as leeches, 
while at the same time there is nothing 
in their mode of operation which elimi- 


nates any real part of the cost of han- 
dling merchandise. 

“For you insurance people: If a 
new type of insurance can be developed, 
which affords everything that your in- 
surance affords and can be sold for less, 
then you had better sell the new type 


and give up your present connections. 
But, until someone finds a legerdemain 
in the field of mathematics which will 
change the present calculations of aver- 
ages it would seem that your job is to 
persuade the public, just as I am trying 
to persuade you, that there is no slight- 
of-hand in business. That if large sav- 
ings in costs were possible they would 
immediately be reflected through com- 
petition. 

“You personally are either worth your 
salt or you are not. You are either 
worth what it costs to keep you in your 
home community or insurance could bet- 
ter be sold and serviced by remote con- 
trol without you. It is obvious that most 
of you are performing a service which 
makes your existence in your local com- 

unity worthwhile to every one of you~ 
customers. Any one of them can buy 
insurance without your help but will 
vrobably get better insurance with your 
help. The consumer can buy furniture 
without the help of the retail store but 
our investigations a. Bs sang that it 
c sts him a lot more to buy furniture 
that way.” 


Dauwalter on Fallacy of Short Cuts 


F. S. Dauwalter, director, Business 
Development Office, following Mr. Chey- 
ney on the program, stressed the value 
to the public of the purchase of high 
quality insurance through intelligent 
agents prepared by education and ex- 
perience to give thorough and reliable 
advice based upon a full analysis of 
prospect’s requirements. 

The fallacy of short cuts to economic 
benefits, according to Mr. Dauwalter, is 
that the cut-raters are unwilling or un- 
able to back up later the products they 
sell so that ultimately the full cost to 
the purchaser is greater than if the in- 
surance, or merchandise, was bought in 
the first instance from a well established 
and responsible insurance agent or re- 
tailer. 

“How like the story of our own price 
competitive problem is that which Mr. 
Cheyney has _ related,” Mr. Dauwalter 
said. “It is an older problem in fire in- 
surance perhaps because the superior 
value of sound indemnity cannot be 
demonstrated as easily as the value of 
tangible merchandise. No matter how 
carefully it may be treated in the finish- 
ing process, gumwood is easily distin- 
euishable from genuine alanis but 
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Leaders look ahead — plot their course — 
study their campaigns 
tories. 


| TO LEADERS 
| plan their vic. 
} To agents who are leaders we offer 

“Planned Progress,” a booklet describing 

an aggressive selling plan to win and hold 

business. A plan complete in Structure, 
| yet simple enough to be early workable, 
A plan original in its solution of sales 
problems, yet sane in its method of opera- 
tion. And most important of all — a plan 
highly profitable to the agent who uses it, 


| Your spirit of leadership, together with the 
| right plan, can make positive the success 
of this year’s effort. We urge you to write 
for the booklet “Planned Progress” today, 


BOSTON INSURANCE COMPANY 


OLD COLONY INSURANCE COMPANY 
87 Kilby Street, Boston, Massachusetts 





insurance policies—whether they repre- 
sent the obligations of the soundest in- 
surance companies or the weakest—lovok 
very much alike. The public cannot dis- 
tinguished between them as easily as 
you and I can distinguish between gum- 
wood and mahogany. 

“We may be anxious to sell a certain 
type of coverage that we know the 
property owner needs to make his pro- 
tection complete. In concentrating upon 
that sale, let us not become totally ob- 
livious of the fact that the need for 
some other type of coverage may be 
even greater than that which we are 
intent on selling. We must not fail to 
interest ourselves in a broad analysis of 
the policyholders’ total insurance re- 
quirements. From such an analysis, we 
would often find that many types of 
insurance which are essential to com- 
plete protection have been completely 
overlooked, while others, less essential, 
although desirable in every sense, have 
been purchased. In many instances, we 
would also find that while types of in- 
surance purchased had _ been wisely 
chosen they had not been dovetailed to- 
gether skilfully, resulting in unnecessary 
gaps between some forms of coverage 
and an unnecessary overlap in others. 

“Only the experienced eye of the com- 
petent insurance ‘ret tailer’ can detect 
these faults, but unless we approach the 
customer’s problems from this point of 
view, we cannot expect him to recog- 
nize the value of our services. An) 
failure on our part provides a tempta- 
tion for him to purchase insurance from 
carriers which make no pretence of pro- 
viding this service, but which claim to 
eliminate at least a part of its cost. 

“Quite often any blame for these 
shortcomings should properly be shared 
by our customers themselves. Many 
property-owners think it necessary t0 
scatter their insurance purchase among 
a number of agents for reasons either 
of reciprocity or of friendship. Because 
they fear that jealousies may be aroused, 
they deny to any and ali agents the 
privilege of analyzing their insurance re- 
quirements, little realizi ng that their atti- 
tude in so doing is not unlike that of 
the patient who expects his doctor cot 
rectly to diagnose his ills without any 
knowledge of their symptoms.” 


Prof. Ackerman on Need for Education 


The new educational program of the 
New Jersey Association was explained 
by Professor Laurence J. Ackerman ol 
the University of Newark, who is the 
insurance instructor of that institution 
Introduced to the convention by 
Donald Holmes, Summit, chairman 0 the 
agents’ educational committee, Professor 


Ackerman said that agents are now aware 
that to protec 
must be reece ow and must kn 

(Continued on Page 30) 
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The above alphabet-wrecking caption is the name 





of a notable Maori college in New Zealand which 
burned to the ground last vear. the loss being one in 
which the Royal-Liverpool Groups= were substan- 


tially involved. 


The college stood on the site of an old mission 
station established during the earliest period of the 


white settlement. 


In the background of the lower photograph (taken 
after the fire from the lawn adjacent to the chapel) 


may be seen trees which were planted a century ago. 


Through their world-wide facilities and their time- 
tested capital stock organization. Companies of the 
Roval-Liverpool Groups offer unsurpassed facilitie= 
for obtaining coverage on desirable risks in the 
United States and in more than 100 countries. 
colonies and dependencies. 


OL GROUPS 


T. NEW YORK, N. 


PORFIC.N INSURANCE COMPAS bd BRI SH A&A FOREICOWN MARINE INST RANCE COMPANY FIRE ‘ F CF COMPA ' . Hk ERE 
& GLOBE INSURANCE CO. LTD HAMES MERSE MARINE INSURANCE COMPANY, LTI © QUEEN INSURANCE COMPANY OF AMERICA © THE NEWARK FIRE ID F 
FIDERAL UNION INSURANCE COMPANY . ROYAL INSURANCE COMPANY, LTD . THE SEABOARI NSURANCE COMPANY . AR I'S RANCE COMPAD i MEF 























September 


23, 1938 


























I Ssy: ogiiea 





MEET COMPETITION PROBLEM 





Scranton, Pa., Agents Prepare Survey 
Showing Sums Spent in Stores By 
tock Producers 
For some years stock fire and casu- 
alty company agentS have been weigh- 
ing ways and means of combating mu 
tual competition. An effective plan ap- 
pears to be the setting forth of the 
purchasing power of stock company 
wents and their forces. The local 

board of Scranton, Pa., is doing this. 
The Lehigh Insurance Exchange of 
this Pennsylvania city of some 
or so population recently made a survey 
of the income and buying power of all 
those directly dependent upon the of- 
fices for a livelihood. The material was 


published in circular form under the 
title “How Many of Your Insurance 
Dollars Do You See Again? Dollars 


Spent With Members of the Lehigh In- 
surance Exchange Return to You.” 
These circulars were mailed throughout 
Lehigh County The information was 
secured through a questionnaire filled 
out by all the agents in the section. 

\ big department store in Scranton, 
which had carried its insurance in the 
mutuals, after seeing the circular, asked 
the exchange to quote rates and now is 
planning to switch to stock companies 
because of the argument of the amounts 
spent annually by the agents, their em- 
ployes and their families. 


The presentation of the buying power 
of stock company insurance, coupled 
with the reminder that “over three- 


quarters of a million dollars is returned 
to circulation annually by this organiza- 
tion, to benefit directly every business, 
profession and individual,” has played an 
important role in helping Scranton 
agents overcome non-stock competition 


Agents Ask Larger Budget 


For Insurance Dept. Services 
That an increased portion of the in- 
surance premium tax revenue of the 


state Insurance Department, both to the 
purpose of extending the service of the 
state insurance department, both to the 


insuring public and insurance companies 
agents and representatives is advocated 


by the Insurance Agents’ League. Views 
of the agents on this subject were in 
corporated in a resolution at the recent 
convention at Spokane and forwarded 
to Governor Clarence D. Martin. 
Among the improvements in the pres 
ent state insurance department service 
was the annual publication of an agents’ 
license directory, and increase in the 


personnel of the department in the vari 
ous divisions in order to expedite the 


work 


JOIN NAT’L BROKERS ASS’N 
Society of Southern 
Angeles has been ac- 


The Insurance 
California at Los 


cepted into membership of the National 
Association of Insurance Brokers. W. W. 
Keith, president of the newly formed 


society, in applying for membership to 
the national association said that the 
brokers’ organization in Los Angeles 
had expressed unanimous approval of 
the application for affiliation to the na 
tional body Mr. Keith is head of the 
firm of Cosgrove & Co., of Los An- 
veles and New York. Insurance brokers 
in and around Los Angeles formed a 
local association several months ago. 


160,000 


Ice Stars To Entertain At 
Agents’ Convention Banquet 


Robin Lee, national figure skating 
champion, will head a cast of ice stars 
engaged to entertain the guests and dele- 
gates at the National Association of In- 
surance Agents convention next week in 
St. Paul. The ice spectacle, sponsored 
by the St. Paul Fire & Marine, will 
follow the get-together dinner at the 
St. Paul auditorium on Tuesday night. 

Other blade celebrities who will take 
part include Eric Wait, Calgary, Canada, 
famous ice comedian; Maribel Vinson, 
nine times U, S. figure skating cham- 
pion, and her partner, Guy Owen; Orrin 
Markhus and Irma Thomas of the St. 
Paul Figure Skating Club, who will give 
an ultra-rhythmic number ; Bobby Specht, 
Superior, Wis., and Hazel and Dorothy 
Caley, Toronto, Canada. 

An ice rink especially designed for the 
occasion will be built in the arena of the 
auditorium and an orchestra especially 
trained for ice revues will provide music 
luring the performance. 


BUFFALO C. OF C. CHAIRMEN 


\gents have been appointed chairmen 
of two important committees of the Buf- 
falo Chamber of Commerce. John L. 
Tiernon, president of Tiernon & Co., has 
been named head of the fire prevention 
committee of the business organization 
Charles H. Wilson of Wilson, Forster 
& McCall, Inc., has been chosen chair- 
man of the Chamber's public safety com- 
mittee, 


MAINE AGENCY HONORED 

Mrs. Helen M. Foster, owner of the 
Oxford Insurance Agency in Rumford, 
Maine, was recently presented a scroil 
by Special Agent E. G. Dunn of the 
Hanover Fire, marking that agency’s 
twenty-fifth anniversary as agent of the 
Hanover Fire 


JOINS HOEY & ELLISON 


Frank E. Shields Becomes Assistant 
Marine Underwriter; Has Had Long 
Training in That Field 

Frank E. Shields, formerly with Ser- 
vice Review, Inc, New York City, an 
inspection report company, has joined 
Hoey & Ellison, one of the large New 
York agencies, as assistant marine un- 
derwriter. He resigned his Service Re- 
view post last week to take up his new 
activity and will assist Elwood P. Faulk- 
ner, marine department manager of Hoey 
& Ellison. 

Mr. Shields was formerly with the 
Fireman’s Fund as an underwriter in 
the ocean hull, lake and yacht depart- 
ment. He resigned in 1929 to join 
Marsh & McLennan as lake hull placer, 
which position he held for three years. 
He later became associated with Wil- 
liam H., McGee & Co., as an inland 
marine adjuster, and was also with 
Schiff, Terhune & Co., Inc., as ocean 
marine and inland marine placer. 

Mr. Shields is thoroughly versed in 
the inland marine field, having been 
identified with it for a period of over 
thirteen years. 

ANDREW STAMMLER DEAD 

\ndrew Stammler, Newark local agent 
with offices on Clinton Street, died last 
week at his home in Irvington after a 
long illness. He was 58 years old. He 
placed considerable of the Newark busi- 
For some years Mr. Stammler had 
been blind and was assisted in his busi- 
ness by his son, Andrew, Jr. Born in 
Germany, he went to Newark in 1891. 
Besides his son he is survived by his 
widow and two sisters. 

Mr. Stammler was a member of Ger- 
mania Lodge 125, F. & A, M.; Newark 
Lodge of Odd Fellows, Newark Eneamp- 
ment 17 of Odd Fellows, Newark Eagles, 
Newark Moose, Christoph Ludwig K. U. 
V., Lincoln Mutual Aid Association of 
Newark, Massachusetts Protective Asso- 
ciation, Newark Labor Lyceum Associa- 
tion, Saenger Chor, Quad Club of Bur- 
lineton and the Edward TD. Balentine 
Association of Irvington. He was a di- 
rector of the Camfield Building & Loan 
\ssociation, of which he was treasurer. 


BALTIMORE INS. COURSES 

\s a part of its educational activities 
the Insurance Society of Baltimore will 
conduct classes in inland marine, fire 
and casualty insurance during the coming 
season. It is planned to start the courses 
on October 17 in large quarters on the 
thirteenth floor of the Garrett Building, 
Baltimore. The courses will be given by 
members of the Society and a charge of 
$10 for each course taken will be made. 
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New Jersey Meeting 


(Continued from Page 28) 
business thoroughly. 
surance course of the University of 
Newark plus the cultural courses de- 
signed to supplement the training in jn- 
surance will go a long way to help agents 
know their business, Mr. Ackerman said. 
Inielligent mastery of insurance is the 
primary aim of this new course. Th 
cultural features include courses in Eng- 
lish, economics and government so that 
the student secures a well-rounded yeai 
of instruction, 

\s a demonstration of the effectiveness 
of insurance educational courses for pro- 
ducers Professor Ackerman pointed to 
the successful results accomplished by 
the Chartered Life Underwriter move- 
ment in life insurance. This has re- 
duced the turnover in agents, he said, 
and considerably increased the income 
of agents taking the CLU course. Chief 
benefits of education, he asserted, a 
development of intelligence, ienadaniee 
of knowledge of insurance and improve- 
ment of self-confidence. An agent mus 
be a continuous student of the business 
to keep abreast of new developments and 
the agent who fails to keep himself so 
informed is certain to lose out to his 
competitors. To the public, Professor 
Ackerman said, education means conti- 
nuity of service through the same agents 
who will be recognized as fully worthy 
of business patronage. 


NEW YORK PRESIDENT ATTENDS 

Russell M. L. Carson of Glens Falls, 
N. Y., president of the New York State 
Association of Local Agents, attended 
the New Jersey agents’ meeting and par- 
ticipated in the discussion of rural agents 
problems. 


McCARTHY AGENCY APPOINTED 


The Twin City Fire has appointed the 
McCarthy Agency, Inc., 51 East Forty- 
second Street, as its fire agent for Man- 
hattan and Bronx and head agent for 
the New York suburban territory. Be- 
sides the Twin City this agency als 
represents the Century Indemnity for 
casualty lines, the World Fire & Marin 
for automobile risks, and the Aetna 
(Fire) for marine business. 


JOSEPH GOLUB APPOINTMENTS 
The Joseph Golub agency with office 
at 123 William Street, New York City, 
and 151 Remsen Street, Brooklyn, has 
been appointed Brooklyn fire agent for 
the Milwaukee Mechanics and as inland 
marine agent for the Firemen’s of New 
Jersey. Both companies are top Ta! nking 
members of the Loyalty group. 


The sixty-hour in- 


NEW BUFFALO, N. Y., AGENCY 


The new general insurance business of 
Collins, Fitzpatrick & Danahy has been 
organized at Buffalo, N. Y. to do @ 
general underwriting business. Three 
men long prominent in civic and busi- 
ness affairs are partners in the new 
agency. They are William L. Collins 
Paul E, Fitzpatrick and Edward T 


Danahy. 


WOMEN OPEN THEIR SEASON 

The Insurance Women’s Club_ 
Oklahoma City opened its season Sep- 
tember 14. A membership drive is to % 
launched. 
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Forum Club Dines And 
Admits New Members 


GRADS OF INSURANCE SOCIETY 
Notable Progress Made During Year; 
Edward R. Hardy, Sinclair T. Skir- 
row, A. C. Goerlich Speak 
ssiailiceas young insurance 
men in New York dined September 14 
with Edward R. Hardy, secretary, In- 
surance Institute of America; Sinclair 
T. Skirrow, secretary, Great Americ in, 
who is general educational committee 
chairman of the Insurance Society of 
New York, and Arthur C. Goerlich, the 

Society’s educational director 

Members of this 
of the three-year 
courses, joined together about a year 
ago in formation of the Forum Club, 
and have held regular meetings under 
the chairmanship of Joseph J. Graf, 
Marine Office of America. Their ob- 
jective is to encourage acquisition of 
better knowledge of insurance of al 
kinds among the younger men in_ the 
business. In striving for attainment of 
this goal the Forum Club has the whole 
hearted support of company executives 
ictive in Insurance Society work. 


New Members Admitted 


\ group of 


group, all graduates 
Insurance Society 


annual 


This dinner, the club’s second 
affair, was marked by admittance of fif 
teen new members. New by-laws were 
adopted at a business meeting following 
The membership now stands at twenty- 
eight and includes thirteen charter mem 
bers. The program beginning Octobe~ 
l calls for weekly at which each 
member will have an opportunity to dis- 
cuss current problems. Writing of theses 
will be urged as an aid to self-develop- 
ment and for the good of the business 
\ dinner gathering for the younger men 

the Society will also be sponsored 
That is a feature which is highly e1 
lorsed by Mr. Skirrow, who was speake1 


sessions 


f the evening. He expressed the hop 
that the club would strive to bring into 
its membership all graduates of the So- 
cety’s courses, and he was warm in his 
praise of the interest taken by the men 
bers in serving as proctors of the Society 
and aiding generally in the imsurancc 
educational movement 

Arthur C. Goerlich, who is off to 
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Wan 
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York 


IS secre 


dean of 
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Edward R 
educators, wh 
niversity for 


mst 
New 


vears and 


tary of both the Institute and the Insu 

ance Soctety, hit an inspirational note in 
his talk, the theme of which was: “Aim 
lor the top position in yveur company 
You are now fittins yourselves for such 
responsibility and I urge that vou take 
advantave of every educational opportu 
nity to reach that goal.” 


Mr. Hardy 


the writing 


added his endorsement t 
f theses by Forum members 


and urged delving into first sources in 
this connection. To kee p abreast of cur 
Trent problems he suggested that at its 
weekly meetings the club review variou 
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\long 
Hardy 
life 


of John 
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a chal- 


bc 0ks. 
he said: 


Throwing out 


will be translated 


English, but I don’t believe that 
in my time. Why not study 
proposals now being made to improve 


yourself to partici- 


New Members Presented 


the line of general reading Mr 
suggested biographies such as the 
Marshall, and also that of 
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Napoleon, which he believes would give Hunt, Fidelity & Casualty; James Liesner, 
background and perspective in gauging Life; Maurice D. Line, Northern 
the events taking place in Europe today. Elwin B. Schoen, Herbert L. 

Willis Mayne, Jr., General Accident, Wilson D. Shed, Marsh & McLennan; 
chairman of the membership committee, Wohlner, New York Insurance 
presented the following new members of John Bender, North British & Mercantile; 
the club: Jorgensen, General Accident. 

Charles H. Andrews, Jr Great American; 


Edward L. Bailey, Royal-Liverpool Groups; Al 

fred D. Brown, Fidelity & Casualty; Halley S. ATLANTIC CITY DIVIDEND 
Bowie, Royal-Liverpool Groups; Elliott H. Ep The Atlantic City Fire has declared a 
worth, Great American Indemnity; Elmer Har- dividend of $1 a share, payable 

rave, American Lumbermen’s Casualty; Louis ber 30 to stockholders of re cord Se ptem 
|. Hefele, itu Crum & Forster, Ine.; David J b r 20 























FIRE - 


NEW YORK 


MARINE - 


Group ot 


CASUALTY - 


reat American 


SURETY 


Insurance Companies 


New Dork 


° CHICAGO . MONTREAL 


AGENTS EVERYWHERE 





GREAT AMERICAN 


NEW YORK, N. Y. Organized 1872 


. SAN FRANCISCO 


INSURANCE COMPANY 


GREAT AMERICAN INDEMNITY COMPANY 


NEW YORK, N. Y. Organized 1926 


AMERICAN ALLIANCE INSURANCE COMPANY 


NEW YORK, N. Y. Organized 1897 


ROCHESTER AMERICAN INSURANCE COMPANY 


IEW YORK, N. Y. Organized 1928 


DETROIT FIRE & MARINE INSURANCE COMPANY 


DETROIT, MICH. Organized 1866 


MASSACHUSETTS FIRE & MARINE INSURANCE COMPANY 


COSTON, MASS. Organized 1910 


NORTH CAROLINA HOME INSURANCE COMPANY 


COUNTY FIRE INSURANCE COMPANY 


PHILADELPHIA, PA. 


RALEIGH, N. C. Organized 1868 


Organized 1832 


AMERICAN NATIONAL FIRE INSURANCE COMPANY 


DIRECTORS 


EARL D. BABST New York City 


Chairman of the Board, American Sugar Refining 
Company 


H. DONALD CAMPBELL. New York City 


President, Chase National Bank of New York 


ARTHUR O. CHOATE... . New York City 
Clark, Dodge & Co. 


JOHN M. DAVIS......... New York City 


President, Delaware, Lackawanna & Western 
Railroad Co. 
L. W. DOMMERICH..... New York City 


L. F. Dommerich & ‘Co., Commission Merchants 


WILLIAM H. KOOP...... 





COLUMBUS, O. Organized 1914 


JOHN H. HILLMAN, JR. Pittsburgh | JESSE S. 


Chairman of the Board, Hillman Coal & Coke Co. 


EUSTIS L. HOPKINS 


pany. 


New York City 


GREAT AMERICAN INSURANCE COMPANY 


PHILLIPS. ......New York City 


Vice-President, Great American Insurance Com- 


Formerly Superintendent of Insurance 


of New York 


Chairman of the Board, Bliss, Fabyan & Co., ARTHUR REYNOLDS San Francisco 
Cotton Goods Commission Merchants HOWARD C. SMITH... .New York City 
PERCY H. JOHNSTON... .New York City ee ew 
Chairman of the Board, Chemical Bank & Trust Co. | PHILIP STOCKTON Boston 
President, First National Bank of Boston 
SAMUEL McROBERTS. New York City ROY B. WHITE New York City 
President, Western Union Telegraph Company 


ALEXANDER R. PHILLIPS. New York City 


Vice-President, Great American Insurance 
Company 





.New York City 


President, Great American Insurance Company and Affiliated Companies 


GARRARD B. WINSTON .New York City 


Shearman & Sterling, Attorneys 








Assurance; 
Jamison & Co.; 


Department; 
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The rule in New York State for many 
vears was that the state militia encamp- 
ment at Peekskill should be named for 
the then governor of New York, he be- 
ing commander of the New York State 
martial forces | note that before Al 
Smith became governor and remained 
for several vears this rule was followed. 
Somebody went to sleep in the capitol 
at Albany and since Governor Smith’s 
time the camp has always been named 


Camp Smith 


It reminds me of what I saw in a 
small park in front of the Hotel Van 
Curler at Schenectady, N. Y. The order 
was civen by the city authorities that 
this small park should be kept sprink- 
lered, and it was, even though it rained 
pitchforks for nearly two days and 


August Building Permits 
Substantially Above 1937 


\ugust building permit valuations 
throughout the country remained sub- 
stantially above the comparative 1937 
level, but fell sharply below the July 
volume, due to the heavy decline in 
permits at New York 


of permits issued during August at 215 


Estimated cost 


cities, according to Dun & Bradstreet, 
ine., was $100,733,326 This was 28.5% 
under the $140,803,504 for July, but rep 
resented an increase of 15.0% over the 
$87,584,238 for August, 1937. 

New York permits last month, at $27,- 
312,482 were more than double the $13, 
167,997 a year ago, but 62.6% under the 
July total of $72,966,921. Excluding New 
York, permits for the 214 remaining cit- 
ies agerevated $73,420,844, a rise of 82% 
compared with the $67,836,643 for July, 
but a loss of 1.3% from the $74,416,241 
for August last year 

The continued expansion in August as 

mpared with a year ago lifted the ag 
eregate value of permits for the first 
cight months of this year slightly ahead 
if the same 1937 period. The cumula- 
tive total for 215 cities amounted to $769,- 
097,396, against $765,101,506 last year, an 
increase of 0.5% All of this gain, how- 
ever, was due to New York, where a rise 
of $109,000,000, or 65.4% brought the 
1938 figure for eight months to $276,- 
$68,583. Outside of New York the total 
vas $492,628,813, still 176% under the 
amount for the like 1937 period 


COMPANY ENTERING TENNESSEE 
The Underwriters Service Agency, 
Memphis, Tenn., general agents for the 
Associated Indemnity and Associated 
Fire & Marine in Arkansas, Mississippi 
and western Tennessee, has had its ter- 
ritory enlarged to take in all of Ten- 


nesses \t the same time the Associated 

Fire & Marine vhich has not been en 

tered in Tenne has applied for ad- 
sS) ! that tute 


CORROON & REYNOLDS DIVIDEND 


Directors of the Corroon & Reynolds 
Corp. have declared a dividend of 75 
cents a share on account of accumula- 
tions on the $6 preferred stock This 
dividend is payable October 1 to stock- 


holde f record September 23. 


ALES of the ROAD | 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 


n’'zhts, especially nights, but nevertheless 
the sprinkler kept on sprinklering 
* + * 


Ralph Potter’s Ancestor 

Ralph Potter, deceased secretary of 
the old Underwriters Association of New 
York State and later with the Eastern 
Union, was a direct descendant of Roger 
Williams, who, you will remember from 
your school histories, was driven from 
the Massachusetts Bay Colony by his 
religious opponents and went into the 
wilderness and founded the “Providence 
Plantation.” He was just as arbitrary 
and sour with his coreligionists later as 
his persecutors had been with him. 
When they buried him, an apple tree 
was either plantcd over him or grew 
by itself. Ralph told me once with a 
vreat deal of glee that tree bore sow 
apples until it died, due, no doubt, to 
its taking roots in the ground surround- 
ing the remains of Williams. Ralph 
told this story on his ancestor 


MARTIN L. WARD DEAD 


Had Been in Insurance For Nearly Sixty 
Years and Held Several Positions 
in New Jersey Field 

Martin L, Ward, who was in the in- 
surance business for nearly sixty years 
prior to his retirement three years ago, 
died September 17 at his home in Glen 
Rock, N. J., age 80. He was the father 
of William J. Ward, general manager 
New York Fire Insurance Rating Organ 
ization. 

Mr. Ward was born in Illinois and 
opened a local agency in Paterson, N.J., 
in 1878. He became secretary of the 
Passaic County Roerd, was employed by 
the Suburban Tariff Association, was 
special agent for the North British & 
Mercantile in the Middle Department 
and was in charge of the Schedule Rat- 
ing Office’s Paterson department when 
he retired three years ago. 


Great American Announces 


Changes in Middle West 


Changes in the Western department 
organization of the Great American wer 
announced recently by S. M.. Buck, 
manager and Western department vice 
president. Eugene F. McAdow. who has 
been field superintendent at St. Louis 
with supervision over that city and a 
part of southern Illinois, has been pro 
moted to agency superintendent with 
headquarters in Chicago 

\lso, service offices have been opened 
at Detroit, St. Louis and Cleveland. Ray- 
mond Waldron is being made manager 
at Detroit, A. R. Marks at St. Louis and 
Charles S. Chandler at Cleveland 

\ rearrangement is also being made 
in the Illinois field, O. B. Worcester, 
who has been acting as special agent in 
northern Ohio for several vears, is be- 
ing transferred to northern Illinois. His 
offices will be in Chicago. W. L. Scha- 
ber, who has been in charge of survey 
work at Columbus, O. has been placed 
in charge of the work formerly handled 
by Mr. Worcestet 


NEW HAMPSHIRE DIVIDEND 

Directors of the New Hampshire Fire 
have declared the regular quarterly divi- 
dend of 40 cents a share, payable Octo 
ber 1 to stockholders of record Septem- 
ber 17. 














RELIABILITY 


based on a record 
of satisfactory service 


ro agents and policyholders 





NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 


HART DARLINGTON, United States Manager 


EAGLE FIRE COMPANY 
of New York 


Incorporated 1806 
HART DARLINGTON, President 


The Oldest New York Insurance Company 


“aes 


HART DARLINGTON, President 
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75 Maiden Lane, New York 





In NORIVICH UNION there is strength 
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Friendly Cooperation Features 


Pennsylvania Agents’ Convention 
By E. S. Banks 


Galen Hall, located at 


in the beautiful South 


Picturesque 
Wernersville, Pa., 
\fountains, last week witnessed a new 
ra in the relations of companies and 


ents at the convention of the Penn- 


alyania Association of Insurance Agents. 


bygone 


Gone was the militancy of by 
ays, In its stead was the forerunner 
fa new thought—one of toleration, of 
inderstanding of the other fellow’s view- 
nt, of cooperation and of a desire 
et together around the counsel table 
peaceful 


riendly deliberation for a 





settlement of differences. 
The spirit expressed at Galen Hall is 
setting together with the aim of pre- 
senting a united front against attacks 
fany sort; of acting in unison in edu- 
iting itself and the public and in seck- 
ng to better serve and to be served. 
Controversial subjects such as the flat 
10% cut on household contents rates and 
e inland marine rating question were 
prominent only by their absence. The 
program arranged by Kenneth H. Barr, 
past president of the National Associa- 
_ sought only to effect harmony be- 
tween agents and companies and to edu- 
ate the agents of the Keystone Stats 


Companies’ Friendly Attitude 


good will attitude was confined 
ne to the agents but to the com- 
as well. For the latter the am- 
rs of friendship were Ray Mur- 
y, one-time Insurance Commissioner 
f lowa and now good will emissary for 
n of Casualty and Surety 
Executives; Vincent Cullen, president oi 
he National Surety; Laurence E. Falls, 
e-president of the American, and Al- 
bert Menard, assistant director of the 
Business Development Office. 
In explanation of the cooperative spirit 
i tl ‘ nts was the belicf that the 








LHC ave&nhi 
roblems affecting agents and companies 
re being ably handied by national con- 
ce Cc nittees Also playing a 


inent part was the friendly, “let's 


get towethe att.tude of the companies 
Le pite this lack of controve sial items 
the agenda the attendance at Galen 


Hall was the lareest in the history of the 
association. In his annual 





t t William F. Wingett 

pr the fact that for the first 
time the registration of agents exceeded 
at of ¢ | men. Unofficial tabu- 


1 


n placed the attendance at approxi- 





! note at the convention was 

the work of the state association during 

the past year in organizing and _ reor- 

ing local boards, in increasing its 

membership some 32%, and in helping 

the local boards to better organize and 
bette r serve thei nembership. 


Wilson on Credit Campaign 


* remost in importance and interest at 
Tuesday's business session was the ad- 
ress of W. Owen Wilson, Richmond, Va., 
past president National Association, on the 
joint campaign of the national body and 
the National Association of Retail Credit 
en on the proper usage of insurance 
M preventing and decreasing credit 
osses due to the lack of the proper cov- 
eTages 

Speaking extemporaneously, Mr. Wil- 
‘on touched on many points he will high- 
ight in his talk before the national asso 
“ation at St. Paul. He struck out strong- 
Y against those agents who refuse t 
educate themselves to meet this prob 
em, asserting that it was “my endeavor 
{0 prevent the shifting of accounts” and 
pointing that the sole blame of fail- 





Ure to aid credit executives in filling out 
nnaires prepared by the credit 
th the agents themselves. 

the cooperation of local 
eards with the national association in 


the questi 
men Jay 
Advocat ne 


this joint work with the credit group, he 
suggested that local organizations have 
represent them, committees composed of 
the outstanding fire, casualty and life 
agents in the respective communities. 

During the last year, he related, both 
he and T. Alfred Fleming have carried 
on a closer cooperation with the credit 
men, setting up committees in various 
cities to perform this type of work. In 
every instance the credit men have been 
giving complete cooperation. 

Mr. Wilson told his audience that be- 
fore the end of the year meetings will 
have been held with credit men that will 
have laid the groundwork for future co- 
operation. The work already, he said, 
has cleared up the misconception exist- 
ing among credit executives regarding 
insurance. 

Then he went on to cite the four-point 
program being used by both credit and 
insurance men to chart the insurance 
needs of business and industry. 

He divided this into (1) personnel 
(what business is doing to preserve per- 





sonnel—workmen’s compensation, 
liability for officers, group acci- 
dent and health insurance, group life 
and dishonesty); (2) the physical plant 
(in addition to the regular fire and tor- 
nado coverages all other insurance forms 
necessary to safeguard credit). 

The two other parts of the program 
were the financial side and miscellaneous 
coverages. In the latter classification he 
placed business interruption insurance, 
which “needs to be watched carefully in 
credit applications.” 

Mr. Wilson amplified his remarks by 
citing examples showing the daneer of 
loss due to improper insurance protec- 
tion on all of these four points 


per- 


sonal 


Suggested Ontario Fire 
Tax Meeting Opposition 


1 


Fire insurance companies doing b 


ness in Ontario are keenly interested in 


a petition which the Ontario Municipal 
\ssociation proposes to present to th 
Ontario legislature at the next session 
f Parliament. This resolution suygests 
that the government should impose a tax 
on all premiums for fire insurance writ- 
ten in the province. The tax would be 
based on a percentage of the premiums 
] 


and the revenue so obtained would 





\' 


One of o series inter- 

preting the world-wide 

facilities of the AI.U 
organization 


PARBOILED 
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turn be forwarded to the municipalities. 
It would be used in connection with a 
pension and benefit fund for civic em- 
ployes or to provide a portion of the 
cost of fire insurance. 

Fire insurance companies transacting 
business in Ontario are opposed to this 
tax and strong measures will be placed 
before the Ontario legislature should the 
plan come up for discussion by repre- 
sentatives of the companies. One point 
that irks the companies is the fact that 
or all of the suggested tax may be 
used for civic employe pensions. It is 
contended that the municipalities should 
look after the pensions and any taxation 
towards this end should be distributed 
over all lines of business and not be 
borne by fire insurance companies alone. 
Ontario fire insurance companies do not 


some 


object to bearing their fair share of tax- 
ation but do feel they should not be sub- 
jected to any form of discriminatory 


taxation. 


EAGLE STAR WINS SOF1 BALL 

At the close of the Downtown New 
York Insurance Softball League’s reg- 
ular season the Hanover Fire and the 


Eagle Star teams were tied for first 
place. In the post-season play-off the 
Fagle Star won. C. Gray and H. Buck- 


ley starred for the champions. 














The day of the daring explorer is pretty well past, but in these parlous times, every business 


man is an intrepid adventurer if he travels or plans an investment abroad without proper 


insurance protection. 


Our far-flung network of insurance specialists and claim representatives in all the principal cities 


of the world, assures our policyholders quick and effective settlement of claims. 


An A.l.U. policy is complete, simple, practical—a contract in English, with American Companies 
—gvaranteed by investments in the United States, subject to the jurisdiction of American courts, 


payable in New York in American funds, provides perfect 
protection and freedom from currency fluctuations, long 
distance negotiations, and difficulties of foreign tongues. 


As an international organization we insure all 
risks in all parts of the world. Consult us on 
your clients’ foreign insurance problems. Call 
or write for information. 


De 
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MERICAN INTERNATIONAL 


UNDERWRITERS CORPORATION 


111 JOHN STREET BeEekmoan 3-7730 NEW YORK 


FIRE 


LIFE 


CASUALTY INLAND MARINE 





AUTOMOBILE 


Returning to New York as 
Executive of the Pearl 


VINCENT L. GALLAGHER 
Vincent L. Gallagher, who has been 
Western manager of the Pearl at Chi- 
cayzo, 18 being transferred to the New 
York head United States office on Octo- 


ber 1 The Chicago office thereafter will 
be supervised by Fred G, Krueger, as 
sistant manager, who has been with the 
department was organized. Mr. 


Gallagher will management. 


since it 
assist the 


Mr. Gallagher is well and favorably 
known in New York insurance circles. 
Prior to joining the Pearl he was for 
many years associated with the America 
Fore Group, serving as secretary in gen- 
eral charge of inland marine, general 


cover and automobile business, 
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é ne >» 
Metal Mine Fires 
from Page 26) 

work made to comply \ ith standards 
even more exaciing than those estab- 
lished for surface structures. It is es en- 
tial that wires be insu ated fom all tin- 
ber suppo.ts, 


(Continued 


The storage battery lecomotive ts 
rapidly taking the place of the dangerous 


trolley power dist.ibat*) n, but ec: re must 
always be taken in m iit ne the cvarging 
stations fireproof. (:reatest considera- 


tion must be exeresed in supplying 
proper ventilation for these charging sta- 
tions to carry off hydrogen gas released 
during charging operations. Hydrogen 
is highly pen lighter than air, and 
must not be allowed to into. shaft 
or other air passages. 

In addition to all telephone or other 
devices of communication, a complete 
system of signals thor« ughly understood 
by each employe is necessary, so that 
no time may be lost in emergencies. In 
some mines stench is introduced into 
compressed air lines, which acts effec- 
tively, notifying all underground of a 
particular danger. 

Possibly the greatest hazard in a mine 
fire is from breathing carbon monoxide. 
Everything that burns gives off carbon 
monoxide in quantities that cause fatal 


pass 


Large operating units have built un- 
derground refuge chambers oe air- 
tight doors. In these chambers are 


placed barrels of wat-r, ciniiaeel air 
lines, foods and telephones. Mines with 
serious fire hazards or with only one 
opening to the surface should be re- 
quired to have refuge chambers in ca‘e 
of fires, cave-ins and other emergencies. 
They are considered invaluable in all 
improved systems 

In addition to 
standard extinguishers, 
at least sixty feet of attached and 
other equipment necessary for fire fight- 
ing, each station requires a comp!ete 
i of gas masks, detectors, first-aid 
appliances and other necessities recom- 
mended by the Bureau of Mines. 

Housekeeping is one of the most im- 
portant items in mine safety Boxes, 
paper and sawdust that go into the mine 
with the explosive, constitute a serious 
hazard. The removal of this refuse and 
all other combustible waste material and 
oe storage is essential. 

\ diagram map of the mine workings, 
showing the position of all exits, prin- 
cipal levels, manways, shafts, tunnels, 
bulkheads, fire doors, water lines avail- 


suitable, approved, 
standpipes with 
hose 


able, fire extinguishers, gas masks, tele- 
phones, compressed air lines, direction 
of air currents and refuge places, should 


be kept up to date and pk thay in different 
locations where it may be used regu- 
iarly in training periods. 


SURVEYING RICHMOND RISKS 
A special committee of the Richmond, 
Va., local board is making a survey of 
the city’s insurance with a view of im- 
proving the present coverage and point- 
ing out exposures that might result in 
loss. The committee comprises D, ¢ 
Hancock, chairman; J. D. Ewell, W. R. 
Walker, E. T. Ie Jarnette and Stuart 


Ragland. Several company represcnta- 
tives are assisting the committee in its 
work, ameng these being J. L, Grant, 


superv'sing underwriter for the compen- 


sation and liability department of the 
Travelers. The work got under way last 
week. 


BUCINO HEADS LOCAL BOARD 
Frank Bucino of Hoboken was elected 
president of the Hudson County, N, J, 
Underwriters Association at the annual 
meeting held last week in Jersey City, 
He succe.ds Abram S. Turteltaub, Bay- 


onne. Others officers elected were as 
follows: vice-president, William J. Dite, 
Union City; secretary, James Ransom, 
Jersey City, and treasurer, John Rosa- 


mond, Jersey City. 





HARTFORD FIRE DIVIDEND 

Directors of the Hartford Fire have 
declared the regular quarterly dividend 
of fifty cents a share, payable October 
1 to stockholders of record September 15 


me 











INSURANCE COMPANY 


of NORTH AMERICA 


PHILADELPHIA, PA. 


America’s Oldest Fire and Marine Insurance Company 


Financial Statement, June 30, 1938 











ASSETS 


LIABILITIES 








Accrued Interest 


Francisco 


Cash in Banks and Office 


due) 


Bills Receivable for Premiums 


Accounts Receivable 


Total Admitted Assets 


First Mortgage Loans on Real Estate 


Reinsurance Claims on Paid Losses 


*Bonds and Stocks, valued as required by New York 
State Insurance Department 


$83,621,501.94 
20,525.00 
204,040.09 


Real Estate, Philadelphia, New York City and San 


5,914,208.98 
5,102,396.12 


Premiums in Course of Collection (not over 90 days 


3,083,038.92 
34,062.47 
186,110.18 
7,414.52 





$98,173,298.22 


Reserve for Unpaid Losses 


Reserve for Unearned Premiums 


Deposits Reclaimable on Perpetual Policies 
Reserve for Taxes and Other Expenses 


Unearned Premiums on Reinsurance in Companies Not 


Authorized in New York State 


Reinsurance Recoverable on Paid and Unpaid Losscs 
from Companies Not Authorized in New York 


State 
Dividend Payable July 15, 1938 
Capital 
Surplus 


Total Liabilities 


$ 5,538,356.00 
21,422,630.00 
875,504.33 
1,532,100.00 


261,696.73 


254,115.23 
1,200,000.09 
12,000,000.00 
55,088,985.93 


——___—_—- 


$98,173,298.22 








Note: 








Stocks at Market Values June 30, 


‘Bond it Amortized Values 
On the basis of June 
and surplus to $55,863,227.66. 


1938. 











30, 1938, market quotations for all bonds and stocks owned, this Company's total admitted assets would be increased to $98,947,539.95 


Securities carried at $1,072,768.76 and cash $32,619.76 on the above statement are deposited as required by law. 
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Palmer Orders Auto Finance 
Writers to Correct Many Abuses 


Emest Palmer, [linois Director of In- 
qrance, made it plain that he is not 
atisied with the dealings between some 
tomobile insurance companies and 
ame automobile finance companies. — In 
yn informal hearing last week in Chi- 
ago closed to the press and public but 
pout which there were many who talked 
ireely, Mr. Palmer gave the companies 
jxty days to get things straightened out. 
f they are not adjusted to suit the di- 
ctor in that time, he said, he will lay 
wn arbitrary rules and issue manda- 
tory orders. 

That he may or may not have this au- 
thority at the present time, he said, is 
not entirely clear. He has asked the at- 
wmey general’s office for an opinion, If 





Sound Insurance 


(Continued from Page 1) 
jor those interested in the credit-insur- 
wnce relationship. 
‘The most recent development in the 
insurance field, one that has been en- 
couraged by credit executives in their ef- 
fort to make certain that credit risks are 
alequately protected, is the insuranc: 
girvey or analysis of risks,” continued 
\Mr. Heimann. 
‘The special value of an insurance 
survey is this: It brings to light the 
weak points in a firm’s suit of insurance 
amor, Not only must the main body of 
the firm’s possible losses be covered by 
this armor, but the many small and vul- 
nerable points, where the main portions 
of the armor meet and are joined to- 
gether, must be studied as well for vul- 
nerability. The insurance survey discloses 
such needs. It leads to asset preserva- 
tion through full realization of possible 
ISses, 


No Need for Government Insurance 


‘The responsible insurance companies 
in America have had a very good record. 
This challenges government insurance 
programs, Private operation of insur- 
ance companies has been responsible for 
the correction of many of the earlier 
abuses. The industry has been fair, it 
has been conservative, and it has per- 
formed a real service. 

“I reiterate the fundamental impor- 
tance of cooperation between credit and 
surance men. The horizons of both 
groups are continually widening. In 
redit, for instance, in recent years we 
have added two additional ‘C’s’ to the 


traditional three ‘C’s’ of credit which 
have been the age-old yardstick for 
credit appraisal. Besides the timeless 


tests of character, capacity and capital, 
modern credit executives are appraising 
conditions, for general conditions influ- 
ence credit responsibility in these trou- 
blesome times to a greater extent than 
luring a normal period. 

“And a fifth ‘C’ is now considered es- 
sential. It represents coverage. To be 
Specific, insurance coverage. 

“If there is any discomfort I may en- 
tertain about insurance from day to day 
luring these troublesome times, it is a 
liscomfort caused by fear and a fecling 
regret. Fear that unless our national 
budgetary situation tends in other direc- 
lions, a generation of savings may be 
wiped out. Regret that I cannot buy 
surance which would give me the option 
t replacement in kind. I would feel 
much more comfortable if I knew posi- 
ively my home could at my insistence 
be replaced brick for brick. But against 
such a contingency there can in any wild 
inflationary period be no_ protection, 
Which you as insurance men and we as 
credit managers know full well. Per- 
nee it’s as much our mutual responsi- 
ny 4 - fight this unnecessary hazard 
pe dh to do our daily task for you 
th eanee men and we as credit man- 
--..> XNow well the privation and suf- 


f 
‘ring such a governmental program can 
ring with it.” 


he does not have the authority, he said, 
he will go before the legislature and 
seek it. 

Mr. Palmer left no doubt in the minds 
of his audience of invited company men 
that he is sincere. He has had Harold 
\. Miller, head of the automobile divi- 
sion of the department, busy on a survey 
of the auto finance situation since early 
this year. Those who attended the hear- 
irg received the impression that Mr. 
Miller has placed in the director’s hands 
evidence of seventy -feur accounts. 

Mr, Palmer said there are many things 


rebates, excessively high commissions, 
inferior coverages, commissions paid to 
unlicensed brokers were all mentioned. 
The director, who is vice-chairman of 
the auto finance committee of the Na- 
tional Association of Insurance Commis- 
i said this committee is holding 
off any action till the Illinois matter may 
be straightened out. Mr. Palmer said 
he had evidence that as high as 55% 
commission is being paid on auto finance 
business. 

A number of home office officials were 
at the meeting including Walter F. 
Beyer, vice-president of the Home; S. T 
Shotwell, secretary, North British & 
Mercantile; A. E Benson, secretary, 
ire Association; Kenneth F. May, as- 
sistant secretary, National Union; and 
J. Ross Moore, manager, National Auto- 


sioners, 


VA. AGENTS AT ST. PAUL 
The Virginia Asscciation of Insurance 
\gents will be represented at the con 
vention of the National Association in 
St. Paul by J. D. Ewell, president; Stu 
art Ragland, chairman of the executive 
committee, and Oscar H. West, state 
manager W. Owen Wilson, past p-esi 
dent of both the state and national ass 
ciations, will also attend. 


FIRE AGENT LOSES LICENSE 

Superin‘endent of Insurance Louis H 
Pink of New York has revoked the aven 
cy license of Henry Van Twistern, 225-10 
Merrick Road, Laurelton, N. Y Van 
Twistern, licensed as an agent for a fire 
insurance company, was charged wit! in 
competency and = untrustworthiness to 
transact business as an insurance agent. 





that are not to his liking. Evidence of | mobile Underwriters Association. 
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HOW FIREMAN'S FUND GOT ITS NAME 


URING THE COLORFUL ERA of volunteer firemen and hand-drawn. 


hand-operated engines, a retired sea captain established an insurance 


company to operate in partnership with the San Francisco Fire Depart- 


ment. # Ten percent of the company's profits was paid to the firemen’s 


charitable fund. A metal plaque or “house mark” was attached to each 


building insured in the hope that the volunteers would redouble their 


efforts in safeguarding buildings bearing the “Fireman’s Fund” mark. 


+ This impractical profit-sharing feature, dropped within two years of the 


company’s founding, thus determined the company’s name — Fireman’s 


Fund. # Today, a stabilizing factor in the nation’s business and world 


commerce, Fireman’s Fund celebrates its 75th Anniversary! 


Fire - Automobile - Marine - Casualty - Fidelity - Surety 


IREMAN'S FUND GROU 


Firemans Fund Insurance Company ~ Occidental Insurance Company 


Firemans Fund Indemnity Company ~ Occidental inden 


CHICAGO - 


NEW YORK - 


BOSTON - 


ome Fire & Marine /nsurance Com 


Head Office: SAN FRANCISCO 
ATLANTA - SEATTLE 
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PORTLAND - LOS ANGELES 
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Fire Company Ad Managers Give 
Views on Wide Range of Topics 


Advertising and production managers of several fire insurance companies pre- 
sented their views on various features of insurance advertising in brief talks last 


week before the meeting of the 
Harbors Club, Osterville, Mass. 
contained much of interest, 


Insurance Advertising Conference at the Oyster 
The subjects treated covered a wide range and 
Extracts from these addresses follow: 


How a Good Camera Helps 


By Jarvis Woolverton Mason 
National Fire Group 


\ good camera does have a place in 


any up-and-coming advertising depart- 
ment. Perhaps its most obvious use is 
for publicity pictures. Personally, I'd 


rather have one, one column by two 
inches picture published than a full col- 
umn news story. 

When to use pictures? Any news 
story involving a personality—and almost 
every news story that is good does in- 
volve personalities—calls for a picture of 
the men involved. A good news picture 
today is definitely not the same sort of 
thing as a studio portrait. A smart edi- 
tor would much rather have a picture of 
your president or one of your other offi- 
cers in action at his desk or on a plat- 
form, than a nicely posed and retouched 
studio portrait of that worthy gentle- 
man—although as a matter of fact your 
officers may not like the action pictures 
quite so well. Do you send out news 
stories about the anniversaries of the 
employment and the promotions of your 
department heads and officers? If you 
don't, you should, and an intimate, hon- 


est, if not candid, photograph of the 
man on the job should go along with it. 

Certainly if you publish a house or- 
gan, one of your perennial subjects is 
window display. When you go out in 
the field, why not take a camera along 
and photograph good displays you see in 
your agents’ windows? Whether or not 
you have a house organ, inquiries from 
you agents about displays can be most 
easily answered by sending them eight 
by ten prints of several good windows. 

I make a practice of stopping every 
time I see a burned building and get- 
ting a picture of it. I’ve used these a 
number of times in our mail advertising. 
They're often preferable to news _ pic- 
tures which are usually taken during or 
right after a fire and you can’t tell much 
about the damage that was done because 
of all the flame and smoke. 

Do you have trouble explaining to art- 
ists, be they photographers or painters, 
what sort of illustration you want? Go 
out and find the illustration yourself and 
take a picture of it for your artist to 
work from. 


Advertising With an Objective 
By Harold E. Taylor 


American Insurance Co. 


The 
clients through one or both of two meth- 


successful agent procures his 


ods—personal friendship or superior 


ability. Merely keeping one’s name be- 


the public, however’ extensively 


done, never made a success of any local 


fore 


agent 

In one eastern city the leading agency 
does no paid space advertising whatso- 
ever, whereas the agent whose name ap- 
pears most frequently in the newspaper 


advertisements, billboards and car cards 

and advertises little else than his 
name, business and address — ranks 
fourth. The leading agent gets his busi- 


ness through a combination of personal 
friendship and superior ability, whereas 
I can cite others where only one of the 
two apply. 

For instance, I know an 
mid-western town who gets all of his 
business through friendship. He spends 
practically all of his time in civic activi- 
ties and has done one or more favors 
for almost everyone in town. 


agent in a 


He admits 
he knows little, himself, about the busi- 
ness, but he employs competent, salaried 
men to run his office and the business 
just gravitates to him. Of course, be- 


cause of this fact, his method is really 
a combination of the two. 

Another agent went into a_ wealthy 
New Jersey community a total stranger 
and within three years became the lead- 
ing agent because he was the only one 
capable of making a thorough insurance 
survey. In this case the man’s friendly 
personality helped to gain the inter- 
views. 

I have no intention, however, of be- 
littling good advertising. The agent with 
the personal following would do an even 
bigger business if he improved his in- 
surance knowledge and then advertised 
his qualifications: And the one who is 
now spending all of his funds for “name 
advertising” could more profitably em- 
ploy a portion of it in acquiring a more 
competent personnel. 

Distributing a thousand blotters with 
the imprint of an agent will probably 
not produce a single policy, whereas 100 
copies of an interesting message to real 
prospects will invariably produce some 
business 


Tell the public why they should do 
business with you. If there is no real 
reason, don’t advertise Advertising 


won't make up for the deficiencies of a 
business. Qualify yourself in some way, 
and then advertise. 


Getting Agents to Work 
By Clark W. Smitheman 


Camden Fire Insurance Ass'n 


The first step is to arouse initial en- 
thusiasm. We do this in several ways, 
principally by first exciting curiosity as 


with teaser mailings or with a dramatic 
mailing such as the one which preceded 
the fire-works campaign in which we 
used a mailing tube designed in the 
shape of a fire-cracker. This initial in- 


terest is also piqued by announcements 


. 
in our monthly house organ and paren- 
thetically may I say that I cannot un 
derstand how any company can keep 
its agents aware of what it is doing 
without some sort of a house organ. 
The announcement usually calls forth 

active 10% of our 


a response f the 
force. probably the 


maximum that anyone can hope to se- 


from 
agency This is 


cure from a mailing of this kind. It is 
to the leaders that you must appeal in 
all of your advertising, for the followers 
will not do anything of their own 1nitia- 
tive. 

Working on the leaders we keep them 
well informed with bulletins and letters 
designed to not only tell them to make 
use of the materials which they re- 
quested but to urge them to promptly 
report results. This is not so much be- 
cause we want to know how many dol- 
lars and cents in premiums are being 
brought into the home office but to 
make the agent aware of the work he is 
doing for himself. 

We publicize these results in our 
house organ so that other agents may 
become interested and in some instances 
we succeed in shaming them into work- 
ing the material which the leaders among 
the agency forces have tested. 

After a year or two of constant effort 
we are able to line up the total of 
20% of our agents for the use of our 


ie, 
direct mail campaigns. This Percentage 
has remained constant in the past tyo 


campaigns and I assume that 
maximum to be obtained from oyr list 
of agents. Roughly segregated | would 
say that of the 20% who agree to work 
about one-half will drop by the wayside 
one-quarter will do the work in a half. 
hearted fashion and the remaining quar- 
ter will come through with flying colors 
and actually get a lot of business, It js 
quite possible that this 5% would have 
done just as well without the advertis. 
ing. But the advertising campaign dram. 
atizes their efforts and gives them an ex. 
cuse for making the interviews—in other 
words it gets them to work! 

I said it is possible that they may 
have done as well but it is not probable 
because our records indicate that 23% of 
the interviews made resulted in sales and 
I have never heard of a record approach- 
ing that when the interviews were made 
without the aid of some preliminary ad- 
vertising effort. ; 


it is the 


Fire Prevention Work 
By W. Leslie Lewis 


Agricultural Insurance Co. 


Fewer fires point the way to legitimate 
lower rates. Work toward that objec- 
tive cannot be criticized by any part of 
the general public. 

Look at the subject from the angle of 
personal protection. If the number and 


extent of fires can be reduced we can 
lower the national death ratio and in- 
jury ratio. In recent years fire has 


caused more than 10,000 deaths annually 
and a countless number of permanent 
injuries and disfigurements. 
Consider the subject from the 
point of community finances. Both 
National Board and the National Fire 
Protection Association estimate that 
more than 40% of industrial enterprises 
which suffer fires of serious importance 
do not resume operations. Jobs vanish. 
Relief rolls climb. treasurer 


view- 
the 


The city 
loses a tax contributor, and in my opin- 
ion it is far more important for any 
city to retain a going business than to 
spend money to find a new business. 

All those and more are reasons why 
for four years I have served as_ the 
chairman of Watertown’s fire preven- 
tion committee. We have done a pretty 
fair job, getting at least honorable men- 
tion nationally each year. 

Fire insurance companies should—and 
do—know a good deal about fire preven- 
tion. It is not fair to our home com- 
munities to duck the responsibility. By 
the same token our agents—as our rep- 
resentatives in their communities 


Direct Mail 


throughout the country—are looked to 
for expert advice. We have a respon- 
sibility to assist those agents. 

To be sure the National Fire Protec- 
tion Association is a nation-wide organ- 
ization, supposed to function for us al! 
It does... and it does a good job! But 
it needs all the help the individual com- 
panies can give it. The same is tru 
of the fire prevention activities of thc 
National Board of Fire Underwriters 
Backing up these two organizations is 
just like merchandising a national ad- 
vertising campaign. 

Every Spring in clean-up week and 
every Fall in fire prevention week, our 
company gets many requests from agents 
as to where they can obtain this or that 
material, Occasionally we can offer 
something specific. More often, however, 
we act as a clearing house for National 
Board and N. F. P. A. material which 
local communities may use. In this way 
we extend our interests and_ efforts 
throughout the country. 

The advertising department is a logi- 
cal source for such information to 
agents, fire departments, chambers ot 
commerce and the public generally. We 
have the facilities more quickly at han! 
than other departments in our organiza- 
tions. And we can make a real contribu- 
tion to countrywide activities for th 
benefit, not only of our own companies, 
but of the whole stock insurance busi- 
We should not pass up this op- 
portunity. 


Advertising 


ness, 


By Earle E. Vogt 


Millers National 


This “Increasing the 
Effectiveness of Trade Paper Advertis- 
Mail” does not by any 
the uses of 
direct mail in company advertising, One 
good use of direct mail to increase the 
effectiveness of trade paper advertising 
is to send an advance proof of each ad- 
vertisement to each field man, Tel! him 
when and where the ad will appear, the 
thought behind it, and what we hope it 
will do to help him in his respective 
field, 

The fieldman appreciates this advance 
information, and the result is that he 1s 
more willing to tie his efforts into the 
advertising. He studics the advertise 
ment closer than he would if he saw it 
for the first time in the trade journals. 
He feels his responsibility more acutely 
in making that advertisement pay. He 
adopts phrases from it and will use the 
angle presented in going about selling 
the company. 

Another use mak- 


assignment of 


ing by Direct 


means cover all possible 


for direct mail in 


Insurance Co. 


ing our trade paper advertising effective 
is to direct our established agents’ at- 
tention to our advertisements. After all, 
one of the functions of trade paper a 
vertising is to keep established agent 
sold. Agents are interested in ther ow! 
company’s advertising, and any effort t 
further that interest through direct ma 
is effort well spent. 

Valuable copy slants can be 1 
from company agents through quest‘on 
naires. The questionnaire may ask what 
service they like best from their com 
panics, and a list of services may b 
presented. The top ranking services Ca 
be stressed in company advertising. This 
is a valuable use of direct mail to mak 
trade paper advertising more effective 

Another use of direct mail to x 
crease the effectiveness of trade pape 
advertising is to circularize selected list: 
of prospective agents with reprints . 
current advertisements. It —acquam 
agents with the advertisements, and in’ 
sense, trains their eyes to spot them ® 
they go through the trade papers. 
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The amount of builder’s risk insurance 
n the new United 
known as Hull 3609, and the placings on 
the Rew Cunard White Star liner Queen 
Elizabeth record-breaking 
OveE for an 
sel respectively, 
nustial opportunity is afforded 
relthe c2pac'ty of the world market 
n builder’s risk insurance for both an 
\mefican and an English 
The insured value of each of these 
ess@s is the full contract price and in 
achecase the government carries the 
ifference between the contract price and 
the amount which is able to be placed 


States Lines’ vessel 


constitute a 
\merican and English ves- 
and for this reason an 
to com- 


vessel vessel. 


the world market \ comparison of 
the Msurances on the two vessels is as 
follows 

Queen 

t Elizabeth Hull 369 
Commercial insurance $18,800,000 $13,987,470 
Goverment insurance. 3,700,000 1.762.530 
Oe a $22,500,000 $15,750,000 

Ng Placings Compared 


t 

\ @omparison of the amount of build- 
er's Bsk insurance placed with commer- 
cial gnderwriters on the Queen Elizabeth 
and Hull 369 shows that “the capacity of 
the World market on the American ves- 
sel was $4,812,530 less than on the Eng 

o Hessel Several factors account for 

s Gifference. 

“Fit the fact should be noted that the 
Engligh market wrote slightly over twice 
as mich on the Queen Elizabeth as it did 
n Mul! 369. That is, on the Huil 369 

e American market accepted $5,613,970 
rae fhe English market took $8,373,500 
but @n the Queen Elizabeth the London 
market wrote $16,920,000, which was 90% 
of the total amount covered in the world 
market. 

Apparent then is that the explanation 
fo rasmaller world market for an Amer- 
ican Wessel as compared with an English 
vess@ must lie in the reasons for the 


English market writing $8,546,500 more 
n the Queen Elizabeth than it did on 


Hull 369, 
_ National pride was undoubtedly a large 
factor in the unusually large lines writ- 


ten “by English underwriters on the 
Queen Elizabeth. In view of the ex- 
tremely high value of the Queen Eliza- 
beth it was necessary that fullest pos- 
sible! facilities of the English market 
be extended if anything approaching the 
full Bontract price could be placed. No 
factde of national pride, of course, en- 


tered into the line which English under- 
writéfs accepted on the Hull 369 and 
this partly explains the difference of $8,- 
344,500 written in the English market on 
the two vessels. 


Reinsurance Facilities 


The London market wrote 90% of the 

riginal lines placed in the world market 
on the Queen Elizabeth, but by doing 
the remainder - the world market 


Was Felatively free to accept reinsurance. 
It istbelieved that the American market 
accepted a substantial line in the form 
of reinsur ance, 

In the case of Hull 369, on the other 
hand, the American market had taken 
its full line and could not, therefore, 
remstrance English underwriters. More 
{ Enelish companies have of 
fices'in the United States. Lines writ 
ten by these offices would in turn cut 
down lines written in the home offices 
m the English market. These factors 
would not explain the difference in ca- 
Pacity a the world markets for the two 


owery many 








Capacity of World Market on 


Builder's Risk Covers Analyzed 


vessels, but is perhaps another reason for 
the lesser amount written in the English 
market, 

Risks Compared 

\nother factor which may explain the 
reason for a smaller world market on the 
Hull 369 than on the Queen Elizabeth 
lies in the answer to the question of 
whether or not English underwriters as 
a whole consider the latter risk a better 
building risk than the American vessel. 

Both vessels are building in long-estab- 
lished, first class yards, and each vessel 
is the latest word in ship construction. 
The point should not be overlooked, how- 
ever, that shipbuilding practice in Great 
Britain places great emp yhasis on sprink- 
lers for fire protection while the latest 
\merican practice places the greater em- 
phasis on fireproof construction, 

In accepting line on the Queen Eliza- 
beth English underwriters believed that, 
like the Queen Mary, the new vessel 
would be fitted with sprinklers relatively 
early in the construction period and they 
res that for this reason a la-ge amount 


of fire reinsurance would be available in 
the fire and non-marine market. 
While Hull 369 is being built to con- 


form with exceedingly high fireproof re- 
quirements, the fact that it is not fitted 
with sprinklers throughout may have 
been a factor in explaining in part the 
difference in capacity of the world mar- 
ket on the two liners. 


Ontario Nesice on Pee 


Risks Issued by McNairn 


The following memorandum with re- 
spect to furriers and/or fur storers’ cus- 
tomers’ policies has been issued by Hart- 
ley D. MecNairn, Superintenden of In- 
surance for the Province of Ontario: 

“For some time the Department ot In- 
surance has received complaints regard- 
ing insurance on furs, particularly with 
respect to insurance on furs stored by 
customers. In view of the fact that this 
tvpe of insurance is usually written by 
insurers on certificates issued under mas- 
ter contracts, it has been deemed ad- 
visable to consider a ‘standard’ form of 
policy which may be delivered to indi- 
vidual customers. 

“Accordingly a special committee was 
invited to draft a specimen form of con- 


tract which may be used for this type 
of coverage. A recommended form has 
now been received. The recommended 


form has been approved for use by in- 
surers who write this type of property 
insurance. Insurers are reminded that 
with respect to the issuance of fur poli- 
cies to customers, etc., the provisions of 
Section 90 of the Insurance Act (On- 


tario), reading as follows, should be com- 
plied with: 

“‘Every policv shall contain the name 
and address of the insurer; the name, 


address, occupation or business of the 
insured; the name of the person to whom 
the insurance money is pay able: the pre- 
mium for the insurance: the subject mat- 
ter of the insurance; the indemnity for 
which the insurer may become liable; 
the event on the happening of which 
such liability is to accrue, and the term 
of the insurance.’” 


FORTY-NINE YEARS AT LLOYD’S 
vears at Llovd’s is the rec 
ord of W. W. Smith, who has just. re- 
tired from his position as chief of the 
insurance department of Anderson, Green 
& Co., managers of the Orient line. Mr 
Smith is succeeded at Lloyd's by his chief 
assistant, P. F. Finch, who has been with 


Forty-nine 


the company for twenty-six years. 


Elected atlas of The 
Allstate Companies of III. 





GILBERT 


ALEXANDER 


The board of directors of the Allstate 
and the Allstate Fire of Chicago have 
elected Gilbert Alexander as chairman. 


associated with 
director and 
committee 
director 
ommittee of 


Mr. Alexander has been 
the Allstate companies as 
as a member of the finance 
for several years. He was a 
and member of the finance c 


the Hercules Life from its inception 
until it was merged with the Washing- 
ton National of Chicago. During the 


life of the Hercules he was trustee of 
the National Life Fund which comprised 
the assets of the National Life of the 
U. S. A. which was reinsured by the 
Hercules Life. 

As chairman, Mr. Alexander will de- 
vote practically all of his time to the 
business of the Allstate companies. He 
is chairman of the board of the Subur- 
ban Trust and Savings Bank of Oak 
Park, Ill., and associated with many civic 
functions in the west suburbs. 

Pilot Blamed for Loss 
Of British Flying Boat 

The loss at Brindisi on December 5 last 
of the British Empire flying boat Cygnus 
is attributed by the chief inspector of 
accidents, air ministry, to the attempt to 
take off with the flaps of the trailing 
edge of the wing fully extended. For 
take-off the flaps are only slightly de- 
pressed; the full degree oF flz ap resist- 
ance is intended for alig thting. Two lives 
were lost in the accident. 

The report states that the chief in- 
spector was satisfied that there were no 
defects in the controls, that the structure 


of the aircraft was in no way defectiy 
that the aircraft was carrying less than 
the maximum load authorized, and thot 


this load was correctly distributed. He 
came to the conclusion that the captain 
of the aircraft attempted to take off 


with the flaps in the full-out position, 
and that this maladjustn rent was due to 


the fact that the full r mitine instructions 
for take-off were not in this case car- 
ried out and checked, as between the 


captain of the aircraft and the 


numerary captain. 


super- 


LUTINE ‘GOLD YIELD SMALL 

M. Binnendjik of Lloyvd’s Amsterdam 
agency, who has been observing the sal- 
vaging operations on the Lutine, says 


that a dozen gold bars have been recov- 
ered from the wreck since 1858 Mr 
Binnendjik is regarded at Lloyd's, Lon- 


don, as the leading authority on the 
Lutine, and he has all the rec cords of 
that ill-fated ship. A recent find in one 
of the buckets of the dredger Karimata 
was a silver watch with “Wm. Blew,” the 
maker’s name, engraved inside. A lock 
of hair was preserved inside the case. 





URANCE 


Agents and brokers are 
offered exceptional facili- 
ties on all ocean, hull, and 
inland marine lines. 

We represent companies with ag- 
gregate admitted assets of over 
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Sir Charles Sanders, British 
Load-Line Authority, Dead 
Str Charles 
authority on the 
died at Minster, 


Sanders, leading British 


load-line for merchant 
Sheerness, early 
Charles 


educated at 


vessels, 
in September. Born in 1865, 
John Ough Sanders 
*s College, London 


marine department of the Board of Trade 


Was 
King and entered 
1885, serving there until 1917, when he 


was director of shipbuilding, 
1918 he was 


made assistant controller-general of ship- 


appointed 
Ministry of Shipping. In 
ping 

Sanders had been 
secretary of load-line conferences, so that 
fitted to accept in 1927 an 


become 


Earlier in his career 


he was well 
invitation to chairman of the 
Board of Trade 


of merchant 


committee on loan lines 


ships. Excellent progress 


under his chairmanship, and 
1929, 
of the memorial on the Victoria 
embankment to Samuel Plimsoll, the de- 
cisions of the committee were published. 
In 1930 he was selected to be British del- 
egate at the International Load Line 
Conference, which resulted in the In- 
ternational Load Line Convention being 
adopted by maritime nations. 

In 1918 Sanders was made C.B.E., and 
two years later he was advanced to a 
Knight of that order. He was also a 
Commander of the Crown of Italy and 
contributed numerous articles to news- 
papers and magazines. He is survived 
by a widow, a son and daughter. 


made 


Was 
August, within a few days of the 


unveiling 


Hope for German Sailing 
Ship Has Been Abandoned 


All hope for the of the 
ship Admiral Karpfanger has now 
been abandoned. She has been officially 
Lloyd’s as has 


safety German 


sailing 
missing and 
the reinsurance 


posted at 
been withdrawn from 


market. Her 


to the unsolved 


loss adds one 


presumed 
mysteries of the 


more 
sea, and it has led many people to won- 
der if the sending to sea of such big 
sailing vessels, manned largely by youth- 


ful and inexperienced crews of cadets, is 
a wise procedure. 
Within 


been lost, 


recent years three such ships 


have two of them disappearing 


without trace. The first was the Danish 
which van- 


hborhood 


second was the 


training barque Kobenhaven, 


ished somewhere in the neig 
Tristan da Cunha. The 


ship Niobe, which 


Sea; 


German naval training 
capsized in the North 
the Admiral Karpfanger 

The Admiral Karpfanger was a four- 
masted barque of 2,853 tons, built thirty 
vears ago at Bremerhaven for the As 
sociation Maritime Belge. She was on 
her maiden vovage under the German 
flag, and left Port Germain, South Aus- 
tralia, on February & for home, carrying 
cadets and crew to the number of sixty 
She was last reported on March 1, not 
very far from where the Kovenhaven 
was last seen. 


and now 


has gone 
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Supt Pink Urges Company Chiefs to 
Find Auto Accident Solution 


“Don’t Wait Until Legislators Draft a Remedy,” 


He Warns 


In White Sulphur Talk; Get Greetings From Other Com- 


missioners; Hear Sen. O’Mahoney on New Deal 


By Wallace L. Clapp 


Sulphur Sept. 21.—In 
keeping with its annual custom the joint 
»nvention of the International Associa- 
tion of Casualty & Surety Underwriters 
ind the National Association of Casualty 
& Surety Agents in session here at the 
Greenbrier has as its guest speakers a 
United States Senator—Joseph C. O’Ma- 
y of Wyoming—and the insurance 
nissioners of several states including 
Frank N. Julian of Alabama who yester 

brought greetings of the Nati: ail 
Association of Insurance Commissioners 
f which he is president. A notable talk 
n non-agency mutual competition was 
resented the convention today by a 
well known agent—Wellington Potter of 
Rochester. Attendance, which is not up 
to the mark of previous years, is around 
25. Golf, horseshoe pitching and con- 
tract bridge for the ladies were in full 
tournament swing today. The annual 
t this evening will be preceded by 
cocktail party, given by the associa- 


White Springs, 





hon 











Pink Wants Action 
interest was manifested 


Cr nside rable 
n the informal remarks yesterday by 
Superintendent of Insurance Louis H. 
Pink of New York on “Compensation 
for Automobile Accidents.” Confronted 


with the conservative estimate that in 
almost 40% of accidents no substantial 
covery is possible because of the fi- 


nsibility of car drivers in- 

bvious that Mr. Pink has 
felt the ~ essure of the public demand 
tht “something has got to be done 
about it.” He did not advocate any 
particular solution but advanced the 
thought that there is room for study 
and experimentation in the field now 
incharted between the financial respon- 
‘bility law and compulsory insurance 
His specific request was that company 
executives take more interest in finding 
a sound solution for this important and 
pressing problem. “They should not sit 
idly by and wait until legislators draft a 


nancial ure sp 


volved, it is 








remedy,” he declared. 
The New York Superintendent 
thought that educational propaganda 


conducted by the companies is helpful 
ut will not alone acc omplish the results 


required. He did not view as unreason- 
able a statutory requirement for evi- 
lence of res sponsibility as one of the 


conditions precedent to the registration 
f an automobile, and said that this re- 
ponsibility might be shown by a de- 
Posit of cash or securities, or, quite 
Rically, by an appropriate insurance 
contract issued by an authorized com- 
pany. He advanced this idea: 
an” 2 lot experiment in this country 
a plan of compulsory financial re- 
sponsibility in which there would be 
neither an exclusive nor competing state 
> ap nor any public body vested with 
it aot nal to compel the acceptance of a 
} rejected by any company? The un- 
ro ah ri aa could be taken at a higher 
res a company pool and those which 
oth unsafe would have to demonstrate 
; de forn s of financial responsibility or 
ved — . bes poy _ This would make 
in areful driving and greater 


The convention also heard yesterday 


director of insur- 
warned against 
government tor 


Ernest Palmer, 
Illinois, who 
leaning on 


from 
ance of 
business 


help, as that would soon mean state 
control; Deputy Commissioner Chris 
Gough of New Jersey; Edgar B. Sims, 


state auditor and insurance commissioner 
of West Virginia, and Harlan Justice, 
his deputy commissioner. But Com- 
missioners John C. Blackall of Connecti- 
cut and Charles F. J. Harrington of 
Massachusetts could not attend the con- 
vention much to the regret of the crowd 
\ telegram of greeting was read from 
George H. Davis, president, the Cham- 
ber of Commerce of the United States. 
Sen. O’Mahoney on New Deal 

The address of United States a r 
Joseph C. O'Mahoney of Wy on 
“4 New Deal for Government aa ie 
ness” was delivered at  vesterday’s 
opening session and created much com- 
ment. He argued that the time has come 
for a permanent constructive program, 
“one that will promote private business 
activity and substitute private payrolls 
for WPA payrolls, a program that will 
use all our resources for the benefit of 
all.” The development of such a 
cram, the speaker declared, cannot be 
left to chance. “It must be worked out 


by the patriotic cooperation of men of 
intelligence and good-will who realize 
that our real need is a ‘government of 


the people, by the people and for the 
people’,” he said. 

National Economic Committee 
direction Senator 


creation of 


As a step in this 
O'Mahoney told about the 


the Temporary National Economic Com- 
mittee, a joint legislative - executive 
agency, composed of six members of 

Ingress, and officials from the six exec- 
utive agencics—the Departments of Jus- 


tice, Treasury. Commerce and Labor, and 
the Federal Trade Commission and the 
SEC. This committee has been em- 
powered to assemble all available facts 
on the operati ion of our economic Sys- 
tem, doing so in a wholly scientific and 
objective manner, and will make public 
the information necessary for the de- 
velo ‘pment of a clear, practical and stable 


elationship between business and gov- 
Senator O’Mahoney is chair- 


committee He stressed 


ernment 
man of 
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of your total 
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securities ar 

= ur have 
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is absolutely t the estal 
i of a workable pact between business 
ind government 


concerned as are the 
subsisting on miser 





“You are just as much 
millions of unemployed now 
able security wages, scarcely keeping body and 
soul together and unable, therefore, to contribute 
as they are only too anxious to do to the con- 
sumption of the products of agriculture and in 
dustry.” 

Other features of today’s program in 
cluded Wellington Potter's talk and the 
presidential address of Cliff C. Jones, 
Kansas City, as head of the National As- 
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Board on Adjusters 
Holds First Meeting 


PLANS FOR PERMANENT BODY 
Believed That Euistonce of Machinery 
for Adjudicating Disputes Would 
Bar Hasty Actions 


The first meeting of the conference 


committee on adjusters was held in Chi- 
This is the ten-man 


American Bar As- 


cago September 21 
board set up by the 





sociation to pass upon. controversies 
growing out of the contention of some 
lawyer groups that the adjustment of in- 
surance claims is the practice of y 
The meeting concerne ] itself lat 
with the details of setting up a_ per- 
n , ] } Pa 





nent organization and a number of 
iblems causing concern in the insur- 
ance field. The board’s function is t 





furnish an authoritative central body 

which disputes between ] ers and 11 
surance adjusters can be referred, inas 
much as it is recognized that local or- 


ganizations of lawyers and insurance men 
do not possess facilities to evaluate 
portance of the principles which usu 
y underlie their controversies. The 
ectation is that the existence of ma- 
adjudicating such dis 
inst the initiation of hasty 
local bar grou 
ranceé member 


legal actions by 
five insu I 
conference committee as v tl 
associations which they rep-esent on the 
board are Th mas qe Harve vy, f 





Association of Casualty & Surety Execu- 
tives; Harlan S Don “Carl s, Travelers 
International Claim Association; Vernon 
\. Nichols, Washingt n, Nati nal Asso- 


ers; Thomas i 
National Board of Fire 
and Ambr« SE B Kell 
\lliance 


Underwriters, 
rican Mutual 


vite - presi dent in 
of casualty un lerwriting for 


E. A. G. Manton, vi 


charge 











American International Underwriters, 
New York City, left New York Wed- 
nesday by plane for Miami, where he 
will connect with the Pan-American Air- 
ways plane for Pp anama. After brief 
stop there he will flv to Curacao and 
\ruba, Netherlands West Indies, thence 
to Barranquilla and Bogota, Colombia, 
and to Caracas an caibo, Vene- 
zuela His trip, pene on nature 
ind to increase and n the already 
extensive facilities of the A.T.U., is ex 
pected to last a month 
sociation, in opening the session. Both 
are reviewed elsewhere 

Tomorrow the business session takes 
place with submission of reports and 
election of officers. The only change 
expected in the International Associa- 


tion slate is the appointment of Claude 
W. Fairchild as secretary-treasurer suc- 
ceeding F. Robertson Jones who will 
retire. The agents’ association is ex- 

sted to keep the present lineup of of- 
ficers for another year. 





Zurich Promotes Vogt 
And McDonough Here 


NOW ASSISTANT U. S. MANAGERS 


Former in Charge of Underwriting, Lat- 
ter of Claims; E. C. Woodard Also 


Given Advancement 
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experience i all phase s I s } 
His early training in this field was 
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The appointment of R. I. Ma 

s vice-president of the Norwich | 
Ind lemnitv succee ling H I iN ide: 
announced on Wednesday Mr. K 
is retiring on account of ill healt] 


Macmichael comes fr 


of the Norwich Union F 


> * > 
The \ccident & Health Club \ 
York hel first Fal eetin 
night at whi ich James R arrett, Na 
tional Casualty, was the spe _ nt 
subject of “Co Hea Inst 





ance and Its Sicnificance to 4 &H 


Business.” 
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Gathering 


J. M,. Haines in Keynote Speech Hits 
Direct Selling of Insurance 


International Ass’n Leader Sounds Note of Warning on Mu- 


tual Competition and Federal Regulation; Urges Con- 


sideration of Comprehensive Coverage 


White Sulphur Sept. 20.—J. 
M. Haines, 


Cuarantee 


Sprivgs, 
United States manager, Lon- 
& Accident, in 
International 
Un- 
the 


don his ca- 
pacity as president of the 
& Surety 


keynote of 


“asualty 
the 
today by 


Association of ( 
derwriters, sounded 


joint convention here urging 


that 


range 


serious consideration from a long 


viewpoint be given to the ques- 


tion of meeting vigorously the threat to 
the Ame System of 
selling by mail or 


business 


rican Agency direct 


through salaried solic- 


itors. are all committed to the sale 


of our through commissioned 


agents,” Mr. Haines declared, “and we 


believe in the American Agency System 
as the best method yet devised for de 
veloping and servicing insurance, but if 
it is to survive it must be constantly 
endeavoring to improve and_ perfect 
itself.” 

The speaker maintained that it is the 
duty of the companies to give their pre 
ducers the best article to sell that it is 
possible to produce from the standpoint 
of security behind the contract, liber- 
ality of policy conditions, engineering 
and claims service and rating methods 
“that do not give companies operating 
under other systems an unfair advan 
tage.” When this has been done he 
emphasized that the better education of 


the producer to sell and service insur- 
ance should be a matter of joint concern 
both to companies and leading agents 


who are attending this 


went on 


such as those 
convention. He 


Stock v. Mutual Companies 


“The better we can equip pro- 
ducers to earn the commissions that they 
receive the easier it will be to meet th: 
competition of non-stock companies 
which to my way of thinking falsely op 
erate under the guise of mutual insur 
ance. The real and only important dif- 
ference that I can see between a stock 
casualty and surety company and at least 
the larger so-called mutual casualty com- 
panies is that the latter sell direct ana 
pass on the saving to the policyholder as 
a rate cut although calling it a dividend 
The best evidence of this is found in 


our 


the fact that these dividends remain 
practically stationary, whereas if earr- 
ings are greater the balance goes into 
the company’s surplus, never (or never 


up to this time) to be distributed to the 
policyholders on whose business the 
earnings are made. By recognizing this 
difference and planning to meet it in an 
efficient and perfectly proper manner we 
safeguard the agency system and. the 
present methods employed by the stock 
companies in selling their product.” 


Defends Present System of State Control 


President Haines also urged that the 
convention give serious Po + ah ation t 
the increasing tendency of the times 
toward Federal control and rate regula- 


tion of the insurance business, a Situa 


tion not relished by anyone, particularl 
if such control be spar roy! upon 
state control. In this connection he de 
fended the present system of state con 
trol based upon the decision of the Su- 
preme Court of the United States in 
the case of Paul vs. Virginia, but said 
that it has only thrived under this svs 


tem, in his opinion, “because of the uni- 
formity brought about through the ac- 


LM 


HAINES 


tivities of the National Association of 


Insurance Commissioners and the reali- 
zation by all of those concerned with 
our business that while insurance has 


been held by edict of the Supreme Court 


not to be interstate commerce, we must 
be prepared to service the insurance 
needs of concerns who are engaged in 


interstate commerce or who do a nation 
wide business. Undue restriction which 
hampers the company and agent in meet- 
ing those needs can only result in harm 
to the business,” he emp Pte ol 

The speaker showed his displeasure 
over the complications which will arise 
when each jurisdiction will regulate 
rates on business within its borders with- 
out regard for a national program. He 
saw in this increasing tendency of the 
times the necessity of companies doing 
business in not just one country but in 
fifty-two different countries (forty-eight 


States, two territories). He wondered 
also what the effect on the business 
would be “when each jurisdiction has 
an insurance code formulated without 
regard for uniformity, when each juris- 
diction requires a separate examination 
of each company with differing stand- 
ards as to security valuations, reserves, 


etc., when each jurisdiction has laws tno 
two alike) governing the countersignne 
of policies by resident agents and the 
licensing of non-resident brokers and 
when each jurisdiction has differing law- 
on taxation under which no matter how 
careful it may be a company is in dan 
ger of being confronted with claims for 
taxes running back over a_ period of 
years which it in all innocence paid in 
another jurisdiction and on which there 
is no hope of a refund.” 


Favors Comprehensive Coverage 

for 
advisa- 
underwriting 


Mr. Haines provided further food 
thought when he touched on the 
bility of broadening — the 
powers of fire and casualty companies 
permit the writing of certain 
comprehensive forms of insurance, the 
demand for which, he felt, centers around 
the so-called householders comprehensive 
policy and a comprehensive automobile 
policy He argued that this matte 
should be considered by the companies 


s) as to 





White 


at 


A Unique Gathering 


In opening the White Sulphur Springs 
casualty-surety convention President J. 
Haines of the International Associa- 
tion pointed to this gathering of execu- 
tives and their important agents as 
unique in the insurance world. The two 
organizations have met annually with- 
out a break for more than twenty-five 
years, and this convention has become 
an institution that fills a definite place 
in the casualty-surety business. He said: 
“Here, in the friendliest of atmos- 
pheres and the pleasantest of surround- 
ings, we who may be of different minds 


respecting many subjects pertaining to 
our business meet to consider and dis- 
cuss matters of a larger and more fun- 
damental aspect than the day-to-day 


routine of casualty insurance and sureiy- 


ship. Under such circumstances it seems 
to me that we would do well to devote 
our time and thought to the long range 


trends in the business, leaving it to our 
other various organizations to deal with 
the daily and immediately — pressing 
problems of rates, commissions, legis- 
lation, ete., which may be more or less 
of a controversial nature. 

In this fashion Mr. Haines 
the keynote of the convention. 


F. R. Jones Missed 


F. Robertson Jones, secretary, Interna- 
tional Association of Casualty & Surety 
Underwriters, one of the wheelhorses of 
the convention, was unable to attend this 
vear’s gathering because of his health, 
and he was missed. For years Mr. Jones 
has taken a prominent part in planning 
the program for these annual meetings 
of company executives and leading agents 
and has been a member of the convention 
and press committees as well as an off- 


sounded 


cer of the International Association. The 
official regrets of the joint convention 
were sent to Mr. Jones at his home in 
New York City. 
from the long range viewpoint rathe 
than from. the standpoint of the imme- 
diate effect, and said: 

“Of course, it cannot be denied that 


in long established meth- 
ods of doing business would result in a 
considerable dislocation of premiums, 
some companies writing business former- 
ly written by others, and some agents 
controlling business formerly controlled 
by other agents, but it is certain that in 
the end what serves the public best 
serves the companies and their agents 
best. Also (and this is where this ques- 
tion ties in with the question of uni- 
formity under state laws) it is incon- 
ceivable that an artificially created sit- 
uation under which forms of coverage 
are available to the citizens of one state 
that are not available to the citizens of 
others and companies can be chartered 
to write certain forms in one state that 
cannot be chartered to write those forms 
in another state, can ultimately continue 
if there is a real public demand for such 
coverages. 

“The test seems to me to be whether 
there is such a real public demand. If 
there is, there should be a substantial 
increase in the total volume of premiums 
available which would be shared by all 


such a change 


companies and agents who equipped 
themselves to handle it properly and 
which should more than offset the loss 


of business by a company of one group 
to another. Besides it will result in a 
considerable saving in the expense of 
handling the business. If the demand is 
not as great as has been contended by 


some there would be no substantial in- 
crease in available premiums and we 
would have gone through a great up- 


heaval for no good purpose. 

“This I also commend to you for seri- 
ous consideration, not from the stand- 
point of what is best today or even this 
year but what will put the companies 


and their agents in the best position five 
or ten years from now.” 


Sulphur 


Springs 


Keen Competition For 

Attractive Golf Prize 
ON DISPLAY IN HOTEL Logpy 
C. R. Miller Championship Cup Goe: 


Player With Lowest Gross Score 
for 36 Holes, Two Days’ Plan 


to 


White Sulphur ‘Sovees Sept. 20—A. 
the convention here at The Greenbrie; 
got under way this morning the lobby 


conversation of the casualty- surety golj 
enthusiasts centered around plans for 
the afternoon tournament and many wil 


compete for the attractive prizes on dis. 
play in the hotel lobby, and for th 
Charles R. Miller Challenge Trophy Go 


Championship Cup which is awarded an. 
nually to the player, either company o; 
agent, who turns in the lowest gross 
score for thirty-six holes of first. ty 


days’ play. R. E, Bockenkamp of §| 
Louis, an agent, has won this cup f 
the past three years in a row. Its donor 
is the veteran president of the Fidelit 
& Deposit. 

The complete list of company execu 
tives and agents who are contributors 


toward this convention’s golf and horse- 
shoe pitching prizes is as follows: 
Contributors Toward Golf Prizes 


John H. Awtry, New York, the First Reiz 
surance Co. of Hartford; J. M. Barkdull, ( 
cinnati, J. M. Barkdull & Co.; George W. Blos 
som, Jr., Chicago, Fred S. James & Co.; E. H 
Boles, General Reinsurance Corp.; C. C. Bower 
Standard Accident; M. B. Brainard, Aetna Cas 
ualty & Surety Co.; T. E. Braniff, Oklahon 
City; Charles H. Burras, Chicago, Joyce & Co 
Inc.; Glenn E. Charlton, Lawrence, Kans 
Henry Collins, Ocean Accident & Guarante 
M. P. Cornelius, Continental Casualty; Vincent 
Cullen, National Surety Corp.; B. M. Culver 
Fidelity & Casualty; W. G. Curtis, Natior 
Casualty; E. Asbury Davis, United States F 
& G.; John A. Diemand, Indemnity Insurane: 
Co. of North America; Silliman Evans, Mary 
land Casualty; T. J. Falvey, Massachusetts 
Bonding. 

Wade Fetzer, Chicago, W. <A. Alexander & 
Co.; Joseph Froggatt, New York, Joseph Frog 
gatt & Co., Inc.; John H. Grady, General Acci 
dent, Fire & Life; T. L. Haff, European Genera 
Reinsurance Co., Ltd.; J. M. Haines, Lond 
Guarantee & Accident; D. C. Handy, Americ 
Bonding; L. A. Harris, American Automobil 
Scott Harris, New York, Joseph Froggatt & ‘ 


Inc.; John T. Harrison, New York, Flynn, Har 


rison & Conroy; Joseph F. Hickey, St. Lows 
H. P. Jackson, Bankers Indemnity; M. R. Joh 
son, Pacific Indemnity; Cliff C. Jones, Kans 
City, R. B. Jones & Sons, Inc.; A. F. Lafrentz 


Ledbetter, Oklahon 
Martin W. Lewis 
Rating Bureau, Inc.; B. W. MeCluer 
City, Mo., McCluer-Wilbur Underwrit 
McGinnis, Central Surety & Ir 
Corp.; W. E. McKell, New York Cas 
George TD). Mead, Glens Falls Inder 
R. Miller, Fidelity & Depost 
Golf Championship Cuy 
Norman R 
Arthur Ne! 


American Surety; E. R. 
City, Ledbetter Insurance Co.; 
Towner 
Kansas 
ing Co.; R. E. 
surance 
ualy Co.; 
nity Co.; Charles 
The Challenge Trophy 
Millikan, 
States 


James R. Cincinnati: 
Moray, United 
New 


Indemnity 


Casualty; J. 
Casualty; F. J. O'Neill 
Eagle Indemnity; Charles 
Indemnity; Robert 
Duncat 


son, Amsterdam 
Royal 
R. Page, 
Ream, American 
Reid, Globe Indemnity Co.; Paul 
Hartford Accident & 
Stone, Employers’ 
Ltd.; H. E. 
elers Mutual Accident Association of 
E. G. Trimble, Employers Reinsurance Corp 
Milton R. Whited, Cleveland, Coughlin & White 
Co.; L. Edmund Zacher, Travelers Insurance 
Horseshoe Pitching 
Trophies contributed by J. M. Haines, pre 


and 
Fund 
Re-Insurance Co.; A. 
Rutherfor 
Indemnity Co.; Edward | 
Assurance Cory 
Commercial Tra 
America 


Fireman’s 


Liability 


Trevvett, Utica, 


dent, International Association of 

Surety Underwriters, and Cliff ©. Jones, pre 
dent, National Association of Casualty & Surety 
Agents 


WELTON ENTERTAINMENT CHR. 

The success of the entertzinment. te 
tures of the convention was assured wll 
Spencer Welton, vice-president, Massa 
chusetts Bonding, as chairman of tha! 
committee. 


Casualty & 
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Casualty-Surety 


_ of Agents Aroused 
By Resident Agent Laws 


HIT POLITICAL CONTROL OF INS. 


Vigorous Program of Activity for Com- 
ing Months Shaped Up by National 
Association of C. & S. Agents 


White Sulphur Sevieaé Sept. 19—The 
Association of Casualty & 
Agents in twenty-fifth anni- 


National 
Surety 

versary session today shaped up a vig- 
orous program of activity for the coming 
year By this 
composed of leading casualty-surety gen- 
rack- 
and instructed its 
support 
Association’s 


resolution organization, 


eral agents, condemned political 


eteering in insurance 


mference committee to gain 


fom the International 


onference committee in stamping out 
this racket, 

The association also went on record 
n favor of a uniform resident agent 
law, and by resolution directed its con- 
ference committee to explore this sub- 
ject exh wus stively with the end in view 


of framing a law that will be acceptable 
for adoption he the National Association 


f Insurance Commissioners. The pres- 
ent unsatisfactory situation now exist- 
ing in several states where resident 
agent laws are in effect was the prin- 
pal topic of conversation during a four 
hour executive committee evening ses- 


sion which preceded today’s meeting. 
Commissions on Large Contract Bonds 


The controversial question of commis- 
sons on large contract bonds also 
cropped up at today’s meeting and, at 
the insistence of John T. Harrison of 
Flynn, Harrison & Conroy, Inc., New 
York, a motion was passed which in- 
structed the association through its con- 
ference committee to confer with the 
National Association of Insurance Agents 
and National Association of Insurance 
Brokers on devising a plan for a more 
equitable division as far as the producer 
and the companies are ocaniaaieial in the 
rerating of large contract bond risks. This 
plan, which may go before the Surety 
Acquisition Cost Conference for consid- 
eration, would recognize the principle 
approved by the agent groups a year 
ago of a proportionate reduction in 
loadings shared by companies and agents 
alike. But Mr. Harrison’s complaint 
was that it was glaringly unfair when 
the gross premium on a large contract 
bond is cut to take twelve times as much 
away from the producer as is taken away 
from the companies, 

Charles H. Burras, secretary-treasurer 
of the association, while sympathetic to 
Mr. Harrison’s position, doubted if much 
progress could be made in getting an 
immediate change in the present formula 
for rating these bonds, approval of 
which took two years of constant effort. 
Strongest argument in support of = 
other revision in the formula, H. W 
Schaefer, New York, pointed out, nto! 
be es stablished proof that expense load- 
Ings in the present plan were incorrect. 


Political Control of Insurance 
With Cliff C. Jones, Kansas City, 
president of the association, in the chair 
the Initial discussion of the meeting was 
On political control of insurance, C. H. 
Burras, viewing it as a major sacihen 
said that in Chicago political agents had 
gone as far as to offer tax reductions 
in an effort to get the choice business. 

W. Schaefer saw Federal control 
looming up if this racket was not 
squashed. Because of it, he said, Mayor 
LaGuardia stopped the practice of bond- 
Ing city cons truction work, and the state 
followed suit. In an effort to get re- 
instatement of such bonds the companies 
have offered reduced rates at a lower 
Tate of commission. Mr. Schaefer ob- 
jected to the commission cut on the 


8tounds that “it hasn’t anything to do 


Gathering 


with the situation.” He said that the 
Insurance Brokers Association has sug- 
gested to the city this procedure: Pre- 
pare a list of approved sureties. Then, 
whenever they write a bond, have them 
file with the city a statement as to who 
is receiving commission and the amount 
of such commission, By so doing the 
city will know whether or not the busi- 
ness is going to a political agency. 
Strengthening of the qualification law 
of New York State has also proved 
helpful in keeping political agents out 
of the business, Mr. Schaefer said. ” 
That it is possible to keep business in 
legitimate agency channels was indicated 
by Ralph W. Howe, Davenport Insur- 
ance Corp., Richmond, who said: “We 
are handling a sizeable volume of city 
business on which we have never paid a 


dollar to acquire, We have gone on 
the theory that we could justify the 
commission on the basis of service ren- 
dered.” 
Hear From C. A. Abrahamson 

C. A. Abrahamson of Omaha, chair- 
man of the executive committee, led the 
discussion on the resident agent law. 


He pointed out that during the past five 
years it has become increasingly difficult 
to handle multiple location risks on an 
interstate basis. “This has been brought 
about by state after state passing coun- 
ter-signature laws, and apparently with 
an effort to outdo each other in stringent 
restrictions,” he said. Mr, Abrahamson 
showed his disapproval of the present 
law in Virginia which calls for the pay- 
ment to an agent resident in the state 
of 50% of the commission he ordinarily 
receives on a given class of business, 
and requires that the non-resident brok- 
er placing the business must pay $100 
for his license to place insurance on 
risks attaching in Virginia. He called 
Montana’s law even worse in that the 
entire commission must be paid to the 
Montana agent. 

Mr. Abr: uhamson is not opposed to a 
countersigning law in itself but argued 
that there is no uniformity among the 
states. He said that the increasing 
verity of the laws makes it inevitable 
that if agents representing stock com- 
panies cannot continue to handle a large 
concern’s business from the headquarters 
city, the concern will seek strong mu- 
tuals who are exempt from such laws. 
Comp. Manual Interpretations Too Strict 

Will Jenkins of Jenkins Bros. Insur- 
ance Agency, Richmond, Ind. a new 
member of the association, attending his 
first White Sulphur convention, and in- 
cidentally, making his maiden speech at 
any such gathering, complained that the 
compensation rating bureau of his state 
is placing too strict interpretation upon 
certain occupation classifications. He 
sees the threat of a state compensation 
fund if modifications are not made. Spe- 


5sc- 


cifically he appealed for help in cases 
where assureds pay the same rate for 
clerical helpers as for chauffeurs, and 


for changing the state industrial board’s 
attitude on rating of executives. Mr. 
Jenkins was given sympathetic interest. 


Membership Drive a Success 


President Jones was glad to refer to 
the healthy increase in association mem- 
bership as a result of a drive for new 
members put on country-wide. Glenn 
Charlton of Lawrence, Kans., was chair- 
man for the Western states and W. D. 
O’Gorman of Newark, N. J., for the 
East, and they both got a big vote of 
thanks. Orchids for the best work done 
by a state chairman went to Vincent J. 
Armstrong, general agent, Standard Ac- 
cident, in Jacksonville, Fla., and in in- 
troducing him to the meeting President 
Jones said that he got a 600% increase 
in the Florida membership of the asso- 
ciation, 

An innovation at this meeting was the 
presentation by G. E. Gillis, New Or- 
leans agent, of a loose-leaf book called 
the Skyline charts, devised by himself 
and _ associates, which has proved suc- 
cessful in meeting mutual competition. 


White 


at 





Sulphur 


Springs 


Cliff Sl pa Pleas for Progress by 
Cooperation in Presidential Talk 


White Sulphur Springs 
President Cliff C. Jones of the 
Association of Casualty & Surety 


Sept. 21.— 
National 
Agents 
made a plea for greater cooperation be- 
tween agents and companies in his presi- 
address today’s 
convention 


which 
this 
need uniformity of 
We need to work 
the problems 
our industry today,” 


dential opened 


joint session of annual 
“We 


rules. 


legislation and 
together in 
confronting 
Among 


solving many 


he declared. 





CLIFF 


JONES 


such problems Mr. Jones referred forci- 
bly to the 
situation, the 
f administrative functions by supervis- 
ing authorities, the need for acquisition 
cost enforcement “in important insur- 
ance centers throughout the United 
States where the rules never have been 
enforced,” and punitive resident agency 


“intolerable” mixed agency 


encr< vachments of contr¢ | 


laws “which are a fearsome factor in 
the general welfare of the industry.” 
Highpoint of Mr. Jones, address was 


his recommendation that the joint con- 
ference committee of producers, formed 
a year ago and composed of members 
of his own association, the National As- 
sociation of Insurance Agents and the 
National Association of Insurance Bro- 
kers, which has its parallel in a com- 
mittee formed by the Executives Asso- 
ciation, be called together at an early 
date with a carefully prepared agenda 
of subjects to be discussed and con- 


His organization has charted the finan- 
cial comparisons of seventy-three com- 


panies (thirteen mutuals included), and 
with particular emphasis on the reserve 
strength of each company. There was 


keen interest in this book. 

The possibility that the association 
may adopt the practice of holding a 
mid-Winter session was brought out by 
President Jones, who thought the help- 
ful exchange of opinion to be gained at 
such a meeting is necessary in these 
days “when things are popping so fast 
in the casualty-surety business.” 

Before the session closed H. W 
Schaefer gave briefly the attitude of the 
Insurance Brokers Association of New 
York toward motor vehicle security. In- 
stead of taking a purely negative posi- 
tion in combating compulsory automobile 
or auto compensation plans of security, 
the association is proposing a plan, soon 
to be announced, which will be construc- 
tive and helpful to the public. 


Tribute to Fetzer 

A tribute to Wade 
|dent, W. A. Alexander & Co., Chi- 
cago, the only living charter member 
of the National Association of C. & S 
Agents, was paid on two occasions 
during this convention. Cliff C. Jones, 
|present leader of the organization, 
spoke of Mr, Fetzer’s many contri- 
butions to the business in presiding 
over the Monday session of the 
agents and he was joined, in this 
tribute by Charles H Burras. another 
nioneer of the association. Then on 
Wednesday in his presidential addres 
before the joint convention Mr. Jones 
spoke of “our indebtedness to the 
father of our association” and pointed 
to the splendid work Mr Fetzer had 
done in preparing an historical booklet 
about the founding of the agents’ 
sociation and its early activities and 
purposes. Said Mr. Jones: “With 
his remarkable vision and untiring en- 
ergy Mr. Fetzer did more perhaps 
than any other one man to put the 
association on a sound and permanent 
foundation.” Unfortunately Mr. Fetz | 
er could not attend this conventio1 
and a telegram was sent to him ex- 
pressing the with which he 
is held. 


Fetzer, presi- 


as- 


esteem 





He pointed out that these com 
mittees have never met. “But yet with- 
in this framework lies, if not the solu- 
tion, at least the betterment of many of 
the problems of our business,” he em- 
phasized. 


sidered. 


Views Various Problems 


roblems 
Mr. J 


Discussing the various 
confronting the business 
the high spots as follows: 


now 


hit 


nes 


“In the mixed agency situation we 
have the incongruity of an agent de- 
livering to one client a stock casualty 


policy and to another a mutual or reci- 
procal policy. It is not understandable 
and measures should be taken to correct 


this condition. 

“Acquisition cost rules for casualty 
business have been in effect for more 
than sixteen years and those for curety 


business for more than twelve years. Yet 
there are important insurance centers 
throughout the United States where 
these rules never have been enforced 
We cannot help but acknowledge that 
the failure to enforce these rules con- 
tributes to a vail extent to the 
high cost of doing business on the part 
of Stock insurance. A determined ef 
fort should be made both by the Acqui 
sition Cost Conference and the agency 
forces to bring about strict country _— 
observance of these rules. This sho 
be the first step in the study of 
problem of reducing costs. 

“Punitive resident agency laws are a 


fearsome factor in the general welfari 
of the industry. They should be vigor 
ously opposed both by the companies 
and the agents. The unearned incre 


ment already is a factor in the higl 
cost of Stock insurance. I ’ 


reason why an agent by accident of resi 


dence should be duc a commission on 
business to which he is a total stranver 
and in which it would be impossible for 
him to participate were it not for such 
unjustified laws. We believe that ar 
agent should be paid a commission 
local business commensurate with the 
service performed, but no more 

“A uniform resident agency law shold 
be prepared and submitted to the Na 
tional Convention of Insurance Com 
missioners and an effort made to secure 
its adoption by that body. We should 
urge repeal of the punitive laws already 


states and that 
submitted.” 


in effect in the various 
such a uniform law be 
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Public Must Be Sold on Capital 
and Profit Motive in Insurance 


Wellington Potter in White Sulphur Talk Exposes Drift of 
Corporation Executives and Agents to Lower Costs and 
Easier Sales; Concrete Plan Offered to Correct Both 


Wellington Potter, dynamic Rochester, 
N. Y., agent, used “Robinson Crusoe—- 
and the Footprints” as the title of his 
address to the joint convention of the 
International Association of Casualty & 
Surety Underwriters and National Asso 
ciation of Casualty & Surety Agents at 
White Sulphur Springs September 21. 
The idea behind his selection of that 
title was that Crusoe thought, planned 
and acted as if he were alone on that 
island, until the day he saw those foot- 
prints, Thereafter he changed his think 
ing, planning and acting, cognizant that 
he needed to take into consideration 
someone else. 

Mr. Potter dwelt at some length upon 
the apparently increasing willingness of 
business men to be influenced by the 
lower cost appeal presented by non- 
stock insurance carriers. He noted that 
mutuals are clinching their sales by in- 
sisting on a cash payment when a line 
is switched, or some other method is 
employed to prevent stock agents from 
recovering their business. The speaker 
declared mutual company advertising is 
increasing and he claimed that much of 
it is deceiving in a number of ways. 

The speaker said he has become con- 
scious of an increase in open and under- 
cover attacks on the insurance business 
as a whole, and he deplored the extent 
to which agents are using under-the- 


counter mutual companies which, they 

say, are available “for emergency cases.” 
Part of World Movement 

In casting about for the reason why 


executives of large corporations could so 
ignore the principle of private enterprise 
and the right of the profit motive as to 
place their company’s insurance in a 
mutual company, Mr. Potter said: 

“In delving deeper for the underlying 
reason for this paradoxical situation | 
suddenly realized the fact that the cap- 
ital stock insurance business was being 
subjected to the same criticism and treat- 
ment that has challenged the govern- 
ments of the world and the entire Amer- 
ican system of conducting business. 

“However, the capital stock insurance 
business, being a part and parcel of the 
American method of doing business, has 
been drawn into the vortex of a whirling 
storm, together with all other industry 
and business operated on the capitalistic 
plan, The insurance business, being of 
a quasi-social nature, is naturally more 
open to attack than other lines of cor 
porate endeavor.” 

Avenues to Solution 


a solution of the prob- 
lem Mr. Potter quoted from a notable 
address recently by Paul W. Garrett, 
director of public relations of General 
Motors Corp., who said: 

“If the American business system is 
to preserve the right to continue its con- 
tributions to the general welfare, it must 
learn to interpret itself in deeds and in 
words that have meaning to others than 


In suggesting 


itself. For it is not what industry can 
do for itself that matters. Industry’s 
destiny rests and must necessarily rest 


not on the system’s benefits to capital, 
not on its benefits to labor, but in the 
final analysis on its benefits to that most 
important group that is the common de- 
nominator of all—the consumer, the 
group that outnumbers and includes all 
others.” 

Mr. Potter’s answer to the problem 
he presented is that “if we examine our- 


selves with our eyes and our hearts, in- 
stead of our prejudices, we will 


admit 


this truth and take the necessary steps 
to guarantee our future security.” Then 


he continued: 

“The insurance business, a giant, re- 
minds one of Swift’s Gulliver in that it 
has been held down by small cords of 
tradition, custom, lack of understanding, 
need of cooperation between companies, 
company groups, companies and agents 


and home office and field forces. It 
would be well for us to take a lesson 
from some of the successful industrial 


plants who hold friendly conferences 
with their sales organizations once or 
twice a year. The companies explain 
their programs, their new merchandise. 
They ask for and receive valuable sug- 
gestions from the salesmen who are fresh 
from the firing line and therefore in 
constant touch with the public. Factory 
and field function as a unit. 


Avoid Public Quarrels 


“We can well avoid wrangling in the 
public press in connection with this or 
that detail of the business, all of which 
creates an unfavorable taste in the mouth 
of the public. 

“Is it possible that the home office 
production machinery has been perfect- 
ed, but that the study of marketing and 
distributing problems, from the agents’ 
and consumers’ viewpoints, has been in- 
sufficient? Has there been too much 
modesty on the part of home office offi- 
cials in withholding stories of company 
accomplishments? Should this be rele- 
gated to the discard, along with the cal- 
endar and blotter type of assets and 
liabilities advertising ? 

“No section of the insurance business 
can overlook assaults upon _ other 
branches and hope to succeed. Thus the 
opportunity seems timely and golden for 
complete unity of fire, casualty and sure- 
ty groups, with their respective agency 
forces, in so far as consumer education 
is concerned. Someone may say that 
this solidarity is impossible because it 
never has been done, or because of some 
other excuse. However, there isn’t one 
good reason against it.” 

After expanding on this thought Mr. 
Potter said: “We cannot hope to force 
public opinion, but we can mould it by 
human interest stories about our busi- 
ness.” He gave a long list of sugges- 
tions on how this might be accomplished 

subjects that might be written about. 

Two Guidebooks Needed 

Mr. Potter then offered another sug- 
vestion: That to crystalize these ideas 
into a workable plan there is need of 
two guidebooks or manuals. The first 

guidebook, he said, should be a Public 
Relations Manual for use of home office 
representatives traveling in the field; for 
members of production, claim, inspection, 
audit, underwriting departments in the 
territory; for agents and brokers—in 
face, every representative of capital stock 
insurance. This manual will tell the 
amazing and inte resting story of capital 
stock insurance in a straight from the 
shoulder manner in the language of the 
policyholder or prospect. He continued: 

“The second guidebook should be an 
Agency Service Handbook. The impor- 
tance of this link in the plan may be 
judged by the following statement made 
by H. K. Schauffler, assistant manager, 
National Board of Fire Underwriters: 
‘In a public relations campaign only the 
local insurance man on the spot can 
complete the program. If we fail to sell 
him on whole-hearted cooperation we 
have wasted our advertising money.’ 

“May I,” said Mr. Potter, “amend Mr. 


British N otables Enjoy 
Convention Hospitality 

J. DYER SIMPSON, A. BATTRICK 

General Manager Royal-Liverpool Groups 


and Manager London Guarantee Re- 
turning to England October 12 


White Sulphur Springs, Sept. 19.— 
Two distinguished visitors from Brit- 


ish head offices honored the convention 
by their presence—J. Dyer 
general manager of the Royal and of the 
Liverpool & London & Globe, and A. 


Simpson, 


Battrick, manager at the London home 
office of the London Guarantee & Acci- 
dent. This was the first convention visit 


here for both of them, and it was thor- 
oughly enjoyed. Mr. Simpson was ac- 
companied by C. F. Trustam, sub-mana- 


eer in the Liverpool office of the two 
companies, an actuarially trained youn; 
executive who has a bright future ahe a 
of him, 

Interviewed by reporters this evening 
before he returned to New York, Mr. 
Simpson expressed his personal view that 
a European war is not imminent, and 
that Great Britain through its Prime 
Minister had taken the lead in preserv- 
ine the peace of Europe. A. Duncan 
Reid, president, Globe Indemnity, was 
host to Mr. Simpson during his White 
Sulphur week-end stay. 

Before sailing October 
Mr. Simpson will visit 
return to New York in 
the joint meeting of the 
ciety of America and the 


12 for England 
Montreal, then 
time to attend 
Actuarial So- 
American In- 


stitute of Actuaries at the Waldorf 
\storia Hotel Ocober 5-7. Twenty-three 
visiting British actuaries will be guests 


at this meeting including Mr. Simpson’s 
companion, C. F. Trustam. 

Also interviewed, Mr. Battrick viewed 
1938 conditions from his world-wide van- 
tage point. He expects that the London 
Guarantee will complete the year with 


(Continued on Page 46) 





Wellingson Potter 


Mr. Potter, whose Robinson Crusoe | 
talk made a profound impression on | 
the convention, entered the Travelers | 
training school in 1913 and after grad- 
uation was a special agent in the| 
Hartford branch office. After a tem- 
porary assignment in Michigan he be- 
came assistant instructor in the train- 
ing school. Following that he was 
home office special agent, field assist- 
ant, agency assistant and assistant 
superintendent of agencies. He re- 
signed in 1921 to establish an agency 
in Rochester, where he has served as 
president of the Casualty Insurance 
Club and the Insurance Federation of 
the State of New York. He has made 
many addresses on insurance subjects | 
throughout the United States and is 
known to a large number of people 
by the royalistic appellation “Duke.” 














Schauffler’s statement and predict failure 


of the plan unless the local insurance 
agent be resold on the stock insurance 
idea ?” 


For Nation-wide Sales Program 


“Furthermore, there are two impera- 
tive reasons why these handbooks should 
be embodied in a nation-wide, unified, 
educational and sales program, organized 
to include home office men traveling in 
the field, company men stationed in the 
territory, as well as all agents, brokers 
and their associates, 

“First, the competitive and propaganda 
problems affecting companies and agents 
are practically the same in all states. 

“Second, the success of any public re- 
lations campaign depends upon its be- 
ginning at home and then followed by a 
constant and ever widening circle of 
friendly customers.” 


Sulphur 


Springs 


Report on Legislative 
Events of Past Year 


NO COMPULSORY AUTO Laws 


Considerable Activity Noted in Respect 
to Occupational Diseases; 900 Bills 
Introduced 


White Sulphur Springs, Sept. 22—y. 
portant legislative developments of the 
they affect the insurance 
business were presented in the report of 
Secretary F. 
to the Interna- 
tional Association of Casualty & Surety 
Underwriters today. Ten legislative bod- 
regular 


past year as 
Robertson Jones, submitted 


closing session of the 


and sixteen in 
There 
constitutional con- 
900 important bills af- 
insurance were introduced, eigh- 
145 to work- 
men’s compensation and occupational dls- 
eases, 290 to surety, eight 
liens. 

Despite the fact that agitation con- 
tinues for compulsory automobile liabil- 
ity insurance the report emphasized the 
fact that no bill of the type of the Mass- 
achusetts law has been enacted thus far 
in any of the other states. Six bills in 
four legislatures—Kentucky, New Jersey, 
New York and Rhode Island—were in- 
troduced providing for such compulsory 
insurance, but all failed. Bills proposing 
a monopolistic auto liability insurance 


ies have been in 


special session thus far this year, 


have also been two 
ventions. In all, 
fecting 
ty-nine relating to taxation, 


to hospita! 


state fund in Massachusetts also failed 
of enactment as did a bill in Kentucky 
proposing a state lead to pay unsatis- 
fied judgements. In New York two bills 
providing for state funds to reimbursc 
hospitals for care of indigent persons 


injured by motor vehicles also were de- 
feated. ; 

Compensation and Dust Diseases 
to the compensation and oe- 
disease situation the report 


Referring 
cupational 
said: 

“Of the 145 workmen’s compete 
and occupational disease bills introduced 
in fourteen jurisdictions, four provided 
for monopolistic state funds but they 
failed of enactment, In Massachusetts 
three bills for the compulsory assign- 
ment of rejected risks were introduced, 
but these also failed. 

“Only two states remain without com- 


pensation laws—Arkansas and Missis- 
sippi. 7 

“Despite the fact that 1938 is an ‘oft 
legislative’ year there has been consid- 


erable activity in respect to occupational 
diseases, Thus far nineteen bills relative 


to this subject have been introduced, 
two of them providing for ‘wide-open 
coverage. Neither was enacted. An i- 


itiative petition in \rizona proposed ex- 
tensive revision of the workmen’s com- 
— law including occupational dis- 

“ases. 

“Several measures were introduced in 
Massachusetts with a view to inducing 
non-electing employers, in whose em- 
ployment a silica hazard is present, 10 
ee under the workmen's compensation 
law. In this connection several bills for 
the compulsory assignment of rejected 
risks also appeared. The situation re 
solved itself by the appointment of an 
interim commission to study the whole 
subject. 

“In New York a bill greatly increasing 
benefits for dust diseases failed. 

“Meanwhile advices from several of 
the states indicate new activity in ths 
field for the coming legislative seaso” 
Reports from interim commissions af 
expected, as well as many, bills dealing 
with occupational diseases.” 


Social Security 


Mr. Jones noted that social security 
laws are now in force in fifty-two jum 
(Continued on Page 46) 
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Procuring Proper Insurance Now 


Held Major Duty of Executives 


Definite Technique Prescribed by John R. Blades, Speaker at 
Management Congress; Gives Diagnosis of Hazards, Cali- 
bration, Elimination and Control; Table of 
Insurable Hazards 


\ paper on “Insurance Management, a 
fajor Phase of Business Management 
- John R. Blades, insurance adviser, 
Yew York, was used this week at the 
eyenth international management con- 
wes in Washington, D. C., as the basis 
‘or discussion of this increasingly impor- 
ant problem. It is one of 200 technical 

ers prepared for the congress. Six 
‘multaneous technical se ssions were held 
oa scussion of recent developments in 
anagement techniques of which insur- 
nce management was one. In present- 
«his views Mr. Blades subonitted the 
I wine background facts: 


A Changed Philosophy 


“Asa result of a changed philosophy, 
we to actual experience, enlightened 

eaders of business now recognize insur 
mce Management as a major phase of 
justrial and commercial administration. 
This has led to the employment of spe- 
alists to organize and supervise insur- 
nce affairs and loss prevention, who 
regard insurance management as the art 

f diagnosing and controlling risk, the 
timate objective of which is maximum 
mmunity from—rather than greater in- 
lemnity against—loss. 

“This new concept is significant be- 
ause it indicates that, after many years 
f foundering and indifference, the pa- 
trons of insurance have finally compre- 
hended its true nature and function. It 
s also important because it has caused 
the insurance manager to develop a sim- 
ple, practical and dependable technique 
for ascertaining the origin, character and 
ss potentiality of the risks to which 
the business is exposed, whereas for- 
metly these were largely matters of 
njecture 
“This technique or procedure is out- 
ned by steps, the author’s explanation 
ncluding a catalog of the casualties re- 
sponsible for losses, and a comprehensive 
ist of the risks whose activity produces 
such casualties, In addition, there is a 
table of insurable risks, and brief but 
forthright comment on_ self-insurance.” 
Mr. Blades proceeds: 


Work for Executive Staff 


“Formerly, the senior executives of 
both commercial and industrial concerns 
regarded insurance as a minor matter, 
the handling of which could be delegatec 
)anyone willing to assume the job, and 
il Many cases it was left entirely in the 
hands of some agent or broker. Today, 
however, there is wide recognition of the 
fact that final responsibility for conserv- 
ing the resources and earning power of 
the enterprise falls squarely on the shoul- 
lers of the executive staff, and cannot 
be treated lightly. 

“Inasmuch as loss may be caused by 
any of a wide variety of occurrences, 
some preventable by the enterprise but 
many not preventable, it is evident that 
attainment of maximum immunity calls 
lor research of the highest order in the 
field of cause and effect. Recognition 
of this fact by leaders in insurance man- 
agement has led to the development of a 
Special procedure for investigating and 
combating risk, consisting of the follow- 
Ng steps: 


- Diagnosis and recording of all risks. 

*. Calibration of each risk both with respect 
t ' ag : 

© probable frequency of activity and size of 


Possible loss. 
Selection of methods of eliminating or 

cor ing ° 

ge susceptible of treatment. 

+. Preparation of the specifications of indem- 

uty against loss. 


TISkS such 


A brief explanation of the mechanics 


of each of these steps will demonstrate 


their practical merit. 
Classes of Risk 
Under “diagnosis and recording of 
risks” Mr. Blades groups property be- 


enterprise under consid- 
property of others. Risks 
Class 


longing to the 
eration, and the 
are divided into three 
the author says: 

“The activity of this class is beyond 
the control of the enterprise but the ef- 
fects of some of them may be minimized 
ind possibly avoided by superior con- 
truction, the installation of protective 
equipment, and other means. Class 2: 
“Both the activity and effects of risk 
of this class are subject to a substantial 
measure of control by the enterprise.” 
Class 3: “The activity of risks of this 
class, although not subject to direct con- 
trol by the enterprise, may be curbed by 
precautionary measures. Since the ef- 
fectiveness of these measures cannot b 
foreseen, the severity of the casualty is 
problematical. 

Calibration of Risks 


“After risks have been diagnosed and 
recorded, the next step is to calibrate 
them. The purpose of this is to estimate, 
(1) the frequency of their activity; (2) 
the extent and character of the damage 
or injury which their activity may pro- 
duce, as well as the dollar amount of 
ultimate net loss to the enterprise; and 
(3) the feasibility of eliminating them 
altogether, or effectively controlling their 
activity or the consequences thereof.” 


classes. Of 


Control of Hazards 


As to eliminating and controlling risks 
Mr. Blades observes: “The real incentive 
to eliminate or control risks is twofold. 
First, the enterprise cannot afford to 
have serious losses because indemnity 
comprehensive enough to absorb the full 


consequences of such casualties is not, 
and probably never wil be, available. 
Second, losses increase the cost of in- 


demnity, and if excessive, they ultimate- 
ly impair the desirability of the enter- 
prise’s insurance account in the eyes of 
the underwriters. Conversely, preven- 
tion of decreases premiums and 
facilitates the placing of indemnity. Con- 
sequently, the penalties for not prevent- 
ing losses, as well as the inducements 
to curb them, receive the serious con- 
sideration of the informed insurance 
manager. 

“There are no hard and fast rules for 
determining how any risk may be elimi- 
nated and controlled. However, familiar- 
itv with the origin and nature of the risk 
will generally suggest what should be 
done, and this together with a working 
knowledge of the devices and methods 
which other concerns are using to com- 
bat the same risk, will ordinarily solve 
the problem. 

“After all questions relating 


losses 


to elimina- 


tion and control are disposed of, final 
decision with respect to the types and 
amounts of indemnity needed by the 
enterprise is possible. This does not 


mandatory to prescribe 
risk that cannot be 
contrary, the chief 


mean that it is 
indemnity for every 
controlled. On the 
reason for calibrating or estimating the 
probable amount of loss a risk may cause 
is to promote discrimination in the choice 
of antidotes, to the end that the soundest 


and most economical means of preserv- 
ing the financial position of the 
prise may be selected.” 

A table of insurable risks shows that 
certain ones may produce certain casu- 
alties, 


enter- 


which are listed, and that those 


Aetna Peripherometer 
Makes Debut at St. Paul 


EXHIBIT OF SAFETY MATERIAL 
Will Also Give Aue in Annual Con- 
vention Session Opportunity to 
Test Driving Skill 

\s has been their custom for some 
years, the Aetna Casualty & Surety and 
effiliated companies will have 4 exhibit 
at the annual convention of the National 
\ssociation of Insurance Agents, which 
will be held next week in St. Paul, 
Minn., a display of safe driving helps. 

At their exhibit, which is primarily 
educational, the Ae‘na will introduce for 
the first time a new addition to their 
electrical and mechan‘cal devices for test- 
ing various phases of driving ability. The 


new device, the Aetna peripherometer, 
tests the range of an suienatiiie opera- 
tor’s side vision or ability to perceive 
objects at either side of the road while 
his eves are focused directly ahead. Many 


persons have a restricted field of vision 


which is frequently called “tunnel vi- 
sion” because it produces the same effect 
as though one were driving continuously 
through a tunnel, 

Another testing device to be demon- 
strated will be the Aetna steerometer, 
a safe driving test that has been widely 


used and which attracted much attention 
at the Paris International Exposition last 
vear. There will also be continuous pro- 
jection of a series of one-minute sound 
motion pictures on safe driving practices, 
recently released and now being used in 
highway safety campaigns throughout the 
country. 

Of particular interest to delegates to 
the convention will be the tall columns, 
topped by the familiar Aetna seal and 
which will form a background for the 


exhibit. 

The delegation from the Aetna Cas- 
ualty’s home office who will attend the 
St. Paul convention will include C. G. 
Hallowell, vice-president; E. C, Knapp, 
secretary, and S. F. Withe, manager pub- 
licity department, Aetna Casualty; Olaf 
Nordeng, secretary; D. R. Sibley, secre- 
tary, and H. C. Pulver, superintendent 
of advertising, the Automobile and the 
Standard Fire 


WANTS AUTO EXPERIENCE 
William <A 


Insurance Commissioner 


Sullivan of Washington has asked all 
automobile insurance companies doing 
business in Washington to file detailed 


accounts of their automobile experience 


in that state for the past three vears. 
Mr. Sullivan recently rejected petition 
of the companies to increase their auto 


insurance rates, and asked for an ac- 
counting to show their losses in the 
state and the amount they pay auto fi- 
nance companies for using their insur- 
ance, 


.= McGRAYEL N. Y. VISITOR 

J. P.. McGrayel of Dallas, 
state manager of the Seaboard 
Was a visitor at the home office in 
York during the past week. He 
represented this company for the past 
three years and is a veteran in point of 
service among surety men of Texas 


Texas 
Surety, 
New 


has 


casualties may result in certain financial 
which are also listed. 

Refe rring to self-insurance, Mr. Blades 
says: “Occasionally self-insurance is pre- 
ferable to contract indemnity, but it 
should be resorted to for reasons of 
economy principally. enterprises 
have been able to self-insure such high 
frequency risks as workmen’s compen- 
sation and automobile property damage 
liability at considerably less expense than 
the cost of outside indemnity, but their 


Oss Se 
] e 


Some 


success is due usually to the willingness 
of the enterprise to promote accident 
prevention and their ability to service 
claims properly. Moreover, practically 
all of then. maintain some type of ex- 
cess or catastrophe loss indemnity, in 
addition to making adequate financial 


provision for their primary liability.” 


May Use Bonds In 
Place Of Insurance 


EFFECT ON MOTOR CARRIERS 


Michigan Utilities Commission and Insur- 
ance Department at Odds on Intent 


of the Present Rules 
An attorney general's opinion fur- 
nished the Michigan Public Utilities 


Commission holds that this body has the 
right to permit the filing of surety bonds 
by motor carriers engaged in interstate 
commerce in lieu of insurance as now 
required by the Commission’s rules. 
This modification is entirely discre- 
tionary with the Commission. Attorney 
General Starr finds, despite arguments 
advanced by counsel for a carrier to the 
effect that the statute makes it manda- 
tory that rules be set up both for bonds 
and insurance. So far the Commission 
has taken no action as a result of the 
ruling and Insurance Department auth- 
orities are frankly in hope that no such 
modification will be allowed. It is re- 
ported that the company anxious to sup- 


plant insurance with bonds is the Peer- 
less Casualty of Keene, N. H., which was 
admitted to Michigan recently and so 


far has but a small volume. 

\ Detroit legal firm addressed the in- 
quiry to the Utilities Commission and, 
after conference with Insurance Depart- 
ment officials, the question was submitted 
to the attorney general. An interpreta- 
tion was sought of the 1933 act pertain- 
ing to required protection for motor 
carriers operating under D. U. C, li- 
censes. 

1935 Act’s Provision 

The State Commission’s authority 1s 
found to be markedly restricted as re- 
evards motor truck lines handling inter 
state commerce by the Federal Motor 
Vehicle Act of 1935, which endows the 
Interstate Commerce Commission with 
full authority over such lines as regards 
insurance and bi mds. The Commission’s 
power, however, is sufficient to provide 
for promulgation of regulations covering 

notor carriers operating exclusively on 
an intrastate basis and covering intra- 
state operations of companies engaged 
in both interstate and intrastate com- 
merce, although the later power is lim- 
ited by a proviso that state regulations 
“Shall not impose an undue burden upon 
the interstate commerce.” 

The attorney general is unable to con- 
cur in the contentions of the brief sub- 
mitted by the legal firm as regards in- 
erpretation of the Michigan statute 

Self-Insurance Predict 

The view of the Insurance Department 
is that relaxation of the present regula- 
tions would mean virtually a self-insur- 
ance regime for the most financially 
responsible motor carriers, which would 
be able to meet requirements of the law 
at minimum cost. But smaller competi- 
tors, in all probability rejected by surety 
underwriters because of the question re- 
rarding collection of subrogation, would 
be forced to pay higher rates for lia- 
bility insurance and thus would be placed 
at a competitive disadvantage. 


POPULARITY OF LOTT’S BOOK 


Since Edson S, Lott’s book, “Pioneers 
of American Liability Insurance,” was 
published last July in a limited edition 
the veteran chairman of the board of 


has received 
commenda- 
executives, 


the United States Casualty 
more than 1,000 letters of 
tion about it. Company 
agents, colleges and libraries here and 
abroad—such as that of the Interna- 
tional Labor Office at Geneva, Switzer- 
land —have all been favorably impressed 
with this contribution to insurance litera- 
ture. Particularly pleasing to Mr Lott 
is a leading actuary’s reference to “Pio- 
neers” as the Insurance Book of th 


Year. 


 , AUSTERMUHL DEAD 

Charles W. Austermuhl, president 
Smith-Austermuhl Co., Camden, died 
September 14, age 55. He operated his 
insurance business as a broker and wa 
known extensively in southern New Jer 
sey. His company also did a large 
estate business. 


reai 
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Of Mass, Bonding Celebration 


Massa- 
week 


and for 


interest in the 


last 


High 


chusetts 


spot of 
Bonding celebration 
of its thirty-first anniversary 
home office 


the 


mal opening of its new 


building in Boston came with ad- 
President T. J 
The 
during a 


Mr. 


casion when it came his turn to speak 


Falvey at the 
trib- 
three-day 


dress of 


banquet. recipient of many 


utes memorable 


gathering, Falvey rose to the oc- 


in telling of the early days of the or- 


ganization; and there were pres 


ent who recalled the indomitable spirit 


many 


with which the Massachusetts Bonding 


met the challenge of the depres- 


leadet 


key in the door, leaving his guests vir- 
tual prisoners until the hour named for 
the following day. The pledges secured 
from the heads of the various banks 
strengthened the pool he was creating 
and proved sufficient to stem the tide of 
selling, as planned. 

“The purpose of holding these leaders 
of finance together was to deprive them 
of opportunity, under influence, to 
change their minds resulting in their 
acting contrary to their pledges. All 
telephone communication and oppor- 
tunity for outside contact were denied 
them. History proves that this was a 
country-saving action. 

“I have often wondered whether we 
have at this time a man of such calibre 
who would pledge $50,000,000 of his own 





value to us in coping with similar dis- 
turbances which followed, beginning with 
the year of the World War, 1914—and 
again in 1921 and 1922, than we could at 
that time appreciate. 

“When the world-wide depression ar- 
rived—the first serious explosion of 
which occurred on October 29, 1929— we 
felt we were better equipped to cope 
with such happenings than ever before. 
The severity of its drasticness and the 
extension of its duration, however, re- 
sulted in a general collapse of business, 
as never before experienced. Notwith- 
standing that the cost to our own com- 
pany was very great, we weathered that 
great storm as we had those earlier re- 
ferred to. Not in a single instance was 
there a bond or policyholder of this 
company who had a legitimate, legal 
claim against us who was compelled to 
wait for payment of a just claim after 
the establishing of liability. Never did 
our company have to borrow a dollar, 
or sell securities at sacrifice prices to 





Members of Massachusetts Bonding Old Guard 





tit Se 


Biss 
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; 
\ 
‘ 
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Front row, reading |. to r.: R. L. Aldrich, Portland, Ore.; C. G. Fitzgerald, home office vice-president; Daniel J. O’Brien, 
Lowell, Mass.; Samuel S. Perry, home office vice-president; T. J. Falvey, president; David J. Murphy, Kansas City, Mo.; 
W. I. Davis, Springfield, Mass.; John J, Madden, Brockton, Mass.; C. W. Bradford, Los Angeles; John Giblon, Newark, N. J.; 


G. F. Notar, Pittsburgh. 


Second row, reading |. to r,: G, D. Gilchrist, Denver; R. C. De Normandie, home office assistant secretary; Graham 
Renfro, Tulsa, Okla.; E. H. Critchett, home office assistant secretary; J. F. Boyce, Denver; Walter Schroeder, Milwaukee; 
George W. Berry, home office vice-president; W. Burl Schmidt, Detroit; John J. Flynn, home office vice-president; Ernest 
U. Weingarten, Kansas City; W. J. McClelland, Pittsburgh. 


sion of 1907 and launched his company 


despite all obstacles. 


Mr. Falvey in retrospect told about 
the failure and closing of the Knicker- 
bocker Trust Co. on the very day stock 
subscriptions of the new Massachusetts 


But a financier of 


streneth, a 


Bonding were due 


sreat courage and man of 


broad experience in business affairs, who 


quickly visualized the situation and knew 


its needs, came to the rescue on the eve- 
ning of the day this bank and others 
failed. Said Mr. Falvey: 
Bankers Meet Behind Locked Doors 
“He called together a group of the 
leading bankers of New York City, and 


described to them what he believed could 
and might happen the following day un- 
less the banks of New York would take 
a definite stand to stem the tide of the 
threatening financial collapse of the 
stock market. After hours of discussion 
by those present and after a consensus 
of opinion as to what should be done 
had been reached, and the pledges he 
desired were secured, he arose and called 
his chief butler, saying to his guests: 
“Gentlemen, this is my butler. He 
is at your service. I will now retire 
and shall return to this meeting at, or 
before, 11 a.m. tomorrow.’ 
“Upon leaving the room, he turned the 


firm’s money and able enough to make 
available to him many more millions of 
dollars, to render a ‘life saving’ service 
to the country. 
Mass. Bonding Seasoned by Depression 
“Tt was in the midst of such a trouble- 
some time that our company came into 
being. This experience, discouraging as 
it was, proved of greater benefit and 


meet our just obligations and_ to 
carry on.” 
President Falvey then touched on 


some of the motivating principles in con- 
ducting business which the Massachu- 
setts Bonding has followed. It has never 
indulged in wild scrambling for premium 
income via the route of disregarding 
class of business. At the same time it 
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has always endeavored to help its pr 
ducers in every consistent way to sehen 
good business. Constantly two import 
ant considerations are kept in mind: 
“*The protection of the company’s 
policyholders as a whole—and F 
“*The invested interest of our stock 
holders, who are the owners of th 
company,’ ‘ 

“To let greed for premium income pre- 
vail over these obligations would meay 
nothing but destruction to you as well 
the company in the end,” Mr. Falvey 
said. He continued: . 

“As for myself, I have been vain o; 
egotistical enough—whichever better fits 
the case—to feel I have been able tp 
understand the agent’s problems fully as 
well as most men occupying the position 
of head of a company. I say this bg. 
cause of my training of over ten years 
as a producer, underwriter and manager 
before entering into the even more Te- 
sponsible executive work. If there js 
any one thing more than another guid. 
ing my efforts in promoting the com. 
pany’s interest, it is rendering service to 
our fieldmen.” * * * 

President Falvey devoted the latter 
half of his address to telling about the 
new home office building—a subject near 
to his heart. It is located at Post Of. 
fice Square, running northwest to Lib- 
erty Square, and Mr. Falvey confided 
in his audience that when the company 
was much younger it had sought to ac- 
quire the property but finally decided it 
would be too expensive an undertaking 
“But the opportunity, years later, again 
appeared for the acquiring of the entire 
property we now own,” said Mr. Falvey, 
“and we are highly pleased with its 
acquisition.” He noted with pardonable 
pride that the new entrance made 
through the center of the building on 
Water Street and numbered 85, “is 
where your humble servant first began 
his insurance business work in Boston. 
That was in 1898—forty years ago this 
very month.” 

Souvenir Booklet 

An attractively prepared — souvenir 
booklet, in which T. J. Falvey and the 
new home office are the centers of in- 
terest, was presented to all those at- 
tending last week’s celebration. In ad- 
dition it contained a reproduction of the 
company’s original certificate of incor- 
poration, the criginal copies of announce- 
ment of the Massachusetts Bonding’s 
opening on November 27, 1907, and a 
reproduction of the first general public 
liability policy issued by the company— 
dated November 18, 1911. An _ historical 
sketch of Boston—the City is presented 
in the booklet’s next nine pages, with 
illustrations of each historic spot men- 
tioned. To complete the picture ample 
space is provided in the booklet for 
snapshots and autographs so that the 
pleasant memories of the celebration will 
not be forgotten. To Spencer Welton, 
vice-president of the company, goes the 
credit for the preparation of this book- 
let as well as the thirty-page booklet o! 


Selected Messages of T. J. Falvey, also 


presented to guests at the convention. 
A sentimental touch to the gathering 
was the attendance of the Old Guard— 


those agents and home office officials 
who have given twenty-five years o 
more service to the Massachusetts 


Jonding. Each received plaques pet 
sonally presented by President Falvey. 
and the picture which 
page shows them grouped around Mr 
Falvey in front of his estate, White 
Court, Little’s Point, Swampscott. 


DUDLEY TO NORTH CAROLINA 

E. B. Dudley, for eleven years mat 
ager of the life, accident and Group de- 
partments, Travelers Chicago office, 
soon to return to Charlotte, N. C, t 
assuine management of the company> 
branch office there. The move is mat? 
at Mr. Dudley’s request. 


GLENS FALLS FOOTBALL DATES 

The Glens Falls Group through its 
rious agencies and branch offices 1S dis: 
tributing a schedule of 1938 football 
games to be played both in the East 
and West this season. 
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Hickman Sees Safety 
Movement Advancing 


ACTIVITIES IN NEW JERSEY 





Chairman of Governor Moore’s Special 
Highway Committee Wants Results 
Rather Than Publicity 


Col. Frederick Hickman, prominent 
agent of Atlantic City, N. J... Kad a 
srominent place on the program of the 
New Jersey Association of Underwriters 
in annual session last week at Asbury 
Park. As chairman of Governor Moore’s 
committee on street and highway safety, 
Col. Hickman went into detail on the 
york of this committee in bringing 
aout safer traffic conditions in the 
state. High spots of his address are as 
follows : 

“A few years ago the public did not 
take the safety movement seriously. 
yen in the insurance business there was 
an apathy toward the safety movement 
that cannot be easily understood. Loss 
ratios began to increase and the com- 
panies became apprehensive. Rates were 
increased in an effort to make the in- 
ome equal the outgo. 

“The agents began to realize that 
something must be done and rates held 
in check or the market would disappear 
and their whole business would be 
thrown into a chaotic condition. It was 
then that the real effort was made by 
the agents to become definitely identified 
with the safety program. An analysis 
f the situation showed that the only 
way to keep the rates down was to re- 
duce accidents, and they enlisted in the 
cause with an enthusiasm that was com- 
mendable. 

Public Attitude Changing 
“Manufacturers have made their con- 
tribution by developing a sturdier car 
and introducing safety devices. How- 
ever, they still put too much emphasis 
on high power and speed. Enforcement 
ficials began to see the light and, in- 
stead of tolerating a condition that was 
getting beyond control, began to make 
areal effort by enforcing the law 
Ticket fixing is becoming unpopular and 
the courts are beginning to bear down 
on the drunken driver. The attitude of 
the public is beginning to change. In 
view of the increased number of cars 
nthe highways, and the increased mile- 
age as indicated by the increase in gas 
consumption, we have reason to believe 
that the safety movement has not been 
in vain, 
Purposes of Committee 

“From the very beginning our state 
has been in the front ranks in the safe- 
ty movement. In an effort to coordinate 
all activities and to afford an oppor- 
tunity for the various state departments 
to come together and discuss their vari- 
ous problems, Governor Moore of New 
Jersey decided in April of this year to 
appoint a committee to be known as the 
overnor’s Street and Highway Safety 
Committee, to be composed of the heads 
! the various state departments and a 
certain number of laymen actively inter- 
ested in the safety movement. 

“The committee is not to compete 
with, conflict with, or supersede any ex- 
isting governmental department. It was 
appointed by the governor because of 
his appreciation of the enormity of the 
Street and highway accident situation. 
The committee has already served its 
Purpose as a medium for the exchange 
ot ideas between the various state de- 
partments. They have considered ways 
and means of coping with the great in- 
Crease of traffic that is to be expected 
during the 1939 World’s Fair. 

- Want Results, Not Publicity 

It may be that you are not able to 
Put your finger on any single thing that 
can be credited to the activities of the 
pel committee, but I want to call 
se “he tention to the fact that publicity 
is a 4 the last thing we seek. It 
poh - S that we are after, and if we 
mal anything to coordinate and gal- 

ize the activities of departments and 


— already organized, we have ac- 
omplished the purpose for which this 
committee was appointed.” 


To Discuss Plans Of 
Conservation Bureau 


AT TWO MEETINGS SEPT. 29, 30 





Agenda Announced for Engineering 
Committee Conference and Quar- 
terly Forum of Chief Engineers 


The safety movement as it is being 
carried forward by the National Con- 
servation Bureau of the Association of 
Casualty & Surety Exccutives will be 
discussed fully at two meetings which 
are to be held in the association’s meet- 
ing rooms, 60 John Street, New York 
City, on September 29 and 30. 

The meetings, as announced _ this 
weck by Claude W. Fairchild, general 
manager, are scheduled as follows: En- 
gineering committee of the Conservation 
Bureau, 10:30 am. to 4 p.m., Septem- 
ber 29, and Conservation Bureau forum, 
a quarterly conference of the chief en- 
gineers of all member companies, 10 a.m. 
to 4 p.m., September 30. 


Considering Public Speaking Course 


The agenda of the engineering com- 
mittce meeting includes reports on sub- 
jects dealing with the prevention of ele- 
vator accidents, consideration of Amer- 
ican Standards Association projects, re- 
port by the law committee on the engi- 
neers’ license law, report on an industrial 
course in the Center for Safety Educa- 
tion at New York University, considera- 
tion of an I. C. C. booklet, and the re- 
port of the director of the Industrial 
Engineering Division. 

The committee also will consider a 
plan for the establishment of a course in 
public speaking for the benefit of mem- 
ber company engineers which has been 
proposed as an additional function of the 
Conservation Bureau. 


The program for the forum includes 
addresses by three important quest 
speakers: H. H. Kelly, chief of the 
3ureau of Motor Carriers, I. C. C., W. 


Casualty Actuarial Meet 
Nov. 17-18; Lunt to Speak 


The annual meeting of the Casualty 
Actuarial Society is scheduled for No- 
vember 17 and the morning of Novem- 
ber 18 in New York City. Election of 
officers will take place and the custom 
of having an evening banquet will be 


observed. Among the guest speakers 
will be Edward C. Lunt, surety vice- 
president, Great American Indemnity, 


whose subject is “Rate- Making for Fidel- 
ity and Surety Bonds.” 





ADDS HOSPITALIZATION LINE 

Pacific Employers Insurance Co., 
which, with the Limited Mutual Com- 
pensation Insurance Co., was recently an- 
nounced as a carrier of the Group com- 
pensation coverage of the Oil Producers 
Agency of California, is also writing 
medical and hospitalization policies on a 
group basis for all members of the Cali- 
fornia State Employes Association. These 
policies are written on a broad basis 
to comply with legal requirements of the 
California insurance code, 





D. Smith, executive vice-president, 
Greater New York Safety Council, and 
C. R. Welborn, secretary, Underwriters’ 
Laboratories. The following committee 
reports will be presented: 

Public 
taurant rule bock, Holger Jensen; I. C. C. 


Wheatley; res 
rule 


speaking course, J. G. 


heok, J. A. Burbank, and the engineering com- 
mittee, Chairman Walter S. Paine. The Na- 
tional Conservation Bureau will report on the 


status of the handbook of industrial safety stand- 
American Legion booklet, Safer 
and Man and the Motor Car; 
developments, the library, 
lantern slides. 


ards, Creating 
Communities, 
occupational disease 


and available literature and 
Under the head of new activities, a 
report will be made on the publication 
“Treating Dangerous Locations” and 
the Center for Safety Education, includ- 
ing the addition of courses in industrial 
and traffic engineering. The forum will 
close with a round table discussion. 











INDEMNITY INSURANCE COMPANY 
of NORTH AMERICA 


PHILADELPHIA, PENNA. 


Financial Statement at Close of Business, June 30, 1938 











ASSETS 


LIABILITIES 





*Bonds and Stocks, val- 
ued as required by 
New York State In- 
surance Department $23,032,903.56 


Accrued Interest 105,208.54 
Cash in Banks and Of- 

fice 1,808,613.38 
Premiums in Course of 

Collection (not over 

90 days due) 2,682,089.24 
Other Assets 252,282.22 


Total Admitted Assets $27,881,096.94 





Reserve for Claims $12,312,179.00 


Reserve for Unearned 





Premiums 7,179,452.00 
Accrued Commissions 

(Not Due) 522,177.39 
Reserve for Taxes and 

Expenses 451,000.00 
Reserve for Liquidation 

of Alliance Casualty 

Company Losses and 

Expenses 359,582.33 
Unearned Premiums on 

Reinsurance in Com- 

panies Not Author- 

ized in New York 

State 200,085.21 
Reinsurance Recover- 

able on Paid and 

Unpaid Losses from 

Companies Not Au- 

thorized in New 

York State 150,439.13 
Capital 1,000,000.00 
Surplus 5,706,181.88 
Total Liabilities $27,881,096.94 





968.81 and surplus to $6,123,053.75. 


as required by law. 








*Bonds at Amortized Values; Stocks at 
On the basis of June 30, 1938, market quotations for all bonds and stocks 
owned, this Company's total admitted assets would be increased to $28,297,- 

> —> 


Note: Securities carried at $1,495,269.95 in the above statement are deposited 


1 ue EE RE LRA A LE ES eT — 


Market Values June 30, 1938. 














TRIBUTE TO E. S. JOSEPH 
Agents of Pennsylvania Appreciate Dep- 
uty Commissioner; Support Promised 

Safety Campaign - 
While in annual session at Werners- 
ville, September 14, the 
Association of Insurance Agents adopted 
a resolution to the effect that a man 
thoroughly versed in the insurance busi- 
ness should be Insurance Commissioner. 
Emrys S. Joseph, says the resolution, is 
a former director of the association. He 
was appointed Deputy Commissioner in 
1935. He has performed his duties so 
capably and fairly to all, and as he origi- 
nated and sponsored the Departmental 
ruling requiring education and of insur- 
nce agent licensees, the agents expressed 
their confidence in him and appreciation 
of what he has done 
Another resolution adopted relates to 
the governor’s motor safety campaign by 
which the automobile accident rate has 
been reduced 25% and the death rate 
42%. The agents voted their approval 
of the governor’s work and the able 
direction of the campaign by Admiral 
Foote, commissioner of motor police, and 
pledged their support to its continuance. 


Pennsylvania 





Century Indemnity Has New 
Medical Expense Policy 


The Century Indemnity came out this 
week with a new policy covering surgi 
cal and medical expenses to supplement 
the protection afforded by the populai 
hospitalization insurance now being writ- 
ten so extensively. Purpose of this new 
coverage is to furnish the assured with 
funds to pay for any special medical and 


surgical service for which no provision 
is made in the regular hospital policy 
For the present the new Century policy 


will be issued only to groups of employes 
although no master policy will be writte1 

The cost of visits by outside surgeons 
and physicians is often times quite as 
burdensome as the hopital bill. To « 
this expense, the benefits p1 
this policy include the 
visit, for a maximum of thirty visits d 
ing any twelve months, by a physician 
or surgeon while the s confined 
to a hospital and the sum of $2 p isi 
for not more than ten visits after 
policyholder h 1 to 
following hospit: 
ule of benefits f 
ranging up to $150 is also included in the 
policy 

While the insurance is designed pr 
marily to supplement the many plans of 
hospitalization coverase now in effe 
can, if desired, \ 
demnity covering the hosp‘tal 
The annual premium per person in groups 
is $12 for medical and $10 for hosy 


sum of $3 


11T- 


insured 1 


% 
2 
f 





s returns 





coverace, W he n written se] 
when both 

This new 
available to groups of emploves throug! 
ali regular agents of the Century Inden 
nity nation-wide \rrangements hav 
also been made with the 1 
ing Corp. of New York to promote 
sale of this policy by its speciall 
sales organization 


are written tft ethet 


torm t nsurance will be 


Further Compensation Rate 
Reductions Not Expecte 


Walter A. Schaefer Newark, chait 
man of the compensation and accident 
preventi n committee, reported that 
agents were having little tb] piac n 
compensati ines where special hazards 
do not exist The present rates, vhi 
follow several reductions in the last fe 
vears, still bring an underwritin 
but it is Mr. Schaefer's opinion that th 
rate level is todav about as | as tl 


business will stand 
Assigned risks apparently are not de 
number, he said. It is ofte 


creasing in 

difficult to ascertain why many of these 
risks are not voluntarily accepted by the 
companies as the experience does not 
show bad results. Efforts are being 


made to get some of these risks off the 
assigned list through improved control of 


the more dangerous hazards. 
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Many Bankers Buy Insurance Only 
When Forced to Protect Deposits 


In Illinois insufficient bank insurance, 
or no insurance whatever, has been at- 
tacked In March 
of this year an address was prepared 
jointly by officers of the Illinois Bankers 
Association and delivered at the annual 
meeting of that body. In this address 
the question was asked, “Whose business 
is it to protect one’s self against the 
various dangers to which we are all sub- 
ject; or, whose business is it to promote 
one’s success in life; or, whose business 
is it to see that capable and efficient men 
are elected to public office? The answer 
is, of course, none but our own.” 

In the closing paragraph of this ad- 
dress the following appears: 

“Just recently the auditor of public 
accounts, in his monthly bulletin, dated 


from various angles. 


February 1, with regard to insurance 
coverage states that in all banks the 
determination of insurance needs and 


the placing thereof should be done en- 
tirely by the board of directors, that the 
board should make it a regular order of 
business at reasonable intervals to re- 
view and determine, as accurately as 
possible, the extent of the various in- 
surable risks and the amount of their 
exposure. Surely it is quite important 
that this phase of protection against loss 
should be given the most serious con- 
sideration. Whose business is it? Is 
there need to answer ?” 


Where Loss Is Likely 


In the monthly bulletin of February 
and March, 1938, issued by Edward ] 
Barrett, auditor of public accounts, IIli- 


nois Banking Department, the auditor 
says: 
“There are four principal points 


through which a _ bank is_ vulnerable 
against loss which, in the order of fre- 
quency, are as follows: Dishonesty of 
employes, robbery, burglary and forgery 
A successful attack through any of the 
first three avenues can quickly convert 
the soundest and best managed bank into 
an insolvent wreck unless the bank is 
adequately protected by insurance. 

“In the matter of fidelity insurance, 
actual experience has made this depart- 
ment very hard boiled. We consider no 
individual whose activity brings him in 
contact with the assets of any of our 
state banks exempt from fidelity insur- 
ance. 

Question of Expense 

“A bank can and should insure itself 
against all risks to which it is exposed 
and a bank management that will neglect 
or refuse to insure the bank to the full 
extent of its exposure is taking an un- 
warranted risk to the jeopardy of stock- 
holders’ investment and_ depositors’ 
funds. We have occasionally discussed 
this matter with bank management: 
who, while admitting deficiencies of in- 
surance protection, have pointed out that 
the bank could not afford the protection 
necessary. 

“Our answer to that contention is also 
hard boiled but based upon actual ex- 
perience. The bank that fails to earn 
enough from its operations to provide 
adequate protection against the estab- 
lished risks of the business can hardly 
justify its bid for public patronage. A 
bank management finding the institution 
in such a position should seriously con 
sider the advisability of continuing op- 
eration 

Determining Amount 


“One of the most difficult conclusions 
to reach in surveying bank insurance 
needs is the amount of fidelity cover 
age that should be obtained. When it 


is considered, as pointed out above, that 
60% of bank insurance losses result from 
employes’ defalcations or embezzlements, 
it is obvious that there is where the 
greatest amount of protection is needed. 
We know of no authoritative yardstick 
ever devised for the accurate measure- 
ment of this risk. It strikes us that a 
good idea of the bank’s fidelity exposure 
might be gained by computing the bank’s 


daily turnover as represented by the 
totals of the following transactions: 

“Amount of checks cashed over coun- 
ter for customers; amount of deposit of 
checks drawn on that particular bank 
and deposited by customers; amount of 
clearings being carried by messenger or 
transported by employes; amount of in- 
coming clearings; amount of sales of se- 
curities made by bank; amount of col- 
lateral normally taken in connection with 
loan business of the bank. 

“To the foregoing computation should 
be added the total amount of cash on 
hand and highly negotiable securities 
owned by the bank, 

Additional Insurance Needs 

“In the conduct of a banking business, 
there are additional risks, all insurable, 
that should not be overlooked in survey- 
these 


ing insurance needs and are as 
follows: 
“Workmen’s compensation and em 


ployer’s liability; owners, landlords and 


tenants public liability; boiler and ma- 
chinery; automobile liability. 
“These risks arise where banks are 


forced to take title to and operate prop- 
erties either as owner or trustee. There 
is also the matter of safe deposit vault 
insurance which is practically equal to 
the risk of burglary. 
Chart of Coverage 

“We suggest that after directors have 
placed their insurance, that they request 
their company to furnish them with a 
chart of their coverage. Such a chart 
will be valuable in that it furnishes the 
directors with a brief but comprehensive 
picture of their protection. All com- 
panies are willing to prepare and furnish 
these charts upon request.” 

The address and articles heretofore re- 
ferred to have been published together 
in convenient form by the American 


Surety Co., New York. 





STUBBED TOE CAUSE OF DEATH? 
Question Before U. S. District Court In 
Phila.; Involves Travelers in Suit 
To Collect $15,000 Accident Ins. 

The answer to the question whether 
a stubbed toe can cause death will de- 
termine whether accident and life com- 
panies will have a new hazard to guard 
against in the payment of claims. The 
United States District Court in Phila- 
delphia has been asked to _ decide 
whether an accident of this seemingly 
trifling nature can be the direct cause 
of death. 

The question was raised in the suit 
filed by Mrs. Florence Marot William- 
son, widow of Thomas A. Williamson, 
a prominent paint manufacturer, against 
the Travelers to collect $15,000 for her 
accident 


husband’s death under an 

policy. She contended her husband’s 
death was due to stubbing his toe in 
their home in Germantown, Pa., last 
January 12. He died April 3 at his 
country estate in Bucks County. 


During the three months between ac- 
cident and death, Mrs. Williamson said, 
a blood clot formed in his foot and 
traveled through his system. It became 
wedged in a pulmonary artery, shut off 
the blood supply to the lungs, and caused 
a fatal embolic shock. Thus, she argues, 
her husband’s death is due to the acci- 
dent to his foot 3ut the Travelers re- 
fused to accept the death as accidental 
and declined to pay on its policy. 


HELM MEETS SON IN BOSTON 
Clyde B. Helm of Minneapolis, secre 
tary-treasurer, Insurance Federation of 
Minnesota, and Mrs. Helm were in Bos 
ton this week to meet their son, Everett, 
and his wife who returned Septem 
ber 15 from two years of study abroad. 
Young Mr. Helm has been doing research 
work in musicology in Italy and other 
countries on a fellowship awarded him 
by Harvard University. During the com- 
ing year he will teach in the Longy 
School of Music, Cambridge, Mass. 


SAFETY MOVEMENT ENLARGED 








Federated Councils of America Formed 
at Meeting in New York That Was 
Widely Representative 


A meeting was held recently in New 
York City by the safety councils of Mas- 
sachusetts, Minnesota. 
This the 
erated, cooperative safety movement that 


Iowa, Ohio and 


meeting strengthened inte- 
was begun a few years ago in New York 
when safety organizations of the greater 
city merged into the Greater New York 
Safety Council. Meeting with these 
groups in formation of the Federated 
Safety Councils of America were repre 
sentatives also of the following cities: 
Baltimore, Buffalo, Cleveland, Chicago, 
Columbus, Detroit, Grand Rapids, Kansas 
City, Louisville, Milwaukee, Nashville, 
Newark, Philadelphia, Providence, Rich- 
mond, Rochester St. Louis, Springfield, 
Syracuse, Pittsburgh and the Greater 
New York Council. 

Judge Lee E. Skeel of the Common 
Pleas Court in Cleveland, elected chair- 
man of the meeting, described the pur- 
of the Federation as _ threefold: 
To develop a standard community safety 
program; to formulate means by which 
such a program can be financed, and to 
develop efficient managing directors. 


10sSeSs 
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SWITCHING SERVICE MOTORS 


Claim Men in Los Angeles Devote En- 
tire Meeting to Effect of This Prac- 
tice on Insurance Losses 

The Automobile Claim Managers 

sociation of Los 


As- 
Angeles devoted an en- 
tire meeting to discussing requirements 
of the State Motor Vehicle Department 
of 
motors by owners of motor fleets. 

The claim men commended the motor 
vehicle department for its effort to find 
a simplified set of regulations which 
would obviate the necessity of lengthy 
investigation where switched motors, not 
reported to the department, cause 
trouble to the claims departments. 

Under the regulations promulgated the 
red tape necessary to keep within the 
law was so onerous that owners of 
motor fleets practically have ceased to 
cooperate in the matter. It is to get 
cooperation of the fleet owners that the 
department is endeavoring to find some 
simple plan to meet the needs of the oc- 
casion. 

At the meeting it was suggested that 
a plate numbered so as to provide easy 
identification be attached to the motors 
of fleet owners so that switching of the 
service motor could be done without 
spending hours in unraveling the red 
tape to establish legality. The claim 
men discussed the suggestion with a 
view of ascertaining what effect it would 
have on claims. 


governing the switching service 


Distinguished Visitors 


(Continued from Page 42) 


satisfactory experience despite unsettled 
conditions, that the loss record will be as 
good as in 1937, Premium volume in 
U.S. A. is off; he admitted, but this is 
largely due in his opinion to rate reduc- 
tions. Mr. Battrick’s visit to this con- 
vention gave him the opportunity of 
meeting some of the leading producers 
of the London Guarantee in this country. 
His host was J. M. Haines, United States 
manager of this company. 

Mr. Battrick will spend a few days in 
Canada before returning to England Oc- 
tober 12 on the Aquitania, on which ship 
Mr. Simpson is also sailing. 

KENTUCKY APPOINTMENT 

John Dugan of Dugan, Humphreys & 
Co., Louisville, has been appointed gen- 
eral agent in Kentucky of the Fireman’s 
Fund Indemnity, Mr. Dugan has had 
fifteen years’ experience as an agent 
in Louisville, and prior to that was a 
special agent, automobile department of 
the Hartford at Chicago. 
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Results of Canadian _ 
Operations Last Yea; 


CASUALTY VOLUME INCREASEp 
Report of Dominion Superintendent 
Shows Extent of Transactions jp 

Various Insurance Lines 





Last year casualty premiums. writte; 
in Canada by Dominion registered com. 
panies amounted to $34,458,396, accord. 
ing to the abstract report of the Domiy 
ion Superintendent of Insurance. This 
with $29,060,032 in 1936 Ip 
1937 the net premiums written by Dp. 
ininion registered fire companies were 
$13,487,095, compared with $41,228 27) jn 
1936. 

Net casualty last year 
$16,732,388 and in 1933 $11,252,915. Fir 
net losses incurred in 1937 amounted t 
$15,174,587, compared with $14,450,019 iy 
1936. 


compared 


losses wer 


Other Casualty Lines 

Net personal accident premiums writ. 
ten last year were $3,198,864 and net 
losses incurred $1,356,454, ratio 42.40% 
Net employers’ liability and workmen's 
compensation premiums written wer 
$623,713, net losses incurred of $2142% 
ratio 34.35%. 

Combined net accident and_ sickness 
premiums written were $2,319,214, net 
incurred $1,293,069, ratio 55.75% 
Falling aircraft net amount written was 
$25, net losses incurred $1. Aviation net 


losses 


premiums $82,828, net losses incurred 
$72,607, ratio 81.74%. 
Automobile net premiums  writter 


were $16,800,056, net losses incurred $9- 
603,380, ratio 57.16%. Burglary net pce 
miums written $1,532,799, net losses in 
curred $586,549, ratio of 38.27%. 
Fidelity net premiums written $1,24), 
064, net losses incurred $291,137, rati 
23.47%; surety premiums $928,040, ne! 
losses incurred $300,045, ratio 32.33%. 
In hail insurance net premiums writ 
ten were $567,863, net losses incurred 
$408,949, ratio of 72.02%; inland trans- 
portation premiums written $997,993, net 
losses incurred $362,219, ratio 37.4% 


Cc. C. WRIGHT DEAD 

Resident Vice-President C. C. Wright 
of the American Indemnity at Los At 
eeles died September 2 following a heart 
attack. He is survived by his widow 
and one brother, S. B. Wright, an in 
dependent adjuster in Arizona. Mr. 
Wright formerly was a vice-president 0! 
the Fireman’s Fund, later going with 
the Constitution Indemnity. 


P ‘ 
Legislative Report 
(Continued form Page 42) 

dictions—forty-eight states, the D. of C 
Alaska, Hawaii and the National Gov- 
ernment. His report noied: “These 
laws were amended by eleven bills in s% 
jurisdictions. Kentucky repealed its law 
and enacted a new one. Massachuset! 
set up a commission to study its lav an 
suspended employe contributions to t™ 
fund. New Jersey and New York rf 
defined the term ‘wages’ subject to ther 
laws so as to exclude all wages in & 
cess of $3,000 per annum. The remar 
ing amendments aimed merely to clartl 
ambiguities.” 

Five guest laws were introduced M" 
four states newly to limit liability ™ 
auto owners and operators for mune 
to guests—Louisiana, Mississinp', New 
York, Virginia. Of these one bill in Viv 
sinia became law. Twenty-seven state 
now have guest laws, Eight bills in 
states—Louisiana, Massachusetts. “f 
Jersey, New York, Rhode Island, Vit 
ginia—related to hospital liens. Louis 
ana and New Jersey enacted laws giv 
charity hospitals a lien for treatme 





rendered while Virginia amended its vod 
by extending a hospital lien to clatn 
of representatives of injured persons. 
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